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(1) 153 ITEMS INSTEAD OF 1250—BUT MORE 
OF EACH ITEM: Under Government Simplified 
Practice, our industry is now permitted to 
make exactly 153 items in Forks, Hoes, Rakes, 
Hooks and Cultivators for domestic sale. 


(We offer the first simplified catalog 

to list these items—every dealer 

should have a copy.) 
As the Union Fork and Hoe Company formerly 
made over 1250 items, and will have as much 
raw material as last season, we can manu- 
facture a substantially larger quantity of each 
item in this simplified line. 
In RAZOR-BACK, the original simplified shovel 
line, we can offer 11 items — practically un- 
changed by war. 


(2) SUPPLY WILL BE STEADIER AND BETTER 
DISTRIBUTED: Whereas our factories, ham- 
pered by changing regulations, were 5 months 
late in starting production last season, we are 
now operating fairly smoothly under the Con- 
trolled Materials Plan. 


Through the cooperation of UNION jobbers, 
who are accepting l.c.l. shipments, we can 
now maintain a more even flow of tools and 
their fair distribution among UNION dealers 
will be automatically regulated by the present 
improved priority system. 

If you received less than your fair percentage 
of tools last season, you can get more this 
season. 
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If you received more than your share, you 
will get somewhat less. 


(3) WHITE ASH HANDLES will be supplied in 
all forks, shovels and other tools where ash 
is essential. Tested alternate woods will be 
used in a percentage of those tools where their 
use has proved satisfactory. This is because 
we have depleted our big reserves of white 
ash to meet military needs—and are proud of 
it when a former employee writes from the 
battle front to tell us “I'm digging foxholes 
with a Razor-Back shovel.” 


(4) STEEL of proper quality is available for 
heads and blades. 


(5) UNION QUALITY WILL BE FULLY MAIN- 
TAINED, except for restrictions on finishes. 


(6) DEMAND FOR FLEX-BEAM Forks, with the 
handle of super-strength, will be particularly 
heavy. Farmers, today, want long life, maxi- 
mum service. 


(7) HOW DEALERS CAN HELP THEMSELVES: 


(a) When ordering, select tools most 
needed for food production in your locality. 
(Send today for our Simplified Catalog show- 
ing the 153 items you may select from.) 

(b) Anticipate your needs ahead of 
season. Early orders help us—and your job- 
ber—to give you better service. 

(c) Make orders flexible as to dimensions, 
handle length and grade, to insure getting 
what's available. 

(d). Recognize that there will still be 3 or 
more consumers for every tool and accept 
your patriotic responsibility to distribute your 
supply according to the working needs of 
each customer and your country’s need for 
food to win the war. 
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THE UNION FORK & HOE CO., 710 Hocking Street, Columbus 15, Ohio 




















‘COAST GUARD CUTTER 


PAINTED BY WORDEN WOOD 








Largest of our Coast Guard Cutters, these ships in peace time operate under the 
Treasury Department and are used to enforce maritime and custom law, aid navi- 
gation, and do fishing and iceberg patrol. War has changed that. On deep sea 

convoy duty as part of the Navy during wartime, two ships of this class, the 

“Campbell” and the “Spencer” have battled German submarines with great and 

spectacular success. 

The Coast Guard is growing daily and its ships need vast quantities of Rope. We 

have an obligation to the men who man these ships and it is up to us to see that 

they have all the Rope they need. Won't you help us by urging your customers 
to conserve the Rope they have and reordering only when necessary. } 





® The illustration is from the “AMERICAN” SERIES OF UNITED STATES 
NAVAL VESSELS. Write for a full color reproduction suitable for framing. 








AMERICAN MANUFACTURING COMPANY 


NOBLE and WEST STS., BROOKLYN, N. Y. 


ROPE TWINE PACKING OAKUM 
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IN YALE & TOWNE’S SERIES OF PROMOTION PROGRAMS 
DESIGNED TO CREATE INTEREST IN THE PRODUCTS 
WHICH HARDWARE STORES NOW HAVE FOR SALE 


Yale’s Wartime Progress Plan continues. to what products to feature, how to stage dis- 
Number 6 in the series of promotion ideas is _ plays, how to take advantage of Yale & Towne’s 
a plan to help make more sales to “stay-at- advertising in THE SATURDAY EVENING POST. 
homes” — travel-rationed people who now The POST ad is the highlight of the “Stay- 
have to find their fun at home. at-Home” promotion. It appears in the No- 

November numbers of your hardware mag- vember Gth issue. Be ready for it. Watch for 
azines will carry a new issue of THE YALE VICTORY NEWS next month! 

VICTORY NEWS, giving you practical ideas as 


YALE PUTS 3 BIG 
SALES MOVERS 
INTO YOUR BUSINESS 


THE YALE & TOWNE Stimrono, conn..u. s. a 


Hardware Age, published every other Thursday by Chilton Co. (Inc.). Entered as ek matter March 24, 1933, at the Post Office at Philadelphia under the Act of 
8. 


March 8, 1879 (Printed in U. S. A.) $1.00 per year. Single copies, 25¢ each. Vol. 152, No. 
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HOW TO SAVE 
AHOUSE ” 


PRETTY FAR GONE! Even 
the best paint with Pure 
Turpentine wouldn’t stand 
up here . . . No, sir! Not 
until the surface has been 
thoroughly scraped. 


WHAT IT TAKES! On a 

smooth, clean surface like 

this, good paint, thinned 

with Pure Turpentine, will BUSINESS-BUILDER! Good 

stick and stay, materials apply easier, last 
longer. They save the paint- 
er’s time on every job, pro- 
tect his reputation as a 
workman, 


NO AUTHORIZATION NEEDED...JUST GO AHEAD! 


YOUR GOVERNMENT is not only willing, but anxious to 
have you go ahead with every painting job you can get. Spic- 
and-span, well-painted homes build morale . . . improve values. 
So let’s go! Let’s go with good paint and Pure Spirits of Tur- 
pentine! Rich with pinene, Hercules Pure Turpentine penetrates deep into 
the surface, attracts oxygen, helps paint dry hard and tough, anchoring it 
firmly for years to come. And, think of it, the best turpentine costs less 
than 2 cents out of every dollar spent for the paint job ... and what a 
difference it makes! Naval Stores Department, HERCULES POWDER 
COMPANY, Wilmington, Delaware. 
Hercules Steam-distilled Wood Turpentine meets government 
and A.S.T.M. specifications for Pure Spirits of Turpentine. 


HERCULES *= TURPENTINE 


FOR OVER 20 YEARS THE BEST-KNOWN BRAND 
HARDWARE AGE 








. = 


OCTOBER 14, 1943 


MR. DEALER, that ad on the opposite 


page can mean a lot to you. Because by 
recommending good paint and Hercules 
Steam-distilled Wood Turpentine you’re 
helping customers get a better, longer- 
lasting paint job. In this way you not only 
do your trade a good turn but you boost 


profits on every sale. 





The farmer in your community will tell you that he 
can’t even buy a hired hand today. 


Here’s a tip to you. If the farmer op oo ing his 
a 


water by hand—you can sell him a faithful hired 
hand that will relieve him of labor that consumes 
43 of his working hours. Here is a hired hand that 
won't resign, a for a wage increase or make un- 
reasonable demands. This helper costs only a couple 
_a@f dollars a week for a year and then Mr. Farmer 
f8wns him for life. 


Goulds Jet-o-matic, are py ee fully automatic 
water system is this kind of a hired hand. 


Furthermore, the Jet-o-matic pump will bring imme- 
diate returns to the farmer; will more than pay for 
itself in a few months. New pump installations have 
been known to increase meat, egg and milk pro- 
duction as much as 25%. “That’s not peanuts”. . . 
even in these flush times. 


*Sell the farmer a Jet-o-matic, general purpose water 
system and give him the lift he needs so badly. A 
Jet-o-matic will open up a big new farm market for 
other items that you stock, too. 


Built by the world’s largest and oldest exclusive 
manufacturer of pumps, Jet-o-matic is trouble free, 
easily installed and the most popular domestic water 


system on the market. It covers the most situations 
with the smallest stock. Can be used for deep or 
shallow well service, is trouble free, easily installed, 
operates quietly, needs no pump house, and requires 
no adjustments or oiling. 


It’s a cinch to sell Jet-o-matic to this big, newly 
prosperous cash farm market. 


“Unfortunately ... we cannot take on too many 


accounts ... nor can we give assurance of the 
quantity you may want, but we'll do our best 
to supply your needs. Inquire at once. Maybe 
yours is the account your distributor will be pre- 
pared to serve. Write for the name and address of 
your nearest distributor. 


“CID” reciprocating pomp "ge! both shallow and deep 
lab 


well service are also avai e in limited quantities. 


GOULDS PUMPS, INc 


SENECA FALLS, NEW YORK 








Zones NIWAYS RIGHT 











SELF-SMOOTHING - LONG-WEARING 


PAINTS - ENAMELS - VARNISHES 


RIGHT ... for the user because it’s a safe bet that he'll get a satisfactory job. 
RIGHT . . . for the dealer because he’ll get a sweet profit on the sale and more business 
from satisfied customers. 

There’s a Kyanize quality finish that’s right for every surface and a Kyanize quality 
sales plan that’s right for every Kyanize dealer. Better write for details right now. 


BOSTON VARNISH COMPAN Y 


Everett 49, Massachusetts 
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ENGLISHTOWN CUTLERY, Lz 


230 FIFTH AVENUE, NEW YORK, N.Y. + Factory: ENGLISHTOWN, N. J 
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E YOUR WINDOW SHOUT 


Beam MILK FILTER DISCS 
a HERE! 


dow play ties in your 
store with powerful Per- 
fection advertising. 


Tie in now with the nation-wide advertising of Per- 
fection Milk Filter Discs and get your share of this 
fast-growing year round business. 

Perfection Displays and local sales helps feature 
tested selling ideas that have brought dealers near- 
ly a million new Perfection users this year. Let the 
Perfection Merchandising Plan help you build a 
profitable repeat business among the dairy farmers 
in your community. 





Freight Prepaid on 5 Cases 


esse™ 
eee descents eM Perfection Milk Filter Discs are packed 100 discs to a box, 36 boxes 
qeunter Gen ef soll © capacly to a case. Freight is prepaid on drop shipments to dealers of 5 cases 
— ‘Hoard’s Mm ot or more. Order from your hardware jobber today. Profit by Schwartz 
I6leading state ond D on DISC? advertising and the trouble-free perform- ie R38 


farm papers. Pe' = ance of Perfection Milk Filter Discs. eee pees 
Schwartz Mfg. Co., Two Rivers, Wis. ie 


Ponape om 
ies 7 


° 
Elgrade Milk Filter Discs 


First quality but lighter construction, for 
use where top capacity is not required. 
Means extra volume and profits. Lower 
price. 100 discs per package. 36 pack- 
ages per case. Order from your jobber. 
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O.: of the hail of bullets and flak, the Flying Fortress limps into 
port—coming home on a wing . . . @ prayer . . . and an additional 
factor that the Axis didn’t count on. This factor is the extra measure 
of stamina possessed by both pilot and plane. 





An extra measure, too, has played an important role in building the 
Garod reputation. We've always been somewhat more painstaking 
in designing and manufacturing our radios. We've always been some- 
what more critical in selecting our personnel and materials. But, of 
paramount importance, we've made sure to include an extra measure 
of effort in everything we do. Because of this, Garod radios give 
greater satisfaction and longer life. 


Currently, Garod is building some of the finest equipment for the military services . . . all of it 
reflecting our extra measure of effort. It’s too early to talk about Garod’s plans for the post- 
war market. But, of this you may be sure . .. we'll continue to make what we know best, and, 
as always, we'll put our best into it. 


Ruy qn.entre monsnre of securtty. . . invest in war bende 
GAROD RADIO CORPORATION «© 70 WASHINGTON STREET * BROOKLYN 1, N. Y. 
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jac hs improved. Many of inees 
-achievements will emerge — are now 
emerging — logically and naturally — 
from one of the world’s largest plants 
devoted exclusively to the man- 
ufacture of mechanical rubber 
goods — from 60 years of his- 
tory-making invention and 
advancement and the vast 
proving ground of current war 


production. The BWH belting, 
hose and similar rubber 
products of tomorrow will out- 
distance in quality and per- 
formance the BWH products 
that the world accepts as ee 
finest today. . + 
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A PRACTICAL DOWN-TO-EARTH APPROACH TO YOUR POST-WAR PROBLEMS 


Comprehensive Enough to Be of Real Help Now—Flexible Enough to Fit the Needs of Every Dealer 


@ To help you make a bigger profit from the tremendous postwar market, Universal contributes 
the “U” Plan for “V” Day. It crystalizes customer thinking now about intended appliance pur- 
chases after the war. It puts the sales of tomorrow on your books today for ready market analysis 
and easy follow-up. It stimulates quick turnover for maximum profits. It provides for the distri- 
bution of merchandise in an efficient, orderly manner whether your customers are interested in a 
single appliance or a completely equipped kitchen. And finally it establishes your store as appli- 
ance and housewares headquarters today well in advance of the competitive selling period. 


HARDWARE AGE 








jo chploiemmries copiers ser) 
 “U” Plan for “V" Day—urging them to plan 
: ' tiow in order co secure the housewares they 


The “U" Plan urges consumers to buy War 
Bonds now equivalent to the amount needed 
later for the desired appliances and house- 
wares. : 


“To participate fully in the “U” Plan, con- 
suimers are instructed to take their check 
lists. co the nearest Universal dealer and to 
ask him for priority consideration as soon 
as the products ate available. is 
The dealer thén fills out a duplicate copy 
oF thie somesener's lie: foe Sip: poses, fle 
and priority rating. 


phn thinaine: a Sopuiie th aa 
can easily notify his customers by telephone, 
Consumer inquiries mailed direct co the | 
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ott sisi a flexible, fair anid orderly plan for 


Handling a large volume of business during the 


competitive post-war period. 


Ic creates a.backlog of potential orders identified 
as to customers names and addresses. 


It indicates the type and ptice range of items. | 
likely to be demanded by your customers thus a 


guiding your purchases moce ‘securately. 

It lowers selling costs by directing customers into 
your store without the expense of field calls and 
other promotion. _ 

It establishes your store now as appliance and 
housewares headquarters for post-war sales. 


It develops store traffic for the immediate sale 
of available merchandise. 


It brings you into contact with prospects for im- 
mediate appliance servicing. 

It helps you renew friendly relations with old 
customers and introduces you to that big 3 million 
market of newly-weds. 


It identifies you with a nation-wide ie wea 
up the sale of War Bonds, 


It pre-sells 135 million Americans on the quality 


and wide range of Universal household equipment. 





@ The “U” Plan for “V” Day is complete in every respect. Full page color advertisements fea- 
turing the “U” Plan for “V” Day will appear in a list of 14 magazines for 1944, To establish your 
‘store as “U” Plan headquarters, point-of-sale materials including blow-ups of national advertis- 
ing, identification decals, consumer folders, War Bond envelopes and priority certificates will be 
available. Wire, write or phone your Universal distributor or Dept. HA, Landers, Frary & Clark, 


New Britain, Conn. 


LANDERS, 


UNIVERSAL 


Sc, ol! See ee ee ee sees i ERT 8 90! 


NEW BRITAIN, CONN, 
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THE BUSINESS END 


*. 


smashes the pathway to invasion, grinding to powder 
huge enemy industries—it is the heart of destructive force. 


But, paradoxically, it is a creative force for better living 


in the world of the future. 


Regina’s fifty years of experience in precision 
manufacturing has made it possible for us to build bomb 
fuses for victory with the accuracy of a fine watch. And 
conversely, our experience in building precision war ma- 
tériel has provided us with new and greater knowledge to 
apply to peacetime products. 

New methods, new materials and new designs hold 
great promise in store for every forward thinking 


merchant. 


BUY MORE BONDS TO BUY MORE BOMBS 


IN TIME OF PEACE 
Vacuum Cleaners 
Electric Floor Polishers 
Smoothcut Can Openers 


IN TIME OF WAR 
Matériel for the Army 
and Navy—for Victory 
and for permanent peace 


@ THE REGINA CORPORATION - RAHWAY, NEW JERSEY 
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STAR RANGES HAVE 





“War work isn’t the regular business of us 
DVS salesmen, by a long shot. Our regular 
work is selling Star ranges. 


“Since Pearl Harbor we’ve been doing any- 
thing and everything we could to help expe- 
dite the war contracts we have in the factory 






























BEEN LEADERS SINCE 


You Bet I’m Looking Forward 
to Selling Star Ranges Again... 





1895 x 


and move our war materials out where they 
will do the most good. And you can bet that 
we're going to keep on doing just this until 
the war is won. 


“After the shooting is all over and the Japs 
as well as the Nazis are turned into ‘close- 
outs’, we'll be calling on our dealers again 
. .. renewing old friendships . . . selling the 
DVS line of Star ranges. 


“You can bet we’re looking forward to getting 
back where we belong, among people we like 
to do business with. And those people are 
going to remember that DVS was 100 per 
cent in war production!” 


A BORG-WARNER INDUSTRY 


*& DETROIT VAPOR STOVE DIVISION, BORG-WARNER CORPORATION, DETROIT 26, MICHIGAN * 














Windshields for shells 


Here is a photograph of a 75 mm. shell windshield. 
It is hollow, and is tightly fastened over the blunt 
nose of the shell body. Projectiles of heavier types 
are fitted with windshields which streamline them 
in flight, shatter like eggshells upon impact, and 
let the “business end” of the shell get in its work. 


The remarkable thing about this shell wind- 
shield is that it is deep-drawn from a single flat piece 
of sheet steel. Only steel of exceptional deep-draw- 
ing quality can stand up to this drastic cold work. 

When you multiply this one windshield by the 
millions—yes, millions—that will be needed for big 
and little guns before the war is won, the sub- 
stantial tonnage of quality steel required is apparent. 
Bethlehem Steel Company is supplying in large 
tonnages the special sheet steel required for shell 
windshields, as well as sheet steel for bomb fins, 
tanks, trucks, jeeps, and scores of other vital appli- 
cations in the fighting zones and on the home front. 


x * * 
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lousehold Supplies that 
ay a Worthwhile Profit! 





























YOUR ANSWER to wartime short- 
ages is to sell goods that: 


1. Move fast. 
2. Yield good profits. 


Tavern Home Products ¢ 2 both! 


These developments of the 
famous Socony-Vacuun: labora- 
tories are nationally advertised, 
public accepted, priced ‘o please. 

Order from the nearest office 
of Socony-Vacuum or Affiliated 
Companies, or address 26 Broad- 
way, New York City. 
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Good Housekeeping 


Mop, FORFECTIVE OR wy 
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BUG-A-BOO PRODUCTS 











HERE’S A COMPLETE LINE of insecticide prod- 

ucts that can net real profits. Backed byregular 
yA advertising in leading magazines, Bug-a-boo 
Products move fast...build repeat sales. Put 
Bug-a-boo Products and Tavern Home Prod- 
ucts up front in your store. 








EVERY TAVERN —> 
HOME PRODUCT 
CARRIES THE SIGN 
THE NATION KNOWS 














seas 
TAVERN HOME PRODUCTS 








Tavern Liquid Wax - Tavern Paste Wax » Tavern Non-Rub Wax + Tavern BUG-A-BOO PRODUCTS: 
Window Cleaner » Tavern Candles » Tavern Paint Cleaner » Tavern Rug Cleaner Bug-a-boo Insect Spray 
Tavern Furniture Gloss » Tavern Lustre Cloth » Tavern Parowax or Paraseal Wax Bug-a-boo Moth Crystals 


Tavern Electric Motor Oil « Tavern Leather Preserver Bug-a-boo Victory Garden Spray 
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Your Customer’s Stove 
Ration Certificate is 
Good for Only One Stove 


rae.” ee 


ADVISE HIM TO 


Exclusive, 


Patented, INTERIOR 


CONSTRUCTION 
FEATURES 


BRICK FLUES 


Make Possilde 
Amazing 
Results! 


out) ye 2266527 — Name Reg. 
& Can, Pat. Off. 


The GENUINE : wares 


COAL 
Warm MORNING treater 


The amazing, patented, interior construction features not only sell the WARM 
MORNING Heater to your customers... but keep them satisfied, too. In hundreds 
of thousands of homes throughout America, this modern heater provides clean, 
healthful, comforting heat ...saves fuel ...saves work. 


A nation-wide advertising campaign is telling your customers to ‘Get the genu- 
ine...look for the name WARM MORNING”. And when they come in, show 
them why they get the most for their stove ration certificate when they buy 
WARM MORNING. 


LOCKE STOVE COMPANY « 114 W. 11th ST. » KANSAS CITY 6, MO. 


(LT-3) 
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Tait the experience of W. 
P. Bergman, South Center Depart- 
ment Store, Chicago. 
Mr. Bergman—but we’ll let him 
tell it in his own words... 
“We started out with Coolerator 
without a great deal of confidence 
that it would sell in large volume,” 








One of the best known department stores on 
Chieago’s south side—the South Center Store at 
47th and South Parkway 


“EASY TO SELL 
WHEN YOU SELL 


REFRIGERATION” 


(“eens gy 


Mr. W. P. Bergman, Furniture and Appliance Buyer, of Chicago’s busy South Center Department Store 


says this prominent South Side 
merchant. 

“We had lost our radios and our 
electric appliances. We started to 
handle Coolerator in the attempt to 
keep our volume up. Since then 
Coolerator has become in- 
creasingly important to us. 

“We think that the big 
reason is that Coolerator 
actually does a better job 
of keeping foods fresh, and 
therefore Coolerator is 
easy to sell when you sell 
refrigeration—and good re- 
frigeration is of vital im- 
portance today. 

‘Another thing we dis- 
covered was that resistance 
existed mostly in the minds 
of our floor salesmen, not in 
the minds of the public. 
Correcting this condition 


was simply a matter of education. 

““We expect to do an increasing 
business every month with Cool 
erator, and we are convinced that 
refrigerator selling ‘seasons’ no long- 
er exist.” 





“You can’t expect your prospects fo think Coolerator is impor- 
tant uniess you make your display important,”” 
“* Never display less than three units—six are better if you can 


says Mr. Bergman. 


hold that many!” 


Coolerator 


WASHED AIR REFRIGERATOR 
THE COOLERATOR COMPANY, DULUTH, MINNESOTA 


Coolerator is distributed exclusively by the following firms. For particulars, write or wire the distributor in your territory. 


Alabama Appliance Co., Inc.. 
Anchor Distributing Co. 
Appliance oo sent way oat Co. 
Arnold Wholesale Corp. 
Ballou, Johnson & Nichols. . 
Ww. Bergma n Co., Inc. 
Broome Di Distributing Co.. 
Broome Distributing Co. 
Buh! Sons Company . 
Cain & Bultman, Inc. . Jacksonville 1, Fla. 
Ebner Ice & Cold Stg. Co..... .. Vincennes, Ind. 
Electrical Equipment Co............ yea Ariz. 
Farrar-Brown land 5, Me. 
Flint Distributing Co... . . Salt ‘Laie City 11, Utah 
Griffith Distributing Corp... ... Cincinnati 6, O. 
Griffith yg Corp..... Indianapolis 4, Ind. 
Holcomb Gunn, Inc. Little Rock, Ark. 
Hanoyer Ice & Coal Co., Inc.. . Lebanon, N. H. 
Otis Hidden Company " Louisville 2, Ky. 
Huntington Whol. Furn. Co.. - -Hiagatington, W. Va. 
Interstate Electric Co. . Shreve A, La. 
Jenkins Music Company. . Kansas City 6, Mo. 
Jenkins Music Company. . "Oklahoma City 2, Okla. 


. Columbus 15, O. 


Providence 2, R.1. 
Buffalo 3, N. Y. 


. Syracuse 1, N. Y. 
Detroit 31, Mich. 
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. Birmingham 3, Ala. 
. Pittsburgh 22, Pa. 


. Cleveland 1, O. 


————_ 25, N. Y. 


.St. Louis 1, Mo. 
Wichita 2, Kans. 
.Rochester 8, N. Y. 
.. Baltimore 2, Md. 
eles 54, Cal. 
oledo 2, O. 

. . Billings, Mont. 
- Duluth 8, Minn. 


. Seattle 14, Wash. 


Jenkins Music emeeee- +3 adtakiaes 
Jenkins Music a 
ae Equipment 

Lincoln Sales Corp. 
eR & Gou, h, Inc.. 

V. J. McGranahan Distr. Co.. 
Marshall-Wells Company 
Marshall-Wells Company. . 
Marshall- Wells Company 
Marshall- Wells Company. . 
Marshall- Wells Company........Spokane 2, Wash. 
Oscar Mayer & Company. .......Madison 3, Wisc. 
Mississippi Valley Furn. Co.. . Memphis 2, Tenn. 
Motorola Distributors, Inc. ......Boston 15, Mass. 
Northeastern Distributors, Inc.. a 15, wo 
*G. W. gg gg Sang. 


Roth Appliance. "Distrs., "Inc. 
Sampson -* tric Co. 
Tom Sava 


Schoellkop . Dallas 2, Texas 


Seaboard Ice Company Asbury Park, N. J. 
Southern Furniture Sales Co... . .. Knoxville, Tenn. 
Southern Furniture Sales Co... .Chattanooga, Tenn. 
Southern Radio Corporation... ..Charlotte 1, N. C. 
Southern Wholesalers, Inc... . ‘Washington 5, D.C. 
Stern & Co. (Stern Bldg.) .Hartford 1, Conn. 
Stratton-Warren Hdw. €o.. ; .Memphis 2, Tenn. 
Straus-Frank Company ...Houston 1, Texas 
Straus-Frank Company ......San Antonio 6, Texas 
Thompson & Holmes, Ltd. San Francisco 3, Cal. 
Times Appliance Company. ... New York 10, N. Y. 
R. B. Wall Company........... Wilkes-Barre, Pa. 
Walther Bros. Co. Montgomery 2, Ala. 
Walther Bros. Co.. G .New Orleans 13, La. 
J. A. White Dist. Co. . Grand Rapids 2, Mich. 
Wisconsin Ice & Coal Co.. .Milwaukee 2, Wisc. 
Wyatt-Cornick, Inc Richmond 16, Va. 
The Yancey Co., Inc. 

Zork Hardware ‘Company 


** Warehouses at Minneapolis, Minn., Davenport, Iowa 
and Sioux Falls, S. D. 
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Just “SOME SANDPAPER” 


isn’t good enough any more for homecrafters 


Tuey HAVE learned how much superior 
METALITE CLOTH (coated with aluminum 
oxide) is to old fashioned Emery. And they 
have discovered a good many forms other than 
sheets—forms that make their work a lot 
easier. People with metal working experience 
in industry know our METALITE Cloth Handy 
Rolls — those convenient narrow rolls from 
which they can tear longer strips than is possible 
from 9” x 11” sheets. 


Stock METALITE Handy Rolls if you want 
the homecrafters’ trade. Fifty yards long, }” 
to 2” wide, they are individually boxed for easy 
handling and sale. 


They know, too, how much harder, sharper and 
longer lasting GARNET is than FLINT; how 
GARNET superseded FLINT in industry over 
sixty years ago. 


For wood working, offer them GARNET; we 
have an assortment of 10 quires, 2 each of a 
good range of grit sizes, for only $7.06 net. 


For sanding wood in the white, we include 
GARNET Paper (Cabinet) in grits }, 0 and 2/0, 
which will answer most purposes. For sanding 
grooves and curved work, and for rubbing down 
between protective coats, there is GARNET 
FINISHING Paper, with the thin, flexible back- 
ing, in grits 4/0 and 6/0. 


Homecraftsmen who spend money for electric saws, lathes and other equipment 


want finishing materials that match them in quality. 


Mmmm 
coer 


BEHR- MANNING: p eee 2. ee 


NORTON 
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QUALITY COATED ABRASIVES SINCE 1872 
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2 OWEN weren’t fooling 
when we said that the DEMAND is sky- 
rocketing *way above the SUPPLY of 


*Prevents wind and draught leaking through cracks between 


window sash and frame 
EAT.- COLD” 


Our factory is on a 24-hour shift. PLEASE 
... if you want to share HEETSAVER 


Profits this season... get your order in/ 
without delay. 


60-ft. rolis list for LIF —_-150-ft. rolls list for SOF 
Available in White, Buff and Brown 


*HEETSAVER Weatherstrip TAPE proved 100% effective in preventing wind 
leakage in tests conducted by a national Testing Company. Details upon request. 


Due to the critical situation in labor and lumber, Storm Sash will not 
be available in many areas. Here's a chance to step up your sales 
of window glass by featuring 


KITS for SASHLESS STORM WINDOWS 

(OPA approved type) 
These kits contain everything a householder needs to make his 
own storm windows—HEETSAVER TAPE, holding cleats, nails and 
accurate creasing device. Enough for 12 size 30 x 40 Sashless Storm 
Windows. Tests show they are actually 334% more effective than 
regular storm sash. By pushing the KITS you sell more window 
glass, too. 


SOILICIDE LABORATORIES, monrciair, n. J 
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with its subdivisions of Electronics, Radio, etc., 
calls for reliable Post War selling policies 


IS IS THE FOURTH in a series of merchandising questions 
eae post-war planning which we are raising for the con- 
sideration of the radio dealers of America to assist them 
in their post-war planning. 


The future of the Radionic industry can be just as bril- 
liant or as black as we choose to make it! Everything 
depends on the intelligence with which you and we plan 
for the post war period. 


A good radio line deserves better from its makers than 
periodical mark-downs and yearly dumps. Yes, it’s fun to 
gamble... we all like to do it... but it’s a lot more profit- 
able in the long-run to be a smart, consistent merchandiser 
and take a full profit the year ‘round. Why live on cake 
and cream for half a year, then go on bread and water the 
other half? Why sell radio short ? 


You've all had dumps. You all know whose dumps they 
were. You've all worried about your overall profits and the 
standing of your instalment accounts when a dump struck 
the market like a cyclone! We know you don’t like dumps 
—or Zenith wouldn't have grown to leadership as it did! 


Zenith has never believed in policies that cause unex- 
pected obsolescence and year end dumps. Zenith’s long 
established selling policy is constructive, consistent, insist- 
ent on the year ‘round profit for all who handle the line. 


After the war, it is going to be all-important for you to 
deal with radio manufacturers whose production, selling, 
merchandising, and promotion policies stand the test of 
time. 


The past is the indicator of the future. Once bitten— 
twice shy! 


In your post war planning, add this check-up to the 
others Zenith has given you: 











Zuestion: 

“During the past decade, which brands of 
radios forced me to take the biggest end- 
season mark-downs, sales-pressured me into 
organized ‘dumps’, obsoleted my valuable in- 
ventory without mercy?” 


Check which: 


—_My bug-a-boo dump line 
—________More or less undependable 
Somewhat better 


—________Most stable year ‘round policy- 


protected line. 




















The answers, put down by yourself, in black and white, 
should give you plenty of information on which to plan 
your post war thinking on this one point alone! 


Zenith policy...in the past...and in the future...the 
line which maintains value and profit twelve months of the 
year. Zenith protective policies, backed by good merchan- 
dise, have inevitably brought the reward of leadership. 


ZENITH RADIO CORPORATION, CHICAGO 39, ILLINOIS 


BETTER THAN CASH 


Y y¥VU 


RADIONIC PRODUCTS EXCLUSIVELY— 
WORLD'S LEADING MANUFACTURER 
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. ...we'll take up another 
notch in our belts and 
_ hack you up 100% with 


of Everything! 
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iil === ~SCWe’re making shell cases 24 hours a day 
go _— ... because War comes First at Katzinger’s! 


Soon after the war began, Katzinger’s went “all-out” for war production. 
That's the simple explanation of why we have had nothing to offer the trade 
for months. But, as soon as war conditions permit, we'll be on hand first 
to offer you the best in kitchen tools, tinware, cutlery and other housewares. 
Meanwhile we're concentrating on the war effort to help speed that day. 


EDWARD KATZINGER COMPANY « CHICAGO, ILLINOIS 


A&J KITCHEN TOOLS ¢ EGG BEATERS ¢ CAN OPENERS e¢  STA-BRITE TABLEWARE 
EKCO, OVENEX AND PLAIN TINWARE e GENEVA FORGE CUTLERY © KATZINGER FLASHLIGHTS 
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What “flavor” will their new kitchens be? 
Certainly, homekeeping magazines are suggest- 
ing a wide choice — from the ultra-modern 
with glass-enclosed ovens and 3-minute dish- 
washers — to the homey farm-kitchen designs 
with cleverly camouflaged modern appliances. 

But you, the hardware dealer, can be certain 
of one thing — to your continual post-war 
profit: there will be a demand for those neces- 


sary and useful items of Stanley kitchen hard- 
ware to match every design. Time-tested and 
long-preferred styles or modern and “function- 
al” designs—all are on our production lists, 
ready to go when Uncle Sam gives the word! 

So, keep kitchen-minded and Stanley will be 
with you when the day of building and re-new- 
ing arrives. The Stanley Works, New Britain, 
Connecticut. 





® 








STANLEY 
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In These Days of Rationing, We're 


We all gladly accept today’s scarcity of peace-time 
products, asa means to early Victory. But when these prod- 





tion needed immediately could only be produced by 


rationing the available “Supply” of trained brains. The 


ucts are again available, your customers will naturally message below, telling millions of sportsmen how 
demand those of superior quality, the names and trade- Western met the emergency is one of the many, in full 
marks of which have been kept constantly before them. color, that are constantly at work for Western dealers. 


When war came, the enormous quantities of ammuni- 


Reaching Your 
Customers with 


UWillions 


of Messages 


A total of nearly 5,000,000 
copies of Life Magazine, 
Field and Stream and Out- 
door Life, are bringing this 
message into the homes of 
your customers. This is one 
of the many Western adver- 
tisements appearing in full 
color during 1943 in these 
and other leading publica- 
tions—constant reminders 
of the qualities that have 
made Western the World 
Champion Ammunition. 
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SUPER-X 
and 
XPERT 


SHOT SHELLS AND 
CARTRIDGES 


BUY WAR 
BONDS AND 
STAMP OUT 
THE AXIS 
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Western Cartridge Company, East Alton, Illinois. 


CHEMISTS...METALLORGiSzs 


ENGINEERS... SKILLED WORKMEN 
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ROBERTSHAW 
BROADCASTS AID 
FOOD AND FUEL 
CONSERVATION 


COAST-T0-COAST 
~~ ee «RADIO PROGRAMS 
= Ae «FEATURE CORRECT 

<P um =O OF ‘OVEN 
game = HEAT CONTROLS 



















Women’s Interest Programs on 
Leading Radio Stations 
Carry Robertshaw Messages 
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MILLIONS OF HOMEMAKERS LEARNING 
ADVANTAGES OF ROBERTSHAW OVEN HEAT 
CONTROLS—SALES ADVANTAGE SEEN 
WHEN RANGES AGAIN AVAILABLE 




































TUNE IN THE ROBERTSHAW BROADCASTS OVER THESE STATIONS: 

















METROPOLITAN % BROADCAST 
MARKET RADIO STATION RADIO PROGRAM SCHEDULE 
NEW YORK WOR Martha Deane Mon. thru Fri. j 
CHICAGO WGN June Baker—"’Home Management” Mon. thru Sat. 
Galen Drake—"Housewives’ Protective League” Mon. thru Fri. { 
oe _— Combined with “Sunrise Salute” Mon. thru Sat. 
PHILADELPHIA WCAU Ruth Chilton—"For Women Only” Mon. thru Fri. 
BOSTON AND New England Network 1 
NEW ENGLAND WBZ—Boston, Mass. WCSH—Portland, Me. q “Mariorie Mills” _ o- oe —_ 
MARKET arjorie Mills 0 alternate wi A 
WTIC—Hartford, Conn. WLBZ—Bangor, Me. “Yankee Kitchen” f 
WJAR—Providence, R. 1. WBZA—Springfield, Mass. 
Yankee Network 7 
WNAC—Boston WEAN—Providence 
WAAB—Worcester WTHT—Hartford sifaatian tttelaet an Two days per week 
WLLH—Lowell—Lawrence WATR—Waterbury 4 pot avdiee to alternate with 
WHYN—Holyoke—Springfield WICC—Bridgeport “Marjorie Mills” 
WFEA—Manchester, N. H. WSAR—Fall River 
WCOU—Lewiston—Auburn, Me. J 
DETROIT wae “Mrs. Page’s Household Economies” Mon., Tues., Thurs., Sat. 
PITTSBURGH KDKA Evelyn Gardiner—"'Home Forum” Mon. thru Fri. 
] 
—— KQw Galen Drake—"Housewives’ Protective League” Mon. thru Fri. 
ST. LOUIS KMOX Jane Porter—The Magic Kitchen” Mon. thru Sat. 
CLEVELAND WTAM Jane Weaver—"Woman’s Club of the Air” Mon. thru Fri. 
BALTIMORE WBAL Mollie Martin Mon. thru Fri. 
MINNEAPOLIS— ” ” h 
ST. PAUL KSTP Bea Baxter “Household Forum Mon. thru Fri. 
WASHINGTON, D.C. wre Mary Mason—"Home Forum” Mon. thru Fri, 
BUFFALO—NIAGARA WBEN “The Food Magician” (O. P. Stearns) Mon. thru Fri. 
CINCINNATI WwLw Ruth Lyons—"Consumers’ Foundation” Mon. thru Sat. 
INDIANAPOLIS WIRE Richard Stone Mon. thru Sat. 
ROCHESTER WHAM Hazel Cowles—""Women Only” Mon. thru Fri, 
on DENVER KOA Lora Price—Home Forum” Mon. thru Fri. 
SCHENECTADY WwGY Betty Lennox—"Household Chats” Mon. thru Fri. 
KANSAS CITY KMBC Caroline Ellis—The Happy Home” Tues., Thurs., Sat. 


Through the above outstanding women’s interest programs on prominent 
radio stations, Robertshaw is urging millions of homemakers to demand 
Robertshaw Oven Heat Controls when new ranges are again available. 


COMPANY youncwoop, PA. 
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Public demand is the driving gear that keeps the 
machinery of business humming. During the nec- 
essary period of scarcity of civilian products, Savage 
advertising nevertheless keeps the force of public 4 
demand active. When the time comes to resume 
full-scale civilian production, you can be sure of a 
ready market and quick turnover for well-known 
SAVAGE, STEVENS, and FOX Sporting Arms. 


Savage Arms Corporation + Utica, N.Y. ‘ 


a’ 


SAVAGE © STEVENS ¢ FOX 
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7] lelbourne, Bombay, Buenos Aires and 
‘many other well-known distant cities 
have long been’ important ports of call 
for Myers pumps and water systems. 
Quality, reliability and salability have 
made the Myers name and trademark 
famous around the world. It pays to 
sell a product that everyone knows. 


Myers products in increasing quanti- 

fies are available for essential farm 

installations. 

THE F. E. MYERS & BRO. co. 
Ashland, Ohio 


PUMPS © WATER SYSTEMS 
SPRAYERS © HAY TOOLS 
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The man who can still 
get Taylor Instruments! 
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ON WARSHIPS...AND MERCHANT VESSELS... 
WITH THE ARMY ENGINEERS...IN HOSPITALS... 
IN ARTILLERY FIRING...IN CHEMICAL WARFARE 
» ++ IN AERIAL PHOTOGRAPHY... IN TESTING 
AIRPLANE MOTORS...AND IN WAR INDUSTRY. 











*% KEEP ON BUYING U. 5S. WAR BONDS AND STAMPS x 
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LET'S STOCK THESE 
NATIONALLY ADVERTISED 
DUST-STOP* AIR FILTERS 


RIGHT / THEY HELP 
SAVE FUEL, AND THEY 
OFFER A GOOD PROFIT 





Hardware buyers... 


don’t overlook this important sales booster! 


If you have been looking around (and who hasn’t?) for an item 
which has been sold successfully in hardware stores . . . and one 
which is now available, here’s your product. 


It’s name is Dust-Stop . . . the Fiberglas* Air Filter. Most 
forced-warm-air furnaces in your community need several filters 
replaced at least once a year. Why? Because Dust-Stops filter 
out most dust and dirt from circulated air . . . in time they be- 
come clogged up with the dirt they stop—then they must be 
replaced to help keep furnaces operating at top efficiency—to 
save fuel. 

And, that’s where you come in. You let your customers know 
that you carry Dust-Stops and naturally you get this profitable 
business. 


Right now is the time to order 
A big national advertising campaign on Dust-Stops is now 


under way. It runs all through the best filter-selling season in 
The Saturday Evening Post, Life, Better Homes & Gardens, House 


FIBERGLAS’ BUG (i 








Beautiful, and American Home. 


But that’s not all. Dust-Stops also offer you a complete retail 
selling plan. You get free dealer helps . . . mailing pieces, dis- 
play materials, newspaper ad mats—everything to help you 
build up a really worthwhile Dust-Stop filter business. 


Write today, without delay, for complete information, to Air 
Filter Division, Owens-Corning Fiberglas Corporation, Toledo, 
Ohio. In Canada, Fiberglas Canada, Lid., Oshawa, Ontario. 


These are Dust-Stop Air Filters. 
Most forced-warm-air furnaces 
have an average of three of them 
...and they need to be changed at 
least once every year. They clean 
the air before it circulates through 
the house. 





a)” AIR FILTERS 
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IN HANDSAWS THERE IS NO SUBSTITUTE FOR 


@ When a man's livelihood depends 
on the skill with which he uses a hand 
tool, he naturally insists on one that 
complements his skill. That explains the 
Nation-wide popularity of Atkins Hand- 
saws among carpenters, mechanics and 
other users. They know that in hand- 
saws, there is no substitute for Atkins 
quality. There is no alternative to Atkins 
Silver Steel, expertly tempered to assure 
keen edge-holding teeth ... to Atkins 
accurate taper grinding for rapid, 
effortless cutting ...to skilled smithing 
and a true running blade. 

In accordance with WPB rulings 
standardizing hardware items in the saw 
industry, it has been necessary for Atkins 
to confine production to standard items 
for the duration. A list of the saws we 
are permitted to make has been pre- 
pared. Write today for this list. 


E. C. ATKINS AND COMPANY 
410 S. Illinois St., Indianapolis, Ind. 
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APPROVED ‘’GLASS-LINED’“’ 


: ) 
f fignarch. 
A " rANGES 





MALLEABLE 
COAL-WOOD RANGE 
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* “VITRIFUSED”’ Class- 
Lined Flues 

* Four-wall Body Construction 

* Duplex Draft Control 

* Durable Malleable Cooking Top 
with Mirco “Gun Metal” Finish 

* Full PORCELAIN ENAMEL Finish 





, 


qui consumer announcement is 


appearing in leading farm 
papers and magazines and describes 
the special MONARCH coal-wood 
range as approved and authorized by 
the government for limited production. 
It has MONARCH’S basic features of 
construction and operation. It can be 


depended upon to measure up to 


asin onée't ode — famous for : , 
eg oem Kitchen. Ss GENERATIONS MONARCH quality. Write for dealer 
: information and prices while stock is 


See your Monarch dealer or write direct to the factory available 


MALLEABLE IRON RANGE CO. 
Beaver Dam, Wis. 


BUY WAR BONDS 
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This government-approved Monarch 
Range is quality built. It has the 
basic features of Moncrch construc- 
tion and will give dependable, eco- 
nomical service, as well as make a 



















* * * * * * * * * * . * 


Builders’ hardware that is playing an 
important role in the nation’s service! 


Back in the prewar days National 








Hardware was built with such 


et ae Som ee 


caré and precision that it became s 

the favorite of architects, builders Tt i T} i li i i i ‘ 4 ; 
and contractors everywhere. When : , 
the national emergency came, our S fot Boe s 


well-equipped plant and experi- lam ieee BUILDERS’ 
HARDWARI 





enced personnel were ready to 


carry on in the fabricating of de- ae t — 


“in" <a 


pendable hardware products. A ie, ars rr = _— 
Sead LD ls _ 
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National Ur. aaa 


Quality is still the standard here hb + ae 








at National, and we look forward 
to the postwar era when the 
present extensive line of National 
Hardware will have many new 
worthy additions, designed and 
built to adequately meet the build- 


ing conditions of the future. 


Dealers who keep alive the trade 


interest in available and future 


hardware products will hold pri- 4 noe zi8g 
ority on the bulk of postwar con- Bok 
struction work, which, from all On 


present indications, will be most 














active and prosperous for many 


years to come. tee ee ee SE a seem | EEE SSeS ESSE SE SS Set oR. 





You can still supply your trade on essential construction jobs carrying priority ratings. There is a long list of Government- 
approved products we are permitted to manufacture for civilian use. Write for it, without entailing any obligation. 


NATIONAL MANUFACTURING COMPANY fries 
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Tho WIRE’S fighting uses 


continue argent ce 


the need for 


FARM FENCING 
is 
becoming more 
fully realized! 


Idle SCRAP IRON 
still lying on farms 
is holding back war 
production. Urge 
farmers to sell every 
pound—NOW! 


aia ok 


Launching landing barges for the attack on Altu... Press Assn. Photo. 


Food is a weapon—just as surely as ships, 
guns, bombs and shells. And to produce it 
adequately demands essential tools, including 
fence. In fact, farm labor shortages have 
aroused a country-wide plea for ‘‘more fence” 
to help meet food production quotas. 


Fortunately, this plea is now being heard and its seriousness realized. 
The Government is now releasing additional steel for the production 
of more fence, barbed wire and steel posts. 


Keystone, therefore, is increasing shipments considerably during 
the current season. The range of heights and weights, however, is 
still limited. The extra heavy protective coating formerly carried 
by Red Brand is restricted, too, because of the continued shortage 
of zinc. That’s why the Keystone fence now being distributed does 
not have the familiar red top-wire. 


KEYSTONE STEEL & WIRE CO., PEORIA, ILL. 


Because of 54 Years Satisfaction . . . Fence Users Will Continue to... 
“‘Look for the Top Wire Painted RED”’ 


| RED BRAND FENCE 72°20 
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Our Postw 
,.. say 


‘We are going to give our dealers NOW — the best home 
water system we know how to make. We have not, and 
will not, ask them to sell anything less than our best — 
just because the public need is great. 

“We will go into production on our postwar home water 
system now. We will place as many of them in the hands 
of our dealers as we possibly can—as quickly as we can. 

“The best service we can render our dealers is to give 


them a good product to sell.” 


(Signed) Rosert H. Morse, Jr. 
GENERAL SALES MANAGER 


*This new home water system is of an unusual and widely adaptable 
design. While it has far fewer parts and uses a minimum of scarce 
materials, it represents no compromise with quality. It is truly a post- 
war design which will remain the same even when material short- 
ages no longer need be considered. Dealers write for full information. 


FAIRBANKS - MORSE i 


Home Water Systems « “Z’’ Engines * Hammer Mills + Windmills * and other Farm Equipment 
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Under present conditions ... 
and because of the increased 


demand for these Federal items 
that protect and conserve food 
e+. our service is necessarily 
limited both as to available 
merchandise and to deliveries. 
However, we will continue to 

do our best to meet your re- 
quirements as fully as possible. 
We regret that we cannot accept 
new accounts. 








IM SORRY MADAM, BUT 
WERE TEMPORARILY OUT 
OF WHITNEY HAMPERS 











We're surry too, Madam. We know 
that every advertisement we run in national magazines 
makes you want a Whitney Hamper more than ever . . 
that’s only natural. There's no better hamper made than a 
Whitney. But, during these times when it is impossible to 
supply dealers with enough Whitney Hampers,we feel that 
our national advertising, to keep you wanting Whitney 
Hampers, is the least we can do for our dealers. 






STILL ADVERTISED IN 
AMERICAN HOME AND 
HOUSE BEAUTIFUL 








To keep Whitney the fore- 
most name in Hampers. 


Whitney 


BEST KNOWN IN THE PAST... BEST KNOWN IN THE FUTURE 
F. A. WHITNEY CARRIAGE CO, * LEOMINSTER, MASS, 
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No. 430 DRIPLESS SERVER 
iY%_ qt. capacity . . . holds point-saving 46 
oz. can of fruit juice. Fits in refrigerator; 
keeps juice better, longer . . . no contami- 
nation . . . no refrigerator odor . . . no 
drip, spill, waste. Always ready to serve. 
Easy to clean. Has tenite plastic top and 
slide in choice of colors; clear-glass con- 


tainer. Retails at 75¢. 





No. 455 
CONDIMENT JAR 


Handy, sanitary serving jar for jellies, jams, 
condiments, etc. Two-piece hinged top pro- 
tects contents; spoon is shaped for easy use. 
Top and spoon are red plastic; 6-oz. con- 
tainer is clear glass, 4'' high. Retails af 20¢. 





No. 429 NO-DRIP SERVER 


As smart as it is practical for serving 
cream, condiments, etc. An ideal refrig- 
ferator container . . . avoids contamination 


and odor. Easy to clean. Has Tenite 
plastic top and slide in choice of colors; 


clear-glass jar is 7-oz. size. Retails at 25¢. 





No. 456 SHAKERS 


Note sanitary "'side-flow'’ pour- 
ing holes in shaker tops to 
keep dust and grease from 
settling down and into con- 
tents. Tops are red Tenite 
plastic, embossed ‘'S" and 
‘P"; 7-oz. containers = 
clear- glass. Shakers retail at 
10¢ each. 


SEE YOUR JOBBER ... 


(All retail prices as listed above are suggested retail prices; they may be 
slightly higher west of Mississippi.) 


NEW YORK OFFICE—200 FIFTH AVENUE 
WESTERN OFFICE—TERMINAL SALES BLDG., SEATTLE, WASHINGTON 


FEDERAL TOOL CORP. 


400 WN. LEAVITT ST., CHICAGO, ILLINOIS 
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@ Remember the first radios every home had shortly after the close of 
the first World War? Little more than amazing toys then, they are far 
Been, ee cries from the radio equipmeat that is now helping us win this war. 

Power Mower Jacobsen is proudly building part of that radio and communication 
equipment now. 

Jacobsen air-cooled lightweight engines are now doing their stuff 
with our boys overseas as power units for radio communication. 

Today, from coast to coast, Jacobsen mowers powered with 
Jacobsen engines are proving their worth in giving wartime service 
...Saving time, labor and money, keeping lawns well trimmed for 
homes, parks, cemeteries, golf courses and airports. 

When the peace is finally won and our job is finished we will then 
be ready to help you supply the demand for Jacobsen hand and power 
mowers and water systems, and we'll be ready to serve you with ex- 
panded production facilities and new experience. 

JACOBSEN WATER SYSTEMS—Jacobsen Deep and Shallow Well 


Water Systems will also be in big demand when peace comes, and we 
will be ready with a new, outstanding line. 


Jacobsen 
All-Steel 
Hand Mower 


acobsen 


MANUFACTURING CO. 








is WASHINGTON STREET + RACINE, WISCONSIN 
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Carpenter, joiner & cabinet maker — 


Electrician, plumber, woodworking fan 
ALL PREFER 


a. 






for war needs now 
for peace needs later 
recommend and 


SELL THE GENUINE 


with the full name 
“Russell Jennings” 
always on the shank. 


THE RUSSELL JENNINGS MFG. CO. 
CHESTER, CONN., U.S. A. 
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IMPORTANT TO SELLER ~¢ BUYER 


SHOCK 
BAND 


Steel re-enforcement 
which substantially 


The features embodied in 
“Ames” shovels are import- 
ant to the Seller of these 
pioneer shovels, because 


ELECTRIC 
WELDING 


Unbreakable weld— 


they are the “selling points”. 
They are of equal importance 
to the Buyer, because they 
give to these famous shovels, 
greater strength, longer 
wear and a finer appearance. 
Also important to remember 

. every feature originated 
and developed by “Ames”! 


increases handle comateey fuses 


straps to blade. 
(Plain Back Type) 


DIE PRESSED 
LABELS 


Die pressed into wood 
in colors. Can't 
come off or become 
mutilated. 


HANDLE 


Steel armor encases 
wooden fork. Adds 
strength, increases 
wear and eliminates 
slivers. 


C AMES 


») 
¢ 1774 +» 


AMES BALDWIN WYOMING CO. 


PARKERSBURG, W. VA. NORTH EASTON, MASS. 
. Scoops ... Forké s Rakes 


RAM 
TAPER ROLL 


Blade Taper Rolled— 
produces greater 
strength and 
toughness. 
(Taper Rolled 
Type) 


RIVETLESS < 


SOCKET 


Smooth socket— 
stronger handle— 
no rivets. 
(Hollow Back and 
Taper Rolled Types) 





Shovels . . Spades . Hoes. . 


‘41% PROFIT MARGIN... 
with Nw TAPERLITE Streamlined Assortment 





Candles are a big new hardware-store item— 
especially during these times of war shortages! 
For a quick and continuous response—for real 
profits, order your striking new counter display 
of Will & Baumer Taperlites. 


Taperlites are the only popular-priced hand- 
dipped candles with the new Firmfit End that 
prevents tipping and dripping . . . and they’re 
made with all the style and fine craftsman- 
ship that are Will & Baumer standards. War- 
time uses and emergencies make fast-selling 
Taperlites a must on your counter. 


evens This Handsome Counter Display Stand 
. with your order for the new introductory ‘‘ Assortment 1,000" containing: 
8 doz. 10” Taperlites to retail at 15¢ a pair Standard Color Arrangement—2 doz. 
8 doz. 15” Taperlites to retail at 20c a pair doz. Old Ivory; 1 doz. Blue; 1 doz. Red; 
TOTAL RETAIL VALUE Foliage Green; 1 doz. Yellow. 
COST TO DEALER Other colors available if desired: Cream, Pink, 
DEALER'S PROFIT Peach, Dark Blue, Apple Green, Sunshine Yellow. 
Display Dimensions: Length 24”, width 17”, height 6”. Six compartments hold four each of 10” and 15” sizes. 
To Insure Delivery for Fall Requirements Place Your Order Right Away 


ORDER Your Introductory Assortment from Your Wholesaler TODAY | 
If He Can't Supply You, Mail Your Check for $10.00 Direct 


WILL & BAUMER CANDLE CO., INC, Estoblished 1855 


Fancy Candle Sales Office: 15 East 32nd St., New York, N. Y. Factory and General Offices: Syracuse, N. Y. 


White; 2 
1 doz. 


eG OI Rpt mc treet: ern epee OE Hina 
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WITH THESE 2 NATIONALLY 
KNOWN BRANDS MEETING 
EVERY DEMAND FOR... 
QUALITY... CONSTRUCTION 
... PRICE 











TOOL 


An 
‘3 / 7 


A NATIONAL ORGANIZATION SPECIALIZING EXCLUSIVE 
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Samples Showing How Paint Is Used Increase Paint Sales 


Hardware Age Christmas Merchandising Plans 


A 16-page, two-color section containing Christmas ideas on 
window displays, interior displays, display fixtures and adver- 
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Acco and Campbell Cotter Pins 





Acco and Campbell Cotter Pins are doing a 
first-rate job for many essential industries. 
We draw our own wire for these good 
cotter pins to assure uniformity. Their 
shanks are parallel—and they close all 
the way to the shoulder. Users sometimes 
say a blind man could insert these pins. 


Other good features: easy, positive lock- 


ing—quick removal—cleaned by tumbling 
—packed in substantial boxes with clear, 
legible labels and numbers. 


In addition to regular materials, Acco 
cotter pins are available in Monel, stain- 
less steel, brass and bronze. Steel cotter 
pins may be had in electro-galvanized, 
cadmium plated and coppered finishes. 


AMERICAN CHAIN DIVISION 


York, Pa., Boston, Chicago, Denver, Detroit, Los Angeles, New York, Philadelphia, Pittsburgh, San Francisco, Portland 


AMERICAN CHAIN & CABLE COMPANY, Inc. 


BRIDGEPORT * CONNECTICUT 





ESSENTIAL PRODUCTS... . TRU-LAY Aircraft, Automotive, and Industrial Controls, TRU-LOC Aircraft Terminals, AMERICAN CABLE Wire Rope, 
. TRU-STOP Brakes, AMERICAN Chain, WEED Tire Chains, ACCO Malleable Castings, CAMPBELL Cutting Machines, FORD Hoists, Trolleys, 
HAZARD Wire Rope, Yacht Rigging, MANLEY Auto Service Equipment, OWEN Springs, PAGE Fence, Shaped Wire, Welding Wire, 
READING-PRATT & CADY Valves, READING Electric Steel Castings, WRIGHT Hoists, Cranes, Presses... In Business for Your Safety 
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All Hardware Salesmen Working on C Jommission 
or Bonus Plans:—Your Income Is Threatened! 


Every man and woman employed in the 
hardware industry whose compensation is 
based on commissions or includes a bonus ar- 
rangement should read this editorial very care- 
fully and then get busy in self-defense. This 
includes sellers engaged in retailing, whole- 
saling and manufacturing, all of whom face a 
new income stabilization threat that literally 
would take “the cent out of incentive.” The 
problem is equally as pressing to their em- 
ployers. 

Your Federal Government has under con- 
sideration a new ruling which would freeze 
1943 total compensation, derived in part or 
whole from commissions, at 1942 or 1941 dol- 
lar levels. If this ruling goes through no one 
would be permitted to receive or pay a com- 
mission compensation for 1943 that is greater 
than that received by or paid to the same indi- 
vidual in 1942 or 1941, according to the base 
year selected by the Government. 

This proposed penalty on successful past 
performances is tagged as a phase of the stab- 
ilization program to curb inflation by restrict- 
ing buying power. Unless a very articulate 
and numerically impressive protest is heard 
from those affected, this ruling may go through 





at an early date. Its vicious possibilities will 
be readily appreciated both by those who pay 
and those who are paid commissions. 
Proponents of this measure emphasize that 
percentage rates of commission remain un- 
changed, as only the total number of dollars is 


to be frozen. But such an argument is ex- 
tremely misleading, as the net result is the 
same as a lower percentage basis. For example, 
a salesman is working on a 10 per cent commis- 
sion rate, and through harder and more intelli- 
gent work, longer hours, etc., increases his total 
sales volume 25 per cent. Under this so-called 
stabilization restriction, his net return would 
be reduced from 10 per cent to a 71 per cent 
rate. In other words, for doing a 25 per cent 
better job he earns a 25 per cent less rate of 
commission. 

Worse than that is the fact that commissions. 
or bonus adjustments, are usually paid as 
earned, on a weekly, monthly or quarterly 
basis. In most cases the money earned and 
received in good faith has already been spent 
or invested in Government bonds. Thus, a 
salesman who is “unfortunate” enough to be 
25 per cent ahead of last year by October 1] 
will either have to take a three months’ vaca- 
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tion at his own expense or work during the last 
quarter without pay. If he is doubly “unfortu- 
nate” and has increased his business 50 per 
cent he will have to do either of these two 
things and also pay back a full three months’ 
earnings to his employer. 

Another angle to recognize is the perfectly 
human impulse of commission men to “lay 
down” coldly on their jobs after they have 
earned their year’s quota. Too many would 
unquestionably do this and it would tend to 
throttle, if not strangle, distribution in this 
country. For this reason, the many not directly 
affected by the proposed ruling also have a 
stake because of its indirect effect on their own 
method of earning a living. 

As an estimated 80 per cent of all merchan- 
dising and service transactions are stimulated 
by commission or bonus adjustments arrange- 
ment, the scope of this new stabilization pro- 
posal is very far-reaching. It would be a par- 
ticularly severe blow to a majority of hardware 
salesmen whose opportunities have been al- 
ready restricted by lack of available merchan- 
dise, especially now that we are on the thresh- 
old of releasing more and more materials for 
essential civilian economy production. 

If the men and women of the hardware in- 
dustry oppose this latest threat to their welfare, 
and they certainly should, they will have to act 
quickly by protesting immediately and strongly 
to their CONGRESSMEN. Send Hardware 
Age a copy of your protest and urge others to 
do the same. 

ints 


The Organized Fight 
Against the Co-ops:— 


In our preceding issue we mentioned briefly 
a Chicago conference to consider an organized 
fight against unfair advantages enjoyed by 
Consumer Cooperatives in their competition 
with full tax-paying independent hardware 
merchants and other distributors. This move- 
ment started as “The League for Protection of 
Private Enterprise” but is now operating as the 
“Central Coordinating Group, Ine.,” with 
offices in the Continental Bank Bldg., Chicago, 
Ill. The organization aims to represent a wide 
variety of business interests which are feeling 
the competition of the “Co-ops.” This includes 
not only hardware, furniture, clothing, meat 
and such distributors, but also the grain, lum- 
ber, oil, coal, livestock, stock feeds, interests, 


etc. These, and other trade groups, were rep- 
resented in the two or three preliminary meet- 
ings that have been held. 

The program of this new body is both am- 
bitious and interesting. Former Representative 
John W. Boehne of Indiana is mentioned as 
probable Washington representative, and on 
him would presumably fall a great part of the 
active campaign to gain legislative relief from 
Congress. 

First on the program is an effort to “equal- 
ize tax laws between ‘Co-ops’ and private en- 
terprise,” specifically to place a tax on the 
presently tax-exempted rebates or patronage 
dividends enjoyed by “Co-op” members. If 
successful, this tax levy alone might easily 
offset the obvious largest economic advantage 
enjoyed by these competitors. Another early 
effort will be to obtain for private enterprise 
some share of the public business now going 
to the “Co-ops.” 

Later, the Central Coordinating Group, Inc. 
might very properly be expected to explore the 
possibility of invoking the Robinson-Patman 
Law, either as is or amended, to curb “Co-op” 
rebates as that particular legislation broadly 
prohibits rebates and all other forms of price 
discrimination, yet does specifically provide 
certain exemptions for the cooperatives. 

As yet, no official announcement has been 
issued indicating the precise membership of 
operating personnel of this new organization 
nor do we, at this time, know whether organ- 
ized hardware wholesalers and retailers plan 
to affiliate. Presumably, the wholesale and 
retail hardware associations will investigate 
this new body, its background, functions, spon- 


sors, etc., and then act accordingly. This much 


is certain—the proposed program will interest 
thousands of retail hardware dealers and many 
wholesalers, particularly in those areas where 
the “Co-op” growth has been rapid. 

ee 


Orchids with Onions from the 
Co-ops:— 


An interesting sidelight on this “Co-op” 
fight is found in a current bulletin from the 
Co-op League News Service which starts off its 
report on the Central Coordinating Group, Inc., 
with the following observation: 

“A small group of trade association 
men, self-appointed prophets of profit 
business, are organizing to fight the co- 
operatives.” 
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“Here are the figures, Jim... 
Assets up 121% in 18 months.” 
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HARDWARE MFG. CO. 
Division of Independent Lock Co. 
FITCHBURG, MASSACHUSETTS 
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“I know this dealer well. A couple of years ago 
he was a salesman in a Southern city of less than 
20,000. He picked Builders’ Hardware as the 
profit line when he went into business for himself. 

‘‘The combination of hard work, faith in the 
line, and the valuable Lockwood Franchise plan 
has shown good results in the first year and a 
half. Remember, this dealer is in a small city. 
His original capital was $3,000. He drew out a 
good salary. And his Builders’ Hardware sales 
and profits have increased his assets to $6,634 
after deducting all charges.” 


* * * 


Not all Builders’ Hardware departments can 
show a profit in these days of priorities and re- 
stricted building. But, every hardware merchant 
can plan now to be ready for the big building 
surge right after the war. 

Being ready means having the Lockwood 
Franchise, and the competitive sales and service 
advantages that come with it — including the 
opportunity to work right now with the archi- 
tects in your territory who are planning and 
specifying on jobs to be started the day follow- 
ing V-Day. 

Builders’ Hardware has always been the 
foundation of ,a good hardware business. 
And, the Lockwood Franchise enables you 
to develop this great asset through the help 
of a famous name, stocks.balanced accord- 
ing to demand, efficient storage and display 
methods, a simplified, proved record sys- 
tem, and an aggressive ‘‘big-job’’ sales 
follow-up. 

To take your first step toward service 
and profits — write us today. 


WAR JOBS COME FIRST... 


but this constructive planning for post-war 
service to country, community and self, will 
take little time from your important war- 
time job as a home-front soldier of supply. 
Winning the war comes first with you, and 
with war-busy Lockwood workers. Next 
comes spare-time post-war planning. I 


















Government Surplus Goods Offered 
for Sale by U.S. Treasury 


Invitations to bid are available on hardware, tools 
etc., from surplus stocks of various government units, » 
agencies and departments. Whom to write in order io 

receive bid invitations as they are issued. 


Ve many items 


running low because of war-time 
conditions, it might prove profit- 
able for hardware distributors to 
investigate the possibilities of ob- 
taining surplus government prop- 
erty, according to officials of the 
Treasury Procurement Division. 
The Division and its regional 
offices are constantly making avail- 
able millions of dollars of usable 
surplus articles. These articles are 


sold by competitive bids, and 
prices are in accord with OPA 
ceilings. 

The Procurement Division is 
anxious to make its wares known 
to all interested parties and hard- 
ware distributors who might bene- 
fit by such sales would do well to 
communicate with the regional 
office in their district. These 
offices and their directors are 
listed in the accompanying chart. 
Those wishing to receive invita- 
tions to bid on surplus goods 


should write to the offices for the 
various regions requesting that 
their names be placed on mailing 
lists to receive information as to 
what goods are being offered. In- 
vitations to bid indicate data as to 
size, quantity offered, condition. 
etc. 

The regional offices inform in- 
terested parties of goods that are 
available and when they will be 
placed on sale. The range of sur- 
plus properties is very wide. Some 
of the items pointed out to Harp- 





FEDERAL PROPERTY UTILIZATION BRANCH 
Regione! and District Property Offices 
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Map showing U. S. Treasury Procurement Division regions and offices. 
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WARE AGE include tools, automo- 
tive equipment, sewing machines, 
crockery and many others. 

For example, the liquidation of 
the property of the National Youth 
Administration, which is being 
carried on at present, should prove 
of some interest to the trade. In- 
ventories of this $75,000,000 pile 
have not been completed. The 
equipment will include articles 
taken from various kinds of estab- 
lishments, such as welding shops, 
auto repair shops, machine shops, 
sewing projects, aviation mechanic 
shops, radio shops, drafting and 
map-making shops, foundries and 
sheet metal projects, including air- 
craft sheet metal. 

Some of this property might al- 
ready be available to the public 
if Congress had not set up specific 
controls when it put NYA out of 
business on July 1. Ordinarily, if 
no government agency wants prop- 
erty which has been repaired and 
cataloged by Treasury Procure- 
ment it is then offered to the 
public. 

In the case of NYA, Congress 
specified that educational and 
vocational institutions which were 
operating as of June 30, 1943, 
could go on using the equipment, 
without charge, for the duration 
and six months. Then the other 
government bureaus would have 
their innings. It was then to be 
offered to non-federal educational 
institutions which were not oper- 
ating on June 30 on the same 
conditions. These institutions have 
until October 12 to request this 
material, after which date an in- 
ventory will be made and the re- 
mainder offered to the public. 

Treasury Procurement officials 
say that it is unlikely that any will 
be available before November 1. 
HarpwarE AGE will endeavor to 
publish lists of available items of 
interest to the trade, but it would 
be advantageous for interested 
parties to get in touch with their 
regional office. 

An executive order of the Presi- 
dent sets up Procurement as the 
agency to dispose of surplus prop- 
erties. This is carried out at pres- 
ent in conjunction with the Bureau 
of the Budget and WPB. Post- 
war government surpluses will also 
be handled by this agency, pro- 
vided Congress does not designate 
this power elsewhere. 
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U. S. Treasury Department 
Procurement Division 
List of Regional Offices 
REGIONAL OFFICE 


REGIONS 


REGION I 


Connecticut, Maine, Massa- 
chusetts, New Hampshire, 
Rhode Island, Vermont 


REGION II 


Pennsylvania, New Jersey, 
New York 


REGION I 


District of Calumbia, Dela- 
ware, Maryland, N. Caro- 
lina, Virginia 


REGION IV 


Indiana, Kentucky, Ohio, 
West Virginia 


REGION V 


Illinois, Michigan, Minne- 
sota, North Dakota, South 
Dakota, Wisconsin. 


REGION VI 


Alabama, Florida, Georgia, 
Mississippi. So. Carolina, 
Tennessee 


REGION VII 


Arkansas, Louisiana, Okla- 
homa, Texas 


REGION VIII 

Iowa, Kansas, Missouri, 
Nebraska 

REGION IX 

Colorado, New Mexico, 


Utah, Wyoming 


REGION X 


Arizona, California, 


Nevada 


REGION XI 


Idaho, Oregon, Montana, 
Washington 





D. A. Mackay. Regional Director. 

U. S. Treasury Department. 

Park Square Building, Boston 16, 
Mass. 

Phone: Hubbard 2870. 


F. S. Albrecht, Regional Procurement 
Officer. 

U. S. Treasury Department. 

76 Ninth Ave., New York 11, N. Y. 

Phone: Chelsea 3-8950. 


John D. Fox, Regional Property 
Officer. 

U. S. Treasury Department. 

1229 20th St., N. W., Washington 25, 
D. C. 

Phone: Executive 6400—Exts. 5025 
and 5026. 


J. H. Little, Acting Regional Officer. 

U. S. Treasury Department. 

235 West 12th St., Cincinnati 10, 
Ohio. 

Phone: Main 4040. 


R. F. Going, Regional Procurement 
Officer. 

U. S. Treasury Department. 

222 West North Bank Drive, Chicago. 
Ill. 

Phone: Delaware 8300. 


John D. Tompkins, Regional Procure- 
ment Officer. 

U. S. Treasury Department. 

10 Forsyth Street Bldg., Atlanta 3, 
G 


a. 
Phone: Walnut 5081. 


Hamilton Morton, Regional Procure- 
ment Officer. 

U. S. Treasury Department. 

609 Neil P. Anderson Bldg., Fort 
Worth 2, Tex. + 

Phone: 2-3236. 


W. B. Edgar, Regional Procurement 
Officer. 

U. S. Treasury Department. 

6th Fl., Porter Bldg., Kansas City 2, 
Mo. 

Phone: Westport 4903. 


Alden W. Pool, Regional Procure- 
ment Officer. 

U. S. Treasury Department. 

1630 Wazee St., Denver 2, Colo. 

Phone: Keystone 4151 


Thos. C. Stephens, Regional Pro- 
curement Officer. 

U. S. Treasury Department. 

335 Fell St., San Francisco, Cal. 

Phone: Underhill 1922. 


Charles H. Peterson, Regional Prop- 
erty Officer. 

U. S. Treasury Department. 

1623 W. Thurman St., Seattle 99, 
Wash. 

Phone: Alder 1580. 
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‘Siwy Masel Binds 
Hardware Golf Assn. 


W. L. Cormany, Wyeth Hardware & Supply Co., 
Championship Flight 
Tournament at Elms Hotel, Excelsior Springs, 


Donate $1000 to USO and 


wins 


Mo., Sept. 23-25. 
$200 to Red Cross. 


More than 200 manufacturers, | years: Ed. Anderson, Knapp & 
wholesalers and their representa- 
tives registered for the 18th an- 
nual meeting of the Hardware 
Colf Association held at the Elms 
Springs, 


Hotel, Mo., 


Excelsior 





HENRY HOEYNCK 


Sept. 23 to 25 inclusive, with the 
weather man providing three ex- 
ceptionally fine days for the 
golfers. W. W. Withington, 
American Fork & Hoe Co., Cleve- 
land, Ohio, retiring president of 
the association, who was not able 
to attend the meeting, was suc- 
ceeded by Henry Hoeynck, Shap- 
leigh Hardware Co., St. Louis, 
Mo. Mr. Hoeynck was succeeded 
as vice-president by E. P. Alte- 
meier, National Enameling & 
Stamping Co., Milwaukee, Wis. 
A. J. Eggleston, Richards-Wilcox 
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More than 200 attend. 


Spencer Co., Sioux City, Iowa; 
A. F. Larson, Larson Hardware 
Co., Sioux Falls, S. D.; Walter 
Tripp, Hendrie & Bolthoff Mfg. & 
Supply Co., Denver, Colo.; John 
J. Wallace, Clemson Bros., Inc., 
Middletown, N. Y.; W. L. Hochs- 
child, R. E. Dietz & Co., New 
York City, and L. E. Gilliard, 
Fayette R. Plumb, Inc., Philadel- 
phia, Pa. Under a new ruling 
Mr. Withington, as retiring presi- 
dent, was made chairman of the 





| nominating committee. 


Instead of awards such as 
those given in former years a gift 
of $1000.00 was given to the 
USO, last year’s gift under the 
same arrangement having been 
$800.00. Golf penalties and a 





| nearly $200.00 for the Red Cross. 


collection provided a fund of 














Mfg. Co., Aurora, Ill., was re- 
elected secretary-treasurer. 

R. L. Rockholz, Brown-Camp 
Hardware Co., Des Moines, Iowa, 
was elected a director for one 
year. The following were elected 
as directors to serve for three 


A. J. EGGLESTON 


W. L. Cormany, Wyeth Hard- 
ware & Supply Co., St. Joseph, 
Mo., won this year’s champion- 


ship flight with Fred Schultz, 
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the runner-up. Hi. Myers, 
Thermoid Rubber Co., won the 
Hardware Retailer cup and 
W. M. Baldwin, Rogers & Bald- 
win Hardware Co., Springfield, 
Mo., won the Past President’s 
Cup. W. M. Gadberry, Columbia 
Steel Tank Co., Kansas City, Mo., 
won the Riehard A. Sundvahl 
Flight Trophy, and George Hal- 
pin, Minnesota Mining & Mfg. 
Co., St. Paul, Minn., was runner- 
up. 

Flight A was won by W. G. 
Huit, Hooven & Allison Co., 
Xenia, Ohio, with C. J. Nelson, 
Richards-Wilcox Mfg. Co., Au- 
rora, Ill., runner-up. Harold W. 
La Ganke, National Screw Co., 
won flight B, H. M. Johnson, 
National Lock Co., runner-up. 
George Dresser, The Carborun- 
dum Co., Niagara Falls, N. Y., 
was flight C winner, C. Neal 


Turner, Atlas Tack Co., being 
K. 


runner-up. E. Donahue, 











W. W. WITHINGTON 


Wabash Screen Door Co., won 
flight D, H. S. Rice, Illinois Iron 
& Bolt Co., being runner-up. A. J. 
Dolliver, American Chain & 
Cable Co., was flight E winner, 
the runner-up being J. R. Har- 
per, Harper & McIntyre, Cedar 
Rapids, lowa. Willard M. Parker, 
Columbian Rope Co. was flight F 
winner and E. J. Van Buskirk, 
Landers, Frary & Clark, was the 
runner-up. Robert C. Dalies, Re- 
public Steel Corp., was winner of. 


flight G and A. J. Wurzbach, Sar- 





National Lock Co., Rockford, Il., 
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gent & Co., the runner-up. 


REMINGTON NAMES SWAN 
ASS’T SALES DIRECTOR 


Roy C. Swan, who for many 
years has served in the sales de- 
partment of Remington Arms 
Co., Inc., Bridgeport, Conn., in 





ROY C. SWAN 








an administrative capacity, has 
recently been appointed assistant 
to the director of sales, B. E. 
Strader. For the past 14 months, 
Mr. Swan has been working in 
close cooperation with the 
Springfield Ordnance District on 
military contracts, with head- 
quarters in Springfield, Mass. He 
is succeeded by E. J. Zimmer, 
Jr. In addition to his new duties, 
Mr. Swan continues as sales man- 
ager of Remington commercial 
ammunition, targets, and traps. 


McCOY NAMED SALES 
DIRECTOR FOR duPONT 


Charles B. McCoy has been 
appointed sales director of the 
explosive division of E. I. du 
Pont de Nemours & Co., Inc., 
Wilmington, Del. Mr. McCoy 
formerly served as director of 
chemical and miscellaneous sales. 
He is a graduate of M. I. T. and 
of the University of Virginia. 
He started in the du Pont Co., in 
1928 at the experimental station 
of the chemical department. He 
has served abroad as a member 
of the London staff. He succeeds 
Samuel G. Baker, who has been 
made manager of the company’s 





electroplating division. 
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Wholesalers, Manufacturers 
Meet in New York, Oct. 18-20 


The War Conference of the 
American Hardware Manufac- 
turers’ Association and the Na- 
tional Wholesale Hardware Asso- 
ciation at the Hotel Commodore, 
E. 42nd St. and Lexington Ave., 
New York City will be the 49th 
annual meeting of the NWHA 
and the 87th semi-annual session 
of the manufacturers. As pointed 
out in previous issues registra- 
tion will commence at 9 o'clock, 
Monday morning, Oct. 18, the 
first business session, a joint 
meeting, to be held that evening 
at 8:30 P.M. 

In addition to the speakers and 
subjects mentioned in the Sept. 
30 issue of HARDWARE AGE on 
page 42 other speakers and sub- 
jects have since been announced 
by the two associations. The 
topic of the address by Wilfred 
Sykes, president, Inland Steel 
Co., Chicago, Ill., to be given at 
the Monday evening joint open- 
ing session will be “Free Enter- 
prise.” H. P. Ladds, president, 
The National Screw & Mfg. Co., 
Cleveland, Ohio, and vice-presi- 
dent, A.H.M.A., will discuss the 
“Post-War Distribution of Sur- 
plus Material,” at. the Tuesday 
morning joint session. 

J. R. Stuart, chief, Warehouse 
Branch, Steel Division, War Pro- 
duction Board, Washington, 
D. C., will discuss, “The Situa- 
tion With Respect to Iron and 
Steel Products” at the Tuesday 
afternoon session of the National 
Association of Sheet Metal Dis- 
tributors, other features of the 
program being as previously an- 
nounced. Officers of the sheet 
metal association will be elected 
at this session. Resolutions and 
other business matters:-:will be 
discussed - also. 

In addition to other speakers 
and topics previously announced 
Walter W. Bronson, II, The 
Bronson & Townsend Co., New 
Haven, Conn., will address the 
Wednesday morning meeting of 
the wholesalers on the subject, | 
“Plans We Are Making to Oper- 
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ate More Efficiently and Eco- 
nomically After the War.” 

At the concluding joint session 
of the manufacturers and whole- 
salers, Wednesday afternoon, 
following individual business 
sessions of the two organizations, 
William Benton, vice-chairman, 
The Committee for Economic 
Development and vice-president; 
University of Chicago, Chicago, 
Tll., will talk on the subject, 
“American Business Begins to 
Look Ahead.” His address will 
be followed by discussions on 
“Our Post-War Plans,” by: 
Frank A. Bond, The McKay Co., 
Pittsburgh, Pa.; B. E. Strader, 
Remington Arms Co., _Inc., 
Bridgeport, Conn.; R. E. Pritch- 
ard, The Stanley Works, New 
Britain, Conn., and J. H. Ras- 
mussen, The Crosley Corp., Cin- 
cinnati, Ohio. The chairman will 
also call upon other manufac- 
turers for further expressions on 
the same subject. 


HUNTER AND HAISLUP 
PROMOTED BY ATKINS 


George Hunter, former busi- 
ness manager of the armor plate 
division of E. C. Atkins & Co., 
Indianapolis, Ind., was recently 
advanced to the position of sales 
manager of the industrial divi- 
sion of the company. Marshall 
Haislup, formerly with the pri- 





GEORGE HUNTER 


' associated with Central 





orities department, has _ been 
named manager of the export de- 
partment of the company. 

Mr. Hunter has been with the 
company since 1927, and was 
connected with the service, sales, 
and armor plate division during 
that time. Mr. Haislup has been 
with the company for 22 years 
starting as a mail boy in the 
office of the president, H. C. 
Atkins. After this he was asso- 
ciated with the service and order 
department respectively. For 17 
years he served as manager of 
the statistical and sales analysis 
department during which time he 


‘operated a service bureau for the 





MARSHALL HAISLUP 


employment or exchange of filers 
and sawyers. He is a member of 
the Atkins Pioneer Twenty Year 


Club. 


McCRACKEN HEADS 
SALES IN BOSTON 
FOR LUKENS STEEL 


Robert H. McCracken has re- 
cently been promoted to the 
position of manager of the com- 
bined sales of the Boston office 
of Lukens Steel Co., Coatesville, 
Pa., and subsidiaries, By-Prod- 
ucts Steel Corp., and Lukenweld, 
Inc. Prior to his connection 
with Lukens Steel Co., he was 
Iron & 
Steel Co., where he served for 
18 years as district sales mana- 
ger in Philadelphia, Pa., and for 
the last two years as assistant 
general sales manager with head- 
quarters in the home office at 
Harrisburg, Pa. 











BALL RETURNS TO 
AMERICAN FORK & HOE 
William F. Ball, who has been 
serving for the past 13 months in 
the capacity of Senior Procure- 





WILLIAM F. BALL 


ment Specialist in the office of 
the War Department, Jefferson- 
ville Quartermaster Depot, Jeffer- 
sonville, Ind., is now returning 
to his former position as regional 
service manager for American 
Fork & Hoe Co., Cleveland, Ohio. 
His territory covers New York 
and Pennsylvania. 

GIBSON MANAGES SALES 
* FOR SARGENT & CO. 

Donald B. Gibson has recently 
been appointed sales manager of 
the marine hardware division of 


Sargent & Co., New Haven, 
Conn. Mr. *Gibson joined Sar- 
gent & Co., in 1923, in the 


N. Y. office of the company, serv- 
ing on builders’ hardware con- 
tract work. He succeeds Ken- 
neth B. Mason, who has joined 
John C. Knipp & Son, makers of 
joiner work for ships. 





DEVOE & RAYNOLDS 
OPENS. FOURTH PLANT 


E. S. Phillips, president of the 


“Devoe & Raynolds Co., Inc., 787 


1 Ave., New York City, recently 
announced that a fourth plant for 
the manufacture of “Dehydray,” 
a completely dry paint, has been 
opened. This is due to the in- 
creased demand for this dehy- 
drated paint. 












NASH-KELVINATOR, PROPELLER DIVISION, RECEIVES 
ARMY-NAVY “E”: Nash-Kelvinator Propellor Division, De- 
troit, Mich., was recently awarded the Army-Navy “E”’ at an 
impressive ceremony in front of the Mount Hope Avenue 
plant at Lansing, Mich. The propellers being produced by 
the company are in service on 25 types of American and 
Allied planes, including the Flying Fortress, Mosquito bomber, 


Lancaster, Halifax and others. 


Col. Alfred H. Johnson, Su- 


pervisor of the Central Procurement District, U. S. Army Air 

Forces, made the presentation of the award flag to Campbell 

Wood, general manager of the Propeller Division of the Nash- 

Kelvinator Corp., and John Haruska, local union president 

U.A.W., CIO. Left to right: Col. Alfred H. Johnson, John 
Haruska, and Campbell Wood. 








GLASS NAMED GENERAL 
MGR. OF GENEVA STEEL 


Robert G. Glass has recently 
been named general manager and 
vice-president of operations of 
Co., U. S. Steel 
Corp., subsidiary, Provo, Utah. 
He also will be a director of the 
company. Mr. Glass has been 
associated with U. S. Steel sub- 
sidiaries for the past 31 years. 
He became assistant to the man- 
ager of operations of Carnegie 
Illinois Steel Corp., in the Chi- 
cago district in 1936, and in 1941 
was promoted to the position of 
assistant manager of operations, 
Chicago district. 


Geneva Steel 


WOODS NAMED PRES. 
WAYNE HDWE. CO. 
Otto M. Woods was recently 
appointed president of the 


Wayne Hardware whole- 


Co., 





ARTHUR WOODS 
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sale hardware distributors, Fort 
Wayne, Ind., at a board of di- 
rectors meeting. Mr. Woods suc- 
ceeds Frank H. Cutshall, who 
passed away recently. In addi- 
tion to being president of the 
company, he is also general 
manager and a director. He has 
been associated with the hard- 
ware industry for the past 33 
years. 


T. J. MCKAY CHAIRMAN 
OF McKAY CO. BOARD 


Thomas J. McKay, formerly 
president and treasurer of the 
McKay Co., Pittsburgh, Pa., has 
been elected chairman of the 
board, in which position he will 
continue to maintain an active 
and directing interest in the 
policies of the company. James 
McKay, formerly vice-president, 
has been advanced to the posi- 
tion of president and treasurer. 


G. E. WIRE & CABLE 
DIV. APPOINTMENTS 


B. F. Ilsley has recently been 
appointed assistant manager of 
the newly formed works section 
of the Wire & Cable division, 
General Electric Co., at Oak- 
land, Cal. He was formerly as- 
sistant superintendent and mag- 
net wire specialist of the wire 
and cable division. J. S. Over- 
street and J. J. Curtin were also 
appointed assistant managers of 
sales for the cable section in 
Schenectady, N. Y., and assistant 
manager of sales for the magnet 
wire section at Fort Wayne, Ind., 
respectively. Mr. Overstreet was 





formerly commercial cable repre- 


sentative for the company’s 
Bridgeport, Conn., works. In 
1920 Mr. Curtin joined G. E., 
and was in charge of sales pro- 
motion and publicity in the 
motor division. 


GRONBERG MANAGES 
SALES IN WEST 
FOR WASHBURN 


has 
western 


Glen Gronberg recently 
been appointed 
manager of the Washburn Co., 
Worcester, Mass., taking the 
place of A. F. West, who has re- 
signed. Mr. Gronberg joined the 
Washburn 1928 to do 
time-study estimating and cost 
engineering. In 1939 he 
transferred to the sales depart- 
ment, and in 1941 he took over 


sales 


Co. in 


was 





GLEN GRONBERG 


part of the Chicago sales terri- | 
tory. At the beginning of the 
war he returned to the sales of- 
fice at Rockford, Ill., and, in his 


new position, will remain there. 


BLISH AGAIN WINS 

NUTMEGGER TROPHY 
Fred T. Blish, Jr., Manchester 
Plumbing Supply Co., Man- 
chester, Conn., won The Nut- 





Williams Co., 








FRED T. BLISH, JR. 


megger’s trophy at the recent 
annual golf tournament held at 
the Wethersfield Country Club, 
Wethersfield, Conn. Since Mr. 
Blish had won the trophy on two 
previous occasions he now re- 
tains permanent possession of it. 
Good weather and a good turn- 
out of golfers helped make the 
day a success and both golfers 
and non-golfers enjoyed a 
chicken dinner that evening. The 
entertainment committee of The 
Nutmeggers is headed by Charles 
A. Peterson, Tracy, Robinson, 
Hartford, Conn. 
Other members are: C. F. 
O’Brien, Bethlehem Steel Corp.; 


| Joseph L. Lane, Greenfield Tap 


& Die Corp.; Fred J. Knowles, 
Nicholson File Co., and Frank J. 
Trieber, Clark Bros. Bolt Co. 














FAIRBANKS, MORSE & CO., BUILDING NEW PRODUCTS 
FOR AFTER THE WAR: Robert H. Morse, Jr., general sales 
manager, Fairbanks, Morse & Co., is shown demonstrating 
one of the new model Fairbanks-Morse water systems to a 
group of branch house managers at a sales meeting held 
recently. From left to right in the rear are: Roger H. Murray, 
San Francisco, Cal.; V. O. Harkness, Dallas, Tex.; Milo C. 
Roy, Omaha, Neb.; A. C. Thompson, St. Paul, Minn.; W. W. 
Guernsey, Kansas City; George M. Niven, Seattle, Wash.; and 
Harry L. Hilleary, St. Louis, Mo. 
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Remiaston DEALER LETTER 





How one dealer Learned About Wimmin 


N a certain town there is a hardware and sport- 

ing goods dealer we will call Mr. Williams, and 

up until recently Mr. Williams prospered in a 
very large way. 


He sold household hardware and electrical equip- 
ment and guns and ammunition and refrigerators 
and carpenters’ supplies and farm machinery. 
Lots and lots of it. He built a big new house, and 
bought his wife a fur coat. 


Then along came shortages, and little by little 
many of Mr. Williams’ sources of supply dried 
up like the dehydrated soup in which Mr. Williams 
almost found himself. But Mr. Williams, being a 
smart man, quickly turned to things he could get. 
He stocked up on chinaware. Fancy glassware. 
Colored pottery. Wooden ware. You know the 
sort of things. 


Despite all this, store traffic dropped off as if. 


there were a “Quarantine-Measles” sign on the 
door. 


One day Mrs. Williams stopped by to get five dol- 
lars for the hairdressers’, and was surprised and 
shocked by several things she saw, including lack 
of cash customers. 

“Why, dear,” she said, “no wonder you’re not 


"7 


doing the business you should be! 
“How come?” Mr. Williams asked. 


“Most of these things you’re depending on now 
are supposed to appeal to women,” his wife said. 
“But have you made them look appealing? Good- 
ness no!” 


“How do you mean?” 


“Well, for instance,” Mrs. Williams began, “take 
this pretty dinnerware. You're giving it all the 
glamor of a crowbar. Why not fix up an attrac- 
tive place setting in the window, along with some 
related things like glasses and a flower vase and 
some silverware you can borrow if you don’t sell 
it yourself? Then set up a complete table or two 
over in that alcove and make a china and related 
items department where you used to have kitchen 
equipment. And, for heavens sakes, keep things 
clean. Another thing—” And Mrs. Williams con- 
tinued her short course on How To Have A Way 
With Wimmin In The Retailing Business—things 
any hardware dealer can get from his trade 
magazines. 


And Mr. Williams, being a sensible fellow, took 
heed. 


Things are different now, we’re glad to say. 
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Mr. Williams’ business soon developed a pick-up 
like an army jeep. He knows what money looks 
like again—and he’s wisely socking away some of 
it in War Bonds. And you can bet that Mrs. Wil- 
liams will get another fury coat, or some other suit- 
able reward, after the war. 


Any idea for you in this story? Remington Arms 
Company, Inc., Bridgeport 2, Conn. 
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Heard about the man who took up horse- 
back riding to reduce? After a month he’d 
taken off 19 pounds—off the horse! 


* * * 
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Did you know that the name Kleanbore*— 
standing for the world’s outstanding non-cor- 
rosive priming mixture — was selected from 
more than 10,500 suggestions submitted in a 
nation-wide contest 17 years ago? 

7 od co 

Buy more War Bonds—and help save your 
life, your home and your money all at the 
same time! 

*Reg. U. 8S. Pat. Off. 

















SCHROEDER VICE-PRES. 
SAVE ELECTRIC CORP. 
O. J. Schroeder has recently 
been appointed vice-president in 
charge of equipment and engi- 





OSCAR SCHROEDER 


neering for the Save Electric & 
Mfg. Corp., Toledo, Ohio. Mr. 
Schroeder’s appointment is part 
of the expansion of Verd-A-Ray, 
the company’s new lighting de- 
velopment. Prior to his affilia- 
tion with Save Electric & Mfg. 
Corp., he was with Westinghouse 
Electric & Mfg. Co., joining that 
company’s Milwaukee, Wis., 
lamp division in 1917. In 1929 
he was appointed assistant super- 
intendent of the Milwaukee 
plant, and in 1932 he was trans- 
ferred to Bloomfield, N. J., a pu- 
sition he held until 1939 when 
he was appointed superintendent 
of the division. 


GILLEN MANAGES SALES 
FOR LUKENS STEEL CO. 


George M. Gillen has recently 


been named assistant manager 
of combined sales of Lukens 
Steel Co., Coatesville, Pa., and 


subsidiaries. Prior to 1935, Mr. 
Gillen handled the advertising of 
Lukens Steel Co., and subsidi- 
aries, as an account executive 
with the G, M. Basford Co., New 
York City. In 1935 he was 
placed in charge of advertising 
and sales promotion for Lukens 
Steel Co., which position he held 
until his present advancement. 


LOS ANGELES KETTLE 
CLUB MEETS 


The Los Angeles Pot and Ket- 
tle Club at its first business meet- 
ing of the fall season voted to 
held future noon luncheon meet- 
ings each Tuesday at a new 
meeting place, the Los Angeles 
Chamber of Commerce. Second 
vice-president Fred C. Brose, who 
is chairman of the luncheon pro- 
gram committee, announced a 


56 








series of interesting events for 
the coming meetings. The first 
of these to be sponsored by H. 
R. Terhune, Pacific Coast Editor, 
Harpware Ace, who will have 
a magician. E. A. Straube re- 
signed as chairman of the com- 
ing picnic. 

The gathering was honored by 
the presence of two members in 
uniform, Ist Lt. Frank R. Hart- 
ford, who is in the Cavalry and 
Lt. (j.g.) Albert G. Baker, now 
stationed in Dayton, Ohio, in the 








Aircraft Scheduling Unit. 


ANDERSON DIRECTS 
PURCHASES FOR 
ACME STEEL CO. 


Thomas J. Anderson was re- 
cently appointed director of pur- 
chases for Acme Steel Co., Chi- 
cago, lll., with whom he has been 
| associated for over 25 years. 
Until his recent advancement, he | 
was purchasing agent for the | 
company, and last year was | 
elected president of the Purchas- 
ing Agents of Chicago. He has | 
been succeeded by 


Frank W. | 


Shymkus in the position of pur- | 











THOMAS J. ANDERSON 


chasing agent. Mr. Shymkus has 
| been associated with the com- 


pany for 18 years. 


WILSON EXECUTIVE 
ASS’T TO PRES. OF 
UNITED WALL PAPER 


John J. Wilson, formerly vice- 
president, general manager and 
a director of Goldblatt Bros., 
Inc., has recently been appointed 
| executive assistant to the presi- 
dent, William H. Yates, of 
United Wall Paper Factories, 
Inc., 3330 W. Fillmore St., Chi- 
cago, Ill. Before his affiliation 
with Goldblatt Bros., he was con- 
nected with Montgomery Ward 
& Co., as an auditor and assistant 
controller. He started his busi- 
ness career with Price, Water- 








house & Co. 
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KENNETH FREEDELL 


FREEDELL NOW IN 
WPB TOOL SECTION 


Kenneth Freedell has recently 
been granted a leave of absence 
from Stanley Tools, New Britain, 
Conn., to take over a position in 
the WPB in Washington, D. C. 
Mr. Freedell was assistant to the 
sales manager at Stanley Tools 
and he now is connected with 
the tools section of the Building 


| Material Division, WPB. 


BRADLEY HEADS SALES 
FOR PRACK LAB., INC. 


Albert J. Bradley has recently 
been appointed general sales 
manager for Prack Laboratories 
Inc., New York City. For the 
past 10 years Mr. Bradley was 
connected with Armour & Co., 


New York office, soap division. 
In his present position his head- 
quarters will be at the Prack 
Laboratories main office, 132 W. 
21 st., New York City. 





Left to right: Joshua Lionel Cowen, president and chairman of 
the board of the company; Senator Albert W. Hawkes; Col. 
W. F. Rockwell, U. S. Maritime Commission; Phillip Marfuggi, 
personnel manager and master of ceremonies, and Mario Caruso, 
secretary-treasurer of the company. 





STOLL RETIRES FROM 
BETHLEHEM STEEL 


Howard E. Stoll, manager of 
sales, rails, and accessories for 
31 years for Bethlehem Steel 
Co., Bethlehem, Pa., recently re- 
tired from active service. John 
W. Murphy, former assistant 
manager of the department, suc- 
ceeds Mr. Stoll. Prior to his 
affiliation with Bethlehem Mr. 
Stoll was inspector of materials 
in the engineering department of 
the Pennsylvania Railroad. He 
joined Bethlehem in 1923, ser- 
ving originally in the Boston 
office, and then as assistant sales 
manager in the Baltimore, Md., ( 
office. ‘ 


War 





LIONEL WINS MARI- 
TIME “mM” 

Lionel Corp., 15 E. 26th St., 
New York City, was awarded 
the Maritime “M” of the U. S. 
Maritime Commission, and the 
Victory Fleet insignia in a cere- 
mony held at the Lionel plant at 
Irvington, N. J. Hon. Albert W. 
Hawkes, U. S. Senator from New 
Jersey, was the guest speaker. 
Col. Willard F. Rockwell, Mari- 
time Commission, made the pres- 
entation which was accepted for 
the management by Marie 
Caruso, secretary-treasurer, and 
for the employees by Jeanne Cal- 
cagno and Anthony Pirozzolo. 
Phillip Marfuggi, personnel man- 
ager, was master of ceremonies. 
Joshua Lionel Cowen, president 
and chairman of the company’s 
board told of the change from 
the production of electric trains 
to that of navigation instruments, 
such as binnacles, compasses, ali- 
dades, etc., and their success in 
keeping up with the government 
requirements. 
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Speedy Solution for 
War-time Roofing Problems 
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BARRETT BUILT-UP ROOFS. 
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@ Yes, speedy, because this new Barrett 
shingle is quick-laying. The locking device 
is fast-engaging, easy—not tricky—to apply. 
This means time-saving and labor-saving— 
important considerations in these days of 
labor shortages. 

Time-proved in principle, the Barrett 
Spear-lock device is simplicity itself, yet it 
is a positive system of locking which com- 
pels shingles to lie flat, stay put and fit the 
roof like a glove. Moreover, Spear-lock 
shingles are pleasing in design—give the roof 














trim, handsome appearance. 

Self-aligning notches—an important feo- 
ture of Barrett Spear-locks that automatically 
lines up the shingles on the roof—obviate 
chalk marking. 

This timely, low-cost, long-lasting roofing 
development is typical of Barrett, depend- 
able source of quality roofing materials for 
89 years. Let us give you full details on all 
the selling points that make the new Barrett 
Spear-lock shingles one of the most profit- 
able opportunities on the market today. 


THE BARRETT DIVISION 


ALLIED CHEMICAL & DYE CORPORATION 
40 RECTOR STREET, NEW YORK 


-SHINGLES AND SIDINGS..ROLL ROOFINGS 


INSULATION..ROOF COATINGS AND PROTECTIVE PRODUCTS 





National Security Award for 
Industrial Plants with Good 
Anti-Sabotage Safeguards 


Office of Civilian Defense issues Certificate of 
Merit to plants, etc., which have taken superior 
action to secure safety of all employees, property, 
etc., from sabotage, fire, accident, and air raids. 


To those plants having estab- 
lished the most efficient protec- 
tive programs through their local 
Defense Councils, the U. S. Office 
of Civilian Defense will give the 
National Security Award. The 
National Security Award, emblem 
of which is shown on this page, 
is a Certificate of Merit for 
selected manufacturing plants, 
industrial locations, transporta- 
tion, power and other utilities 
and related establishments which 
have taken superior action to se- 
cure the safety of all employees, 
physical property, and produc- 
tion schedules from air raids, fire, 
sabotage, or accident. The cer- 
tificate bears a circular insignia 
in red, white, and blue, depicting 
joint efforts of industry and 
Civilian Defense, and is signed 
by the Director, U. S. Office of 
Civilian Defense. 

To qualify for the National 
Security Award, a plant must 
meet standards based on_indi- 
vidual requirements such as: 
training and enrollment of suf- 
ficient protection personnel as 
members of the U. S. Citizens 
Defense Corps; organization of 
protection personnel; integration 
and coordination of protection 
and security measures with the 
local Civilian Defense organiza- 
tion; issuance of emergency in- 
structions to all employees on 
proper air raid and emergency 
warning signals, and designation 
of shelter areas; general excel- 
lence in observing regulations 


NATIONAL 
SECURITY 
AWARD 
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and directions concerning black- 
out, dimout and other local de- 
fense requirements. 

Facilities approved for the 
Award will finally be reviewed 
by a board composed of mem- 
bers of the Industrial Protection 
Council of the U. S. Office of 
Civilian Defense whose chairman 
is Maj. Gen. Ulysses S. Grant, 
3d, Chief, Protection Branch, 
OCD, and Chief of the OCD 
Facility Security Division. Repre- 
sented on the review board are 
the International Association of 
Fire Fighters, National - Associa- 
tion of Manufacturers, National 
Bureau for Industrial Protection, 
National Safety Council, Con- 
gress of Industrial Organizations, 
Chamber of Commerce of the 
United States, Brotherhood of 
Locomotive Firemen & Engine- 
men, and the National Fire Pro- 
tection Association. The board 
will not pass on the qualifica- 
tions of the facility for the award, 
but will consider its record in 
protection and security matters. 
Favorable action of the board 
will constitute final approval. 

Outstanding production 
achievements of state prisons are 
being recognized by “National 
Service” awards from WPB. 
Recipients of awards are selected 
on the basis of excellence in the 
production of war materials, farm 
production, canning, dehydration, 
salvage or mechanical training. 
Quantity and quality of produc- 
tion, in the light of available 


The 
National 
Security 

Award 
Emblem 


ducting the 


the Boosters, briefly spoke of the 
history of the organization and 


over the program following the 
business session. Donnel O’Brien, 


the armed forces overseas, sang 
several 


overseas tour. 


on Radio Station WEAF, enter- 
| tained with a number of stories. 





facilities and equipment are the 
two factors which are given the 
greatest consideration. 

Although 56 prisons have been 
selected at present, additional 
awards will be given in the 
future to qualified institutions. 
In addition to the “N.S.” flag 
which will be awarded to the 
prison as a whole, individual in- 
dustrial plants within the prison 
will receive engraved certificates 


of merit signed by WPB officials. 





COSGROVE HEADS RMA | 


POST-WAR COMMITTEE 


R. C. Cosgrove, vice-president 
and general manager, manufac- 
turing division, Crosley Corp., 4 
Cincinnati, Ohio, has been made 


a 





R. C. COSGROVE 


chairman of a new post war com- 
mittee of the Radio Manufac- 
turers Association. 


START BOOSTER YEAR 
WITH ENTERTAINMENT 


An entertainment program 
opened the fall season for the 
Hardware Boosters when that 
group held its Sept. 24 meeting 
at the Midston House, Madison 
Ave., New York City, with T. J. 
Crofton, H. B. Sherman Mfg. Co., 
president of the Boosters con- 
business session. 
Robert Doti, Igoe Bros., Brook- 
lyn, N. Y., a charter member of 


told a few dialect stories. 
Professional entertainers took 


singer, who had just returned 
from some weeks of entertaining 


songs accompanied by 
Miss Roberta Hamilton, pianist, 
who had also returned from an 
Pat Barnes, who 
has an early morning program 








E. R. MASBACK HEADS 
WAR FUND GROUP 
Edwin R. Masback, president, 
Masback Hdwe. Co., New York 
City, wholesalers, has recently 





E. R. MASBACK 


been appointed chairman of the 
hardware group of the New 
York Committee of the National 
War Fund. This announcement 
was made by James A. Farley, 
chairman of the Commerce and 
Industry Division, which will be 
responsible for raising 50 per 
cent of the five-borough goal of 
$17,000,000 in this fall’s cam- 
paign for the support of the 
USO, United Seaman’s Service 
and 15 other war related or- 
ganizations. 

Included in the drive, which 
has a nation wide quota of $125,- 
000,000 are: Prisoners Aid, U. S. 
Committee for Care of European 
Children, and relief for all of 
the occupied countries, in addi- 
tion to Russia, China, and En- 
gland. The campaign begins Oct. 
1, and continues till Dec. 7. 





PITTSBURGH DEALERS 
HEAR TRADE TALK 


Pittsburgh Retail Hardware 
Association recently held their 
opening meeting for the 1943-44 
season at Fort Pitt Hotel, Pitts- 
burgh, Pa. The new president 
Wesley A. Moore, J. S. Moore 
& Son, Oakdale, Pa., called the 
meeting to order in the Assembly 
room and Frank Hegner, Heg- 
ner Hardware Co., Sewickley, 
Pa., in a brief talk, asked for the 
hardware dealers support of the 
Trade Relations Council. He 
introduced Mr. McAllister, Trade 
Relations Council, who gave a 
comprehensive report of the 
Council activities for the past 
year, and an outline of the pro- 
posed plans for the coming year. 
W. H. Longstaff, district stove 
representative of the OPA, who 
fully discussed the government- 
al requirements of the stove ra- 
tioning program as it affected 
the hardware dealers. 
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The Passing 
of the 
Gruesome Gremlins 


(Reading time: 





MICROMATIC 


ad al 


GEM Ie GEM | 
| | 


RETAILER'S COST 
70c per card of 10 packs 


(2 blades per pack—i0c retail) 


$1.75 per card of 10 packs 


(5 blades per pack—25e retail) 


? 


— 





minutes...and well worth it) 


Once upon a time (which is now) there were three GRUESOME 
GREMLINS who gave retailers sleepless nights, indigestion and a 
generally unpleasant feeling right in the pit of their profit-and-loss. 
The first of these is the SHORTAGE GREMLIN. His idea of Heaven is 
empty shelves. (Of course, this kind of Heaven gives a dealer's volume 
a quick death and the dealer a slow one.) 


Now, to make it a gruesome twosome, there’s the RATION GREMLIN. 
With him it's a point of personal pride to make supply questionable, 

Y”__turn-over erratic, and ration stamp worries supreme. (Nobody likes 
him—not even other Gremlins! ) 


The third nightmarish nuisance is the PRICE CEILING GREMLIN. 
He sees to it that merchandise you want most, you can’t afford to handle. 
(There’s no case on record of anybody making a profit this way.) 


But there is a happy ending to this story ... when retailers stock 
Gem—2 for 10¢! Gem helps knock the Gremlins right out of the 
picture by filling—and refilling—those empty shelves, by assuring 
constant supply of a steady turn-over article and a fixed profit on 
every card. And just to make the story sweeter, America’s shavers 
know Gem, see Gem’s consistent—and insistent—“Avoid 5 o'clock 
Shadow” ads in leading magazines and newspapers. 

So stock Gem — 2 for 10¢... your 
wholesaler can supply you. 









GEM DIVISION 
American Safety Razor Corp., Brooklyn 1, N. Y. 









Weed & Co., Buffalo, 


N. Y., Celebrates 


Its 125th Anniversary This Year 


Weed & Co., Buffalo and 
Rochester, N. Y., wholesale and 
retail hardware concern, cele- 
brated on Sept. 23 its 125th 
birthday. Founded in 1818 by 
George and Thaddeus Weed, 
who operated the G. & T. Weed 
“Ironmongery,” the business con- 
tinues today to be operated by 
the Weed family. When the 
“ironmongery” was started, there 
was a population in Buffalo of 
about 2000, of whom 1200 or so. 
were Indians. Buffalo’s first 
school house and first newspaper 
predated the Weed store by but 
a few years. 

The two founders Thaddeus and 
George Weed, cousins, continued 
operating the business together 
until 1827 when Thaddeus left 
the Buffalo interests in the hands 
of his cousin who died the same 
year. Two years later Thaddeus 
Weed returned to the business. 
In 1851 De Witt C. Weed, son of 
Thaddeus, became chief owner 
of the company, his younger 
brother, Hobart, becoming a 
partner in 1857. Soon after the 
death of De Witt C. Weed, in 
1876, the firm name was again 
changed and a later change in 
name brought about the use of 
the name Weed & Co., the firm’s 
present-day name. The company 
was incorporated in 1903 and 
soon after Hobart Weed’s son, 
Shelton, was elected vice-presi- 
dent and another son the late 
Walter Irving Weed, was named 
treasurer. Hobart Weed was 
succeeded, after his passing, by 
his son Shelton as president of 
the company. 

In full-page advertisements, in 
Buffalo newspapers, the com- 
pany recently showed reproduc- 
tions of scenes in and around 
the village of Buffalo and of the 
first advertisement announcing 
the opening of the business. 
Offered were “hardware, cutlery, 
saddlery, cabinet wares and iron- 
mongery, principally of their own 
importation.” The company 
pointed out in its recent anni- 
versary ads that “As an aid to 
the war effort this celebration is 
not a merchandising event. We 
urge you to support the various 
war activities, contribute to the 
Red Cross Blood Bank and Buy 
War Bonds.” 

Weed & Co. is the oldest store 
in Buffalo and was the first es- 
tablishment west of Batavia, 
N. Y., “for supplying tools and 
similar. implements so needed -by 
the pioneers of the village.” 

Present officers of the company 
are Shelton Weed, president; 
L. C. Davenport, vice-president; 
R. O. Roberts, 2nd_ vice-presi- 
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dent; Walter C. Weed, nephew 
of the president of the company, 
is treasurer; and P. O. Rial, 
secretary. 


eee ee 








HONORED FOR 70 YEARS 
WITH ONE CONCERN: 


James L. Eglinton, a salesman 
for C. H. Tiebout & Sons, 31 
Grand St., Brooklyn, N. Y., 
mill supplies distributors, re- 
ceives a gold watch from C. 
H. Tiebout, Sr., son of the 
founder of the firm in cele- 
bration of Mr. Eglinton’s 70 
years of association with the 
Tiebout organization. Mr. Tie- 
bout, treasurer, Gleason, Tie- 
bout Glass Co., Maspeth, 
N. Y. represented the Tiebout 
family in the presentation 
which was made in behalf of 
Mr. Eglinton’s fellow em- 
ployees of the company. 
Eighty-five years of age, Mr. 
Eglinton, a member of the 
HARDWARE ACE Fifty Year 
Club, was a lad of 15 when 
he became associated with 
the Tiebout company, and 
continues making his daily 
calls on his customers. He 
joined the company on Sept. 
1, 1873, and has continued 
that affiliation ever since. This 
photograph was made at the 
party recently given at the 
company’s headquarters when 
more than 70 business asso- 
ciates and friends and custom- 
ers turned out to celebrate 
his anniversary. Following a 
buffet supper Mr. Eglinton re- 
ceived the gold watch and the 
good wishes of those present. 


NAT JOHNSON TO 
START OWN BUSINESS 


Nat M. Johnson of Dallas, 
Tex., for many years southwest- 
ern editor and manager for W. 
R. C. Smith Publishing Co., At- 
lanta, Ga., has resigned his po- 
sition with this company and 
is establishing his own business 
in Pearsall, Tex. He will handle 
Ford tractors, Ferguson equip- 
ment and miscellaneous farm 





supplies, operating under the 
firm name of “Nat M. Johnson.” 

Since 1936, Mr. Johnson has 
served as secretary-treasurer of 
the Texas Wholesale Hardware 
Association, and has held the 
same position with the Texas 
Hardware Boosters Club since its 
inception in 1935. Upon the in- 
sistence of both groups, he will 
carry on with these secretary- 
ships from Pearsall, which is in 
the edge of the Winter Garden 
section of Texas and near San 
Antonio. 

Nat owns a small ranch on 
the Frio River near Pearsall and, 
though he expects to be 
mighty busy with the new busi- 
ness, says he is planning to slip 
off now and then and try to get 
caught up on his hunting and 
fishing, and is expecting many 
of his north Texas friends and 
those from other states to drop 
down to Pearsall and entice 
him away from the store for a 
bit of hunting—but, “Be sure to 
bring your own ammunition— 
on second thought, better bring 
enough for both of us,” he says. 


BACKLUND MANAGES 
SALES FOR 
GOULDS PUMPS, INC. 

Eric E. Backlund has recently 
been appointed sales manager for 
Goulds Pumps, Inc., Seneca 
Falls, N. Y. Mr. Backland joined 
the company in 1923 and after 
two years in the plant, he joined 
the export department and until 
1932 traveled extensively in Cen- 
tral and South America. Then 
he was made manager of Goulds 
Philadelphia, Pa., office, and 
served in that capacity until he 
returned to the headquarters 
office in 1935 as assistant sales 
manager. 

LEYSE ALUMINUM 
ADDS OFFICE SPACE 


Leyse Aluminum Co., Kewau- 
nee, Wis., has recently added 
several new private offices as 
well as a general office. Post- 
war plans for doubling ware- 
house space and the enlarging of 
factory facilities are awaiting the 
termination of the priorities on 
building supplies. 








Lt. Bill Hoelle Presented With D. F.C. 


By Major General James Doolittle 


Bill Hoelle, son of Emil Hoelle, manager and buyer of the 
sporting goods department of Dunham, Carrigan & Hayden Co., 
San Francisco, Cal., graduated from 


the 


ton 


the 


his 





LT. BILL HOELLE 


' Stanford University and then be- 
came connected with San Francisco 
Mint Co., San Francisco, Cal., and 
Westinghouse Electric Supply Co., 
San Francisco. He 


enlisted in 
Army Air Corps before Pearl 


Harbor and was stationed at Luke 
Field, Ariz. He then was graduated 
as a flyer, being transferred to Hamil- 


Field near San Francisco, where 


he received instructions in operating 
a P-38 fighter plane. He was with 
one of the first groups to fly across 


U. S. from California en route to 


England. He was then assigned to 
duty in Oran, North Africa. There, 


group was bombed almost imme- 


, diately by the German Air Force. He 
went into combat duty and made 50 
missions before the end of 60 days. 


While on a strafing trip, destroying convoy enemy equipment, he 
flew so low that he hit a telephone wire and turned the plane 
upside down traveling at 300 miles an hour. He righted his plane, 
but a week later was shot down in combat with a superior air 
force and bailed out at 400 feet. One engine was shot away and 
the rudder was torn loose, but he landed in the parachute in 
disputed territory and was taken to the front base hospital. He 


suffered bullet wounds in the 


leg and shrapnel wounds in the 


chest. A short time later he was decorated by Gen. Doolittle with 
the Distinguished Flying Cross with one Oak Leaf Cluster, and 
an Air Medal with three Oak Leaf Clusters, and the Order of the 
Purple Heart. His back was injured in landing and as soon as 


hospitalization had been given 


him he was sent to his home in 


San Mateo, Cal. Now fully recovered, he is located at Lomita 
Air Strip, Cal., near Los Angeles, as a combat pilot instructor. 
Lt. Hoelle was officially credited with having shot down three 


Nazi planes. 
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In stock for immediate shipment are many of the most 
popular items in the Rockford line of Cabinet Hardware 
— attractively finished in Bright Chromium Plating or 
colorful plastics. Order today —be the first in your 
community to have hardware that your customers want. 


A61201 Pull — streamlined de- 
sign, heavily Chromium Plated 
on Brass with one blue line. 


AF2145 Knob — solid metal, 
hexagon design, heavily Chrom- 
ium Plated. Red or black lines. 


A6306 Push-Button Catch — 
plain Chromium Plated finish. 
Reversible for right or left hand 
doors, complete with strike and 
instruction sheet. 

A3396 Spring Catch — heavy 
duty type—complete with strike. 
Zinc Plated. 

A8207 Pull — with Plastic back 
tg and metal Chromium Plated 
ar. Available in red or black. 
A6667A Pull — available in 
black, red or blue Plastic with 
white lines. 


ENVELOPE PACKING FOR 


Each product is packed ready for installation, with 
screws and other parts needed in an attractively printed 

lope. Elimi loss of small parts and enables 
you to deliver to your customer everything he needs 
for installation. Catches are sup 





sheets. Also strikes for either 


ush or offset doors. 


A8206 Pull — black, red or 
blue Plastic with Chromium 
Plated metal insert. 

A48 Knob —metal, Zinc Plated. 
Diameter 1”. 

A61225 Cupboard Door Catch 
—lever type streamlined design 
Bright Zinc. Plated finish. Re- 
versible for mght or left hand 
doors. Complete with strikes 
and instruction sheet. . 

A2380 or A2380D Hinge — 
Bright Chromium Plated. Raised 
5 knuckle joint permits 180° 
door opening. No. A2380 for 
YA” inset doors. No. A2380D 
for 3%” inset doors. 

A58032 Hinge — Bright Chrom- 
ium Plated or prime coat finish. 
Totally ante except joint 
when installed. For 3%” flush 
doors. Specify finish desired. 


CONVENIENCE 


it 


/ 
/ 


lied with instruction 
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Cabinet Hardware Division 
ROCKFORD eo ILLINOIS | 


Nf NATIONAL LOCK COMPANY 
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SELL THEM THE SPEAKER SYSTEM 


OF “MATCH PATCH” REPAIRS FOR 
SYNTHETIC RUBBER 














Now that SYNTHETIC 

rubber is in general use in 

tire tubes and other products, repairs of 

punctures, cuts, etc., present a new problem. 

Cold patches won't hold on synthetic rubber... 
it must be vulcanized! 


So it will pay you to standardize on Speaker 
“MATCH PATCH” Kits, because “MATCH 
PATCH” is fhe safe and sure vulcanizing patch 
for either synthetic or natural rubber repairs. It 
automatically vulcanizes for exactly the right 
length of time . . . permanently welds the patch 
to the rubber . . . cannot loosen, shift or peel off. 


Now, more than ever before, it pays to standard- 
ize on “MATCH PATCH” Emergency Kits . . . 
sales opportunities greater than ever. FEATURE 
“MATCH PATCH’ Consumer Repair Kits for vul- 
canizing synthetic or natural rubber! ORDER 
TODAY FROM YOUR JOBBER. 


% AND HERE'S A SENSATIONAL New FAST SELLER... 
“HEATABS" ... used by America's armed forces for 
heating combat rations ... many civilian uses. ASK 
YOUR JOBBER about the nationally advertised . . . 








TABLETS OF 
HEATABS 253-3332 


FURTHER DETAILS 
TO DEPT. HA-1043 
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MERRITT PREDICTS POST-WAR AIR EXPRESS VOLUME: 
Air express traffic between the U. S. and Latin America dur- 


ing the first six months of 


1943 increased over the same 


period last year, which was a record breaking period, accord- 


ing to 


K. N. Merritt, left, official of Railway Express Agency. 


This agency acts as receiving and delivery agent for inter- 


national air express. 


The shipments amounting to 87,420, 


linked 200 Mexican, Central and South American cities with 
350 airport cities in the U. S. This air express was acceier- 
ated by the opening of the international airport at New 
Orleans, which supplements gateways at Miami, Brownsville, 


Tex., El Paso, Fort Worth, and Los Angeles. 


Mr. Merritt 


predicted that the desire for American style merchandise 
would play an important part in swelling the international 
air traffic after the war. 


OPA APPOINTS BRUSH, 
PLUMBING INDUSTRY, 
ADVISORY COMMITTEES 


OPA recently appointed the 
Plumbing and Drainage Indus- 
try Advisory Committee with 
government presiding officer Wil- 
liam C. Macdonald. The 
mittee members are: L. C. 
Andersen Portland Iron Works, 
Portland, Ore.; T. B. Robbins, 
Bignall Co., Medina, N. Y.; 
L. N. Boosey, Norman Boosey 
Mfg. Co., Detroit, Mich; J. 
Walter Singmaster, Reading 
Foundry & Supply Co., Reading, 
Pa.; Leo J. Filstead, John C. 
Kupferle Foundry Co., St. Louis, 
Mo.; Thos. Van Helms, Central 
Specialty Co., Detroit, Mich.; 
M. J. Hirshstein, Josam Mfg. Co.., 
Cleveland, Ohio; J. J. Warner, 
Fee & Mason Mfg. Co., Inc., 
New York City; George H. 
Quest, Blake Specialty Co., Rock 
Island, Ill.; F. A. Warren, Haley- 
Warren, Inc., Atlanta, Ga.; M. 
A. Zurn, J. A. Zurn Mfg. Co., 


com- 


Erie, Pa. 

OPA also appointed the 
Twisted-In-Wire Brush Indus- 
try Advisory Committee with 
government presiding _ officer 


Philip Thayer. The committee 
members are: A. W. Hahn, Jr., 
Arthur W. Hahn, 195-201 Lafay- 
ette Street, New York City; Al- 
bert Weston, K. & R. Wire 
Twisted Brush Co., Inc., 91 
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Bleecker Street, New York City; 
William F. Honer, Fuller Brush 
Co., 3580 Main Street, Hartford, 
Conn.; A. W. Justman, A. W. 
Justman Brush Co., 3190 Ames 
Avenue, Omaha, Neb.; Langdon 
C. Kellogg,. Kellogg Brush Mfg. 
Corp., 57 N. Elm Street, West- 
field, Mass.; Harry A. Kridel, 
Newark Brush & Scraper Co., 
89-91 Coit Street, Irvington, 
N. J.; and Albert Ransom, Ran- 
som Brush Co., 911 Jackson 
Blvd., Chicago, Tl. 


PETERSON, KAISER TO 
ADDRESS N. Y. MEETING 


A group meeting under the 
auspices of the New York State 
Retail Hardware Association, 
Manhattan & Bronx Hardware 
Association and Brooklyn Hard- 
ware Association will be held 
8:00 P.M., Wednesday evening, 
Oct, 20, in the East Ball Room of 
the Hotel McAlpin, 34th St. and 
Broadway, New York City. The 
“Outlook for Hardware” will be 
the topic of Rivers Peterson, 
Indianapolis, Ind., managing di- 
rector, NRHA. Other speakers 
will be Harry D. Kaiser, Phila- 
delphia, Pa., president, NRHA, 


and Hobart Thomas, Indian- 
apolis, director of service 
NRHA. 





Officers and directors of the 
New York State Retail Hardware 
Association who will speak are: 
F. I. Greene, Syracuse, president; 
N. H. Kiley, Syracuse, secretary 
and Anthony Herrmann, Glen- 
dale, director. S. H. Atkinson, 
Brooklyn, past president of the 
New York State Retail Hardware 
Association will be chairman of 
the meeting. 


PHILCO TO TELEVISE 
PA. FOOTBALL GAMES 
AT FRANKFIELD FIELD 


For the fourth consecutive 
year, Philco Corp., Philadelphia, 
Pa., will televise the football 
games at Franklin Field, Phila- 
delphia, Pa., this fall. During 
the football season, station 
WPTZ will continue the regular 
motion picture programs on Wed- 
nesday night from 8:15 to 10:30 
p.m., but the Friday evening pro- 
gram will be replaced by the 
football telecasts on Saturday 
afternoon. The games to be tele- 
casted are Yale, Dartmouth, 
Lakehurst Naval Air Station, 
Army, Navy, North Carolina 
and Cornell all programs to be 
sponsored by the Atlantic Re- 
fining Co. 


SLOCUM HEADS 
INDUSTRIAL MFG. 
PRICE DIVISION OPA 


Chester Bowles, general man- 
ager of the OPA recently an- 
nounced the appointment of 
Clarence W. Slocum, president 
of Beckwith-Chandler Co., pro- 
ducers of paints and varnishes, 
Newark, N. J., as director of the 
industrial manufacturing price 
division of OPA. Mr. Slocum 
succeeds Donald H. Wallace who 
ip now economic advisor to the 
Price Administrator. The new 
director will also become acting 
director of the industrial ma- 
terials price division. The 
former head of the industrial ma- 
terials price division, Clair Wil- 
cox, has returned to his teaching 
post at Swarthmore College, Pa. 

Mr. Slocum entered the em- 
ploy of the Beckwith-Chandler 
Co., in 1913, and after serving in 
all departments in the business, 
including production, sales, and 
distribution, became president in 
1925. For six months in 1942 he 
served first as consultant and 
then as associate price executive 
in the chemical branch of OPA. 
In April, 1943, upon request from 
the Lend-Lease Administration, 
Mr. Slocum went to North Africa 
as a price and distribution ex- 
pert. 








OPA NAMES FIVE MEN TO 
HINGE INDUSTRY COMM. 


Five executives of firms en- 
gaged in the manufacture of 
hinges and butt hinges were re- 
cently named to serve on the 
Butts and Hinges Industry Ad- 
visory Committee, by the OPA. 
The following were named to the 
committee: Howard N. Campbell, 
Jr., vice-president in charge of 
sales, McKinney Mfg. Co., Pitts- 
burgh, Pa.; R. W. Chamberlain, 
assistant general sales manager, 
Stanley Works, New Britain, 
Conn.; Archer L. Hager, vice- 
president, C. Hager & Sons 
Hinge Mfg. Co., St. Louis, Mo.; 
Harry C. Pearce, secretary, 
Sharon Hardware Mfg. Co., 
Sharon, Pa., and Hugo M. Wey- 
rauch, vice-president, National 
Mfg. Co., Sterling, Il. 





‘WESTINGHOUSE FORMS 
BETTER HOME DEPT. 


B. W. Clark, vice-president in 
charge of sales for Westinghouse 
Electric & Mfg. Co., East Pitts- 
burgh, Pa., recently announced 
the formation of a better home 
department with Irving W. Clark 
as manager. Mr. Clark formerly 
was associated with the com- 
pany’s Electric Appliance Divi- 
sion, Mansfield, Ohio, with the 
kitchen and housing activities. 
His headquarters will be in Pitts- 
burgh, Pa. The immediate task 
of the department will be that 
of coordinating the company’s 
activities in housing war work- 
ers, though its ultimate objective 
is to develop post-war housing 
markets for the contributions 
which electricity is making to- 
ward better living. The depart- 
ment will also provide a central- 
ized consultant and advisory ser- 
vice for architects, engineers, 


builders, prefabricators, and 
home owners. 


B. W. CLARK 
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Connected balls EACH BALL TIED 


Exclusive put-up SEPARATELY 





MASON LINES | Only Famous Lawndale Chalk Line is avail- 
STAGING able in this exclusive put-up that enables 
HAND LINE dealers to supply any continuous lengths 
up to 600 feet, by stocking ONLY 5S0-foot 
balls. Also put up in 100-foot balls. 
Made of pure, white, high grade cotton 


EXTRA strong and smooth... Our original CLOTHES LINE | 

twisted construction preferred by most WET TWINE | 

users... Available in 15-18-21-24 plys. TROT LINE 
Write for Samples and Prices. . . We also 


invite inquiries on Special Constructions. 


LAWNDALE, NORTH CAROLINA 
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FRANTZ MANUFACTURING CO. 


Sterling, Illinois 


OCTOBER 14, 1943 


CLEVELAND MILL & POWER CO.J 



























... after Victory, 
a NEW victory 
with... 


> ECONOMASTER: 


ELECTRIC HEATERS 
AND APPLIANCES’ 





































*Live Distributors—Write NOW! 
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TENNESSEE VALLEY ASSOCIATES 





TOMORROW—Top Liners: Héat- 
ers, Fans, Irons, Appliances. 






TODAY AND TOMORROW — 
Happy Valley Chairs — Cinderella 
Step Stools — Moto-Home Utility 
Cabinets—Top Line Wooden Toys, 
Guns, Carts, Swings—and the Top 
Line Home Dehydrator. 


Buy War Bonds Today—. o 


Top Line Appliances tomorrow! 








Samples Showing How Paint Is Used 
Help Increase Paint Sales 


ii showing 


how paint will cover the surfaces 
of different types of material are 
helping to boost paint sales for 
the Arrow Menominee, 
Mich, In addition to increasing 
sales, they have been particularly 
valuable in saving time in making 
sales. When a customer is shown 
the actual evidence of what a par- 
ticular paint will do he makes his 
decision to buy in much less time 


Store, 


than he would under ordinary 
conditions. : 

Lester Wood, vice-president and 
manager of the company, is re- 
sponsible for this idea. It origi- 
naily was used to introduce and 
stimulate interest in a new type 
of paint which the firm had added 
to its stock. Mr. Wood painted 
over wallpaper, painted the side 
of a tin can, side of a brick, the 
side of a stone, and a portion of 
a concrete slab. These samples 
were then incorporated in a dis- 


The Arrow Store, Menominee, Mich. 
finds actual evidence of paint 
performance speeds up its sales 


play of the product which was de- 
veloped in one of the extra wide 
aisles of the store. Every cus- 
tomer visiting the store came in 
contact with this display during 
the course of his meanderings. 
“Time and again customers 
would examine the samples and 
then ask a salesman if it were 
true that one paint could be used 


(Continued on page 91) 





ON AVAILABLE GOODS 





These samples showing how the paint could be used helped sell this new 
line. The mass display of gallon cans in the aisle also caught the eye. 
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ng ROCK SALT 


To keep walks and driveways 
clear of dangerous ice 


Order Early—Plenty of Sales Opportunities! 


Be sure to have your stocks on hand before the first 
snow flies. Be ready to sell, not only to householders, 








but also to apartment houses, hospitals and other in- 
stitutions, other retailers, garages and gas stations, 
municipal and county governments. Take advantage 
of these opportunities to build your sales and profits 
now! 


Here’s a Real Profit-maker in a Year of Scarce 
Items. Your customers will be glad to know that 
Sterling “Auger-Action” Rock Salt provides an anti- 
slip surface, then its ‘“auger-action” bores through the 
ice and forms a brine which undercuts the ice and 
makes removal easy. No 
chopping, no pick-work! 
Prevents accidents. Saves 
time and labor when 
both are scarce. Be ready 
to promote Sterling Rock 
Salt at the first freeze. 
Don’t lose a minute’s 
profit! 





INTERNATIONAL SALT COMPANY 
SCRANTON. PA. 
10 LB. BAG—packed 6 to a aS 
case, with advertising display WET WEIGHT 10 LBS. 
material featuring ice removal. D> 


Also packed in 100 Ib. bags. 





Order from Your Wholesaler today 


INTERNATIONAL SALT COMPANY, INC. 
SCRANTON, PA. 
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BRINGS YOU PLUS BUSINESS! 














It takes new business to keep your store 
healthy and growing. And one sure way to 
get and keep new customers is to display the 
Gilmer “Eye-Ful” Tower Belt Assortment on 


your counter. 


The Tower holds 35 V-Belts that will take 
care of 887 different household requirements. 
Man, that’s really versatility ! 


















Not only will the “Eye-Ful” Tower bring 
new business to your store, but it'll return a 
clear profit of $14.01 on a $21.01 invest- 
ment. Order the Gilmer “Eye-Ful” Tower 
Belt Assortment No. 350, today. 


L. H. GILMER COMPANY 


TACONY, PHILADELPHIA 35, PA. h 


gin 




































L. H. GILMER CO., Tacony, Phila. 35, Pa. 

Gentlemen: Send me the complete Gilmer “Eye-Ful” Tower Belt 
Assortment No. 350 as follows: 

1. 35 assorted V-Belts for household appliances 

2. Gilmer Handimeter (patented) for quick measuring of belts 
3. Display Stand, Sign, Inventory Form 

4. Useful Gilmer Catalog—"America’s Belt Bible” 

Bill me $21.01 through your nearest jobber. 


NAME 





ADDRESS. % 
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NAIL HOLDING 
HAMMERS 


Factory: Little Falls, N. ¥ 


HENRY CHENEY HAMMER CORPORATION | Seles Office: 217 Broedwey 


ew York City 
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A, Christmas time, 


the 84-year-old hardware firm of 
Morehouse & Wells Co., Decatur, 
Ill., is particularly well fortified to 
sell gifts which are suitable for 
every member of the family, and 
careful plans are laid far in ad- 
vance of the holiday season to 
place the firm in a commanding 
position to cash in on the Christ- 
mas trade. 

Markets are thoroughly combed 
and investigated. The advertise- 
ments of manufacturers are con- 


sulted, promotional _ literature 


studied and catalogs investigated. 
Adequate stocks of the various as- 
sortments and articles decided up- 
on are ordered so as to have a 
large array of gifts for men, 
women, children, the home, a good 
selection of table decorations, and 
the customary Yule-tide festive 
trimmings, wrappings accessories, 
etc. 

Advertising campaigns are 
mapped out and prepared well in 
in advance, so that they can be 
quickly launched without con- 
fusion, when the time comes to 
push the sale of gift merchandise. 
The firm views this as an impor- 


Morehouse & Wells Co., Decatur, Ill, gets 
head start on the holiday season and keeps 
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plugging for increased sales and profits 


Here is a section of the store's corner window. A glittering red curtain 
provided an arresting background for the firm’s displays from “Toyland.” 


This Firm Makes an Early Bid 
For Christmas Business 






tant step because many things can 
be overlooked during the Christ- 
mas rush, 

Electrotypes and mats of the 
various articles to be featured in 
the compapy’s newspaper ads and 
in other media, are secured from 
the manufacturers of the goods 
and advertising layouts are 
created. Special cuts are made of 
certain items or peftinent illus- 
trations not available from the 
manufacturers. 

For the most part, the firm uses 


















WATER, & MAIN & STATE STS. 









come Te Soylant 


CHRISTMAS for the youngsters you love wil be « merry Dolla. Cuddly Stvified Toys, Del Buggies, Hundreds ond 
one deed 4 thew trees ore crowded round by the new — Hundreds of Gamer, Hectic Tren, Gum. Tents. Model 
and dekghttu tovs Sante s been bind enough to bring thin Aupienes, Sporting Goods, ofc. 

year Mos! popuier = ow teyiend ore the Al Amencen 


Make Selections Early... Quantities are Limited on Many Items! 
USE OUR CONVENIENT LAY-AWAY PLAN...Small Deposit Holds Any Arties! 
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YOU ARE INVITED TO OPEN A CHARGE ACCOUNT! 


MOREHOUSE & WELLS CO. 








full-page newspaper spreads as 
large advertisements not only at- 
tract attention to themselves, but 
also afford opportunity to em- 
phasize their messages by com- 
pleteness of copy and more effec- 
tive display. 

“We look upon advertisements 
as spokesmen for the firm and we 
can’t have too many of them,” 
stated H. Ray Myers, manager of 
the company’s retail store which 
is located at a very strategic site 
in the business district of Decatur. 
“We do not, however, make elabo- 
rate descriptions of the articles ad- 
vertised. We try to stay clear of 





Last year the pillars on the main 
floor were wound with strips of 
red Cellophane with silver edges. 
Long pieces of holly gave them an 
added touch of holiday atmosphere. 


68 


long-winded copy and over-worked 
stock phrases, preferring to leave 
detailed descriptions of the goods 
and the merit of the merchandise 
to the sales force inside the store. 





Here is the full-page ad used to 
announce the opening of “Toyland” 
last year. This ad measured 153, 
in. wide and was 19%, in. high. 





“But we do strive to inject some- 
thing into each advertisement that 
will get the message read and 
studied—that will serve to estab- 
lish the point of contact needed 
and start the flow of that friendly 
feeling which prompts one to read 
the advertisement in its entirety 
with conviction and assurance.” 

The “Come To Toyland,” full- 
page advertisement is an example. 
The invitation is made more en- 
ticing through employing the fol- 
lowing two paragraphs of copy 
beneath the main caption: 

“Christmas for the youngsters 
you love will be a merry one in- 
deed, if their trees are crowded 
round by the new and delightful 
toys Santa has been kind enough 
to bring this year. Most popular 
in our toyland are the All-Ameri- 
can Dolls, Cuddly Stuffed Toys. 
Doll Buggies, Hundreds and Hun- 
dreds of Games, Electric Trains, 
Guns, Tanks, Model Airplanes, 
Sporting Goods, etc.” 
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Then comes this very significant 
statement in large bold letters: 
“Make Selections Early . . . Quan- 
tities are Limited on Many Items. 
Use Our Convenient Lay-Away 
Plan .. . Small Deposit Holds Any 
Article.” 

The rest of the advertisement is 
devoted to illustrations of 22 dif- 
ferent items with brief individual 
copy and price of respective arti- 
cles. There are no fancy ‘frills to 
the advertisement. It is such as 
can be used by any hardware 
dealer, if not in newspapers, on 
handbills, etc. There is no crowd- 
ing of items, hence each item 
stands out quite sharply. 

The following bit of copy illus- 
trates the light, sketchy, curiosity- 
arousing factor that the firm brings 
into play: “Flying Aces .. . an air- 
plane game . . . each player is a 
flying ace in charge of a squad- 
rilla. Dog fights for aerial su- 
premacy makes it popular 
$1.25.” 

This message appeared a few 
days before Thanksgiving and evi- 
dences the fact that the firm makes 
an early bid “for Christmas trade. 
Also, the public is invited to open 
a charge account. Many folks take 
advantage of it and, as a result, 
the firm’s list of customers is ex- 
panding. 

The second advertisement in the 
campaign last year was published 
on Thanksgiving Day. It was a 
full-page spread in which some of 
the goods previously advertised 
were repeated. Emphasis, how- 
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ever, was placed on the heat resis- 
tant cooking ware counter in the 
store. A display window also held 
a good showing of the ware. The 
combination of newspaper adver- 
tising, window display and the 
national advertising of the maker 
of the ware served to make for a 
most impressive tie-up. 

Such practical gifts as spice 
sets, pastry tables, shower cur- 
tains and flavor sets were featured. 
The firm’s Gadget Shop came in 
for a good play and likewise was 
stressed in a window display. 
Home styling plaques were adver- 
tised and, as the firm carries a 
selection for every room, a good 
volume of business was transacted 
in this line. 

In another advertisement, space 
saving nook tables and benches, 
hand painted mirrors, bath rugs, 
hassocks. wall Mirrors, sewing 
cabinets, magazine racks, occa- 
sional tables, unfinished furniture, 
breakfast trays, hampers, cedar 
chests and dressing tables were 





Morehouse & Wells Co. got off to 
an early start this year. This an- 
nouncement appeared on September 
20, 1943. It was 4 in. wide and 101/, 
in. high. It attracted attention. 


Unfinished furniture, end _ tables, 
wicker hampers, cedar chests, book 
cases and numerous other avail- 
able items were featured promi- 
nently on the store’s main floor. 


spotlighted. All these items were 
assembled in a special department 
on the main floor, and were 
brought into the selling picture to 
partially make up for the goods 
that the firm could not sell because 
of priorities. 

Throughout the campaign, 
Morehouse & Wells also used two, 
three and four-column newspaper 
advertisements to ever keep the 
fact before the public that the firm 
was offering all kinds of Christ- 
mas gifts. In some instances, ads 
were run in which no illustrations 
were shown. The items were mere- 
ly listed, together with prices. A 
daily outpouring of classified ads 

(Continued on page 124) 





SHOP EARLY! Don't wear yourselves out with 
last minute shopping but buy gifts now and lay 
them away till Christmas. Plan your lists care- 
fully ... then hop right to it and get that shop- 
ping done. You'll find some familiar gifts mise- 
ing, but we still have plenty to suit every taste. 


We Are Ready With 


* GAMES 


Fo: Everyon ... Young and Old... 
Game Sensations of "43 and Yesteryear 


@ Children's Furniture 

@ Adorable Dolls 

@ Stuffed Animals 

@ Wood Toys 

®@ Children's Books 

@ Authentic Plane Models 

@ Army & Navy Guns, Tanks, 
Bombers, Tracks, etc. 

© Sporting Equipment 


Morehouse & Wells Co. 


83 Years in Decatur 
Water, East Main and State Streets Phone 4231 



























In Westfield, Mass., the Atwater-Hamilton Hardware Co 
used commercially made backgrounds and small deco- 
rated trees for holiday atmosphere. Toys and games, etc., 
were shown in pleasing fashion and each had a good- 
sized price tag. Infant toys were along the sidewall. 


Dinnerware, glassware and other 
gift lines are year ‘round good 
sellers at Charles W. Walmer'’s, 
Wilkinsburg, Pa., and the store 
uses displays for the Yuletide 
which are similar to the ones 
featured throughout the year 
Wreaths and bells add a touch 
of Christmas to the display 


Weber & Furman of Rockford, Ill., featured a 
window that suggested a number of new items 
on sale at the store for Christmas gifts 
They included mirrors, pictures, globes, wall 
plaques and novelties. Customers liked it 


A fireplace made of wallboard and covered 
with brick crepe paper served as a center- 
piece around which a wide variety of toys 
and gift goods were shown in this window 
of the Ace Hardware & Paint Co., Chicago 
Heights, Ill. The wall at the end was cov- 
ered with Christmas paper on which was a 
poster depicting a winter scene. Banners 
and streamers also added a holiday touch 
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Yuletide 


Last "year, Mendelsohn's, Waltham, Mass., fea- 
tured many items which were in a wide price 
range. Cotton “snow” on the floor, numerous 
paper icicles and a village scene atop the 
window served to attract people of all ages. 


A large Santa Claus cutout and a cowboy suit 
display gave additional interest to this win- 
dow display of the Elyria Hardware Co., Elyria, 
Ohio, below and called attention to the firm’s 
year ‘round toy section on the second floor. 


The Bohn Hardware Co. of Woodstock, Ill., had 
a mechanical Santa Claus at a workbench 
surrounded by tools. When the current was 
turned on, Santa moved back and forth and 
created the illusion that he was actually 
making toys. The display created a lot of 
interest, especially among the youngsters 


Shown at the left is one of two 
toy windows used during the 1942 
holiday season by J. B. Rudert's, 
Tarentum, Pa., which is 2] miles 
from Pittsburgh. Stanley Rudert, 
speaking of holiday plans, says, 
“We install window displays just 
after Thanksgiving and feature 
educational toys for youngsters 
of six years or older, steering 
away from 5 and 10-cent items. 
We try to get Pittsburgh's wide 
variety on a smaller scale.” 











This 


Ballay says 





Pressed for time last November, M. L. Ballay, 
Ambridge, Pa., made this very simple display 


which featured dolls. Each doll had a price 
tag but other toys were not so marked. Mr 

Quality seems to be the most 
important thing to doll purchasers. The 


day after Thanksgiving this window helped 


more than $300 in toys and dolls 





window, decorated with tinsel and featuring a 


Christmas border at the top, concentrated on house- 
hold gifts and brought business to the Ridgewood 
Hardware Co. of Ridgewood, N. J. The gifts were set in 
among holly leaves and were sprinkled with “snow.” 





This simple, yet attractive, doll 
and juvenile furniture display 
helped the Charleroi Hardware 
Co., Charleroi, Pa., sell more than 
150 dolls priced from $1.19 to 
$4.50. Stephen Fabian says, “Doll 
windows bring. in customers for 
both toys and dolls. Eighty per 
cent of those who came into the 
store because of this display 
bought not only dolls but toys.” 








Window 
Displays 


For the Yuletide 





Christmas banners and .pennants announcing 
the store as “Headquarters Toys and Holi 
day Goods” and small wreaths put the Yule- 
tide touch in this display of a branch of the 
Waite Hardware Co., Worcester, Mass. Price 
tags of goodly size were used to advan 
tage throughout the display. Blackboards 
bearing sales messages .were also used 
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Parker's featured practical merchandise in 
the 1942 Christmas season as these windows, 
full of presents for the home, will testify. 








Available Items Boosted 
Parker's Holiday Sales 


= cash 


sales, than usual, a great increase 
in “layaways” (mostly paid for in 
advance) and emphasis on avail- 
able housewares featured the 1942 
Christmas merchandising activities 
of Parker Hardware, Fairfield. 
Ala. 


rT erst 
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The manpower problem in this 
store was solved by the employ- 
ment of saleswomen who proved 
invaluable in arranging attractive 
displays and keeping them attrac- 
tive with good housekeeping. A 
further help was the fact that at 
least 75 per cent of the merchan- 
dise was within eye level of the 
customer. Most of it had price 


tags and’was within easy reach of 
most people. The store was vir- 
tually turned into a home furnish- 
ing bazaar, available items in 
wood, glass, clay and textiles be- 
ing featured. These displays were 
supplemented with displays of 
such metal goods as were on hand. 
As it is, the store has gone heav- 
ily, in recent years, for the sale 


Practical housewares gifts 
rang the cash register for 
Fairfield, Ala, firm in 1942. 
Great increase in “layaways” 


















The “Bath Shoppe.” located well toward the front, produced Christmas sales. 


of homefurnishing items and so. 
naturally, featured such goods for 
holiday gifts. 

Items featured for Christmas 
gifts, at the store, included glass- 
ware and pottery for both kitchen 
and dining room, together with 
novelties for other rooms. In this 
particular section, glass coffee 
makers at $3.98 made a particular 
hit. There was very good profit in 
the sale of mirrors, the larger 


numbers being installed direct by 
contract with a local glass com- 
pany. 


“Bath Shoppe” Popular 


The store’s regular “Bath 
Shoppe” was converted into an 
up-front Christmas gift center 
which paid good dividends. Bath- 
room hamper baskets for soiled 
linens were sold by the dozens. 





L. W. Parker looks over some of the “layaways”-profit-bringers in 1942. 





Bath stools, shower curtains, bath 
scales, floor mats, soap dishes and 
other related lines also went over 
well. 

Next in demand, perhaps, were 
table lamps mostly with china 
bases. A number of these lamps 
were kept lighted all during the 
Christmas season and added a 
cheerful note to the gift displays. 


Gifts for Servicemen 


While emphasizing merchandise 
having an appeal to the ladies, 
L. W. Parker, proprietor, was not 
unmindful of the fact that many 
women wanted to buy presents for 
boys in the service. So there was 
a “For Him” gift section includ- 
ing billfolds, money belts, service 
kits, shaving kits, pen and pencil 
sets, military comb and_ brush 
sets. And to aid in the shipment 
of such merchandise to those in 
the armed forces, regulation ser- 
vice shipping cartons at 10 cents 
each were also offered. For the 
youngsters there was a good col- 
lection of wheel goods which 
were supplemented with “Victory” 
type wooden toys and a very com- 
plete doll display. 

Following the store’s custom, 
1500 four-page circulars in colors, 
furnished by a leading hardware 
jobber, were distributed. News- 
paper advertising was also freely 
used to feature “Victory” items. 
For example, the company adver- 
tised several specials including a 
glass coffee cart at 25 cents and 
a 2-lb. box of chocolate candy at 
79 cents. 

More merchandise was bought 
on a cash basis than ever before 
and there were also more “lay- 
aways.” Customers frequently paid 
for merchandise in full at the time 
of purchase, asking that they be 
put with the “layaways” because 
they feared they could not depend 
upon the items being available at 
a later date. Because of the in- 
crease in “layaways” a system had 
to be devised to take care of and 
catalog them. Bins were erected 
and numbered to correspond with 
“layaway’ ticket numbers. The tick- 
ets were divided into three parts, 
one for the customer, one going to 
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the office, the third remaining 
with the merchandise until deliv- 
ered to the customer. 

L. W. Parker, in commenting 
on his selection of Christmas mer- 
chandise last year, says: “To find 
out what to sell for Christmas a 
hardware dealer has only to visit 
the housewares department of a 
department or variety store. As a 
matter of fact, I go in pretty heav- 
ily, the year ‘round, for impulse 
type merchandise which has 
strong feminine appeal and which 
sells largely for cash. Now that 
many hardware items cannot be 
obtained, this line of merchandise 
fills the gap very nicely.” 





LECTRIC trains have been 

standard equipment for 
Christmas window displays for 
many years but the trains that 
were displayed in the window of 
the Ridgewood Hardware Co., 
Ridgewood, N. J., during the 1942 
Christmas season, have an inter- 
esting story behind them. 

The two sets of trains were built 
by Leon Samuels, buyer for the 
company, as a hobby and, after 
their installation in the window of 
the store, proved to be a very 
profitable hobby indeed. The dis- 
play brought the attention of pas- 
sersby to the items shown in the 
window and, in many cases, re- 
minded them of some toy they had 
forgotten to purchase. Many of 
the store’s customers asked to be 
allowed to operate the trains and, 
when it was discovered that the 
trains were built by Mr. Samuels, 
he was swamped with inquiries. 

These trains, which-were built 
of metal and wood, took over two 
years to complete. Each was built 
to scale, 14 in. to a foot, and oper- 
ated on two rails. The passenger 
set included, eight cars in all, and 
weighed over 59 Ibs. The freight 
train set contained engine, coal 
car, box cars, flat cars, caboose, 
an 18-car load in all, weighing 69 
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Chinaware and giassware occupied a prominent place during the holidays. 


A Hobby Brought Increased 


Sales at Christmas 


lbs. Mr. Samuels even went so far 
as to put lights in the Pullman cars 
and the caboose. 

One locomotive alone took three 
months to build at a cost of $185. 
The ties for the tracks required 
three-and-a-half days to complete 
and in the track for these trains, 
there are 300 ties and over 1,200 
spikes. The workings of the trains 
were bought by pieces and then 
filed, assembled and painted. 

The tanks and other army equip- 
ment shown on the flat cars, were 


wes 


sent from England, where they 
were hand-made by Mr. Samuels’ 
uncle. All of this equipment also 
was built to scale and all were 
amazingly exact in their workings. 
The tractors of the tanks actually 
roll, the turrets revolve, and the 
guns, flashlights, trucks and cars 
can be operated. 

According to Mr. Samuels, toy 
sales during the 1942 season 
passed all expectations. Many of 
the items carried by the company 
were sold weeks before Christmas. 





These trains helped attract customers to the Ridgewood Hardware Co. 
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The Union Hardware Co. of Ashland, 
Ohio, added to the appeal of gift 
goods by showing them in sidewall 
fixtures which resembled colonial 
windows. Upright wood strips were 
attached to the shelves at 12-in 
intervals. Background, shelves and 
strips were painted white. Spruce 
branches were used for decoration 
on edges at the tops of the fix- 
tures. An extremely wide variety 
of gift items was displayed here 
in a decidedly attractive manner 


The Hubert Day & Sons hardware 
store, Elyria, Ohio, features mod- 
erately priced gifts on tables 
in its housewares department. 
Large red and green signs with 
white letters indicate prices, 
The table idea has been used at 
holiday time for several years 





The Rosseau-Halliday Hardware Co., Detroit, 
Mich., featured toys and games on a battery 
of tables at the front of the store during 
the holiday season. Step-up units were used 
on these tables so that merchandise could 
be shown at different levels. The surfaces 
were covered with colorful holiday paper. 
Large holly wreaths on the posts through- 
out the store provided effective decora- 
tions in keeping with the Christmas season 




































These portable, auxiliary units 
are regular features of the dis- 
play room at Grant-Bliss Hard- 
ware Co., Charleroi, Pa. Each 
unit is equipped with spotlights 
and is in front of the regular 
shelving. Christmas candles and 
wreaths give a holiday touch 









Fine crystalware, pottery ornaments, as well 
as other Christmas gifts appealing to the 
ladies, were shown on this unit up near the 
front of the Mizener-Dryman Hardware Co., 
Port Clinton, Ohio. The lower level suggest- - 
ed a Christmas dinner table. The artificial 

trees at the top were identical with others 

used for both decoration and merchandise 






















A wide variety ‘of toys ard games 
for girls and boys, all of them 
plainly marked, was shown in this 
room in the rear of the store of 
Adam H. Claysmith, Pittsburgh, Pa. 
Although a few 25-cent toys were 
shown, the majority were from 50 
cents to $4.95. Chemical sets and 
bicycles (subject to ration) and 
different types of wheel goods 
were shown. Dolls and cuddle toys 
were at the front of the room. 






















78 


Santa Claus usually made a dramatic entrance into Woodstock 


in former years. Here's how the children turned out in 1941. 








E.. 20 years the Bohn 


Hardware Co. of Woodstock, IIL, 
has had a Santa Claus in its toy 
basement to welcome children and 
their parents, and to listen to the 
youngsters tell him what they want 
for Christmas. 

Despite the fact that 1942 was 
a war year, the Bohn Hardware 
Co. continued this practice. The 
only difference was that Santa 
didn’t arrive by train, by sled, or 
parachute,- as he did in other 





In 1942 Santa arrived quietly but 
he succeeded in arousing a lot of 
interest in juvenile Woodstock. 
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the left attracts children, 


Bohn holiday windows appeal to the entire family. The one at 
and the other interests grownups. 


Institution at Bohn’s 


Woodstock, Il, firm has made this 
promotion a community event. Last 
year 1600 people awaited Santa's 
arrival. It cost Bohn’s only $50 


years. He just slipped in the back 
door and soon was found in the 
basement toy section by hundreds 
of boys and girls. 

The Bohn Hardware Co. annual 
Santa Claus promotion usually is 
the biggest event for kids in the 
Woodstock area. Despite the lack 
of elaborate fanfare .in 1942, 
more than 1600 people visited 
Bohn’s to see and talk to Santa 
the first Saturday he was in the 
store. Of this number, about 1000 
were children. Children look for- 
ward to Santa’s annual December 
visits, for he comes every Satur- 
day for three Saturdays in a row 
before Christmas. Some of the 
parents who bring their children 
to see Santa today are folks who 
when children themselves came to 
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the Bohn Hardware Co. to see 


him. 

Every child who comes to visit 
Santa at the Bohn Store usually 
gets a little candy and a small gift 
book. Ernest Bohn states that the 
entire Christmas promotion costs 
about $50 and is well worth it, 
because it brings many customers 
and gets fine publicity in and 
about Woodstock. 

The local newspaper always 
gives plenty of valuable publicity 
to the arrival of the Bohn Santa 
Claus. In 1942 Santa and Bohn’s 
got a long front-page story which 
shows how valuable such a pro- 
motional idea can be when de- 
veloped regularly. 

“In 1942 we had Santa arrive 
at our store in a quiet manner. 








because of the war,” says Ernest 
Bohn. “Other years he arrived by 
fire truck, by parachute from 
airplane or by sled, but the young- 
sters were just as excited about 
his visit this year. Even if the 
war is still raging next Christmas 
we intend to have Santa come to 
our store, because he is needed in 
this world. 

“In our store on the Saturdays 
Santa is here, our aisles are pack- 
ed with children and their parents, 
and all of them inspect our toy 
stock after they have told Santa 
their secrets. We think this stunt 
is one of the best we have ever 
promoted, and the fact that we 
have been doing it for twenty con- 
secutive years adds weight to its 
pulling power.” 

















contact was made the 





Sound, color and light 
were combined in the 
hcliday greeting which 
was upon a ledge over 
the downstairs repair 
shop of Scarborough & 
Klauss, Pittsburgh, Pa 





Lights illuminating the 
sign were turned on 
and off by means of a 
‘magic eye” unit in 
sides of tables When 


Leominster Hard- 
ware Co., Leomin- 
ster, Mass., kept 
table displays of 
other goods intact 
by placing this 
auxiliary shelving 
over the tables so 
thot merchandise 
underneath was 
accessible. 
Shelves were of 
half-inch lumber 
and were covered 
with decorative 
Christmas paper 











Add temporary shelves in open platform 
spaces to secure extra display space for 
holiday merchandise. Cover background 
of the open case with a colorful Christmas 
paper before installing the shelves. The 
shelves should be painted white, making 
a good background for the toys displayed 











chimes on the wall rang 
while the lights flashed 
on and off. The illustra 
tion of Santa Clau: 
above the sign was in 
color. Howard Klauss 





son of one of the propri- 
etors rigged up the sign 
not only for Christmas 
but for other displays at 
all times of the year 


Square platform 
spaces in center 
of the floor can be 
fitted with step-up 
units in the shape 
of a pyramid. In 
this way, consid- 
erable additional 
space may be 
obtained for the 
showing of holi- 
day toys, games 
and other articles 
which are in de- 
mand throughout 
the holidays. 
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Moore & Moore, Newton, Mass., used this 
auxiliary unit to display toys without dis- 
turbing drawers of builders’ hardware, etc. 
Dolls are in a two-shelf unit and stuffed 
toys in a three-shelf unit. Each unit is 
painted pink and blue and is supported by 
three hinges. Tney were removed after Xmas 
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Charleroi Hardware Co., 


Charleroi, 


Pa., called attention to certain spe- 


cific items and quoted prices. 


Many 


of these items will be unobtainable 
This ad was 6}/2 in. wide 
and 1734 in. high. 


this year. 
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DESK & CHAIR 
$10.89 
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$1.19 
Charleroi Hardware Co. 


Convesient | To Free Parking 


CHAPLERO! 











Come On 
Up, Folks... 
The Shopping’s 
FINE! 


We've turned our store over to 
our old friend, Santa Clans, and 
he says: “HAPPY GIFT DAYS 
ARE HERE AGAINI” We're 
ready to make your shopping es 
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Mytinger & Young of Amridge, Pa., 
used this general announcement to 
good advantage. Brief copy and 
eye-catching illustrations did the job 
It was 6 by 13% in. in size 


Hanssen’s in Davenport, Iowa, 
gave the location of various 
slasses of gifts in this 4 by 
41/,-in. ad. Good typography 
and brevity caught the eye. 








—— ae) 
SETTING FOR A 


RIGHT CHRISTMAS 


anita? WARREN’S 


CHINA, GLASSWARE, SPARKLING 
DECORATIONS FOR TABLE AND 
HOME ARE WAITING TO BRIGHT. 
ON YOUR PLACE FOR CHRIST. 
MAS. COME EARLY AND SEE 
THESE FINE VALUES — You'L 
WANT A LOT For vouRsEr 
AND PLENTY OF OTHERS TO USE 
AS GIFTS FOR YOUR FRIENDS. 





lay 
stre 


Hersey quai at will win the approval of 


WINE GLASSES 
SHERBET GLASSES 
COCKTAIL GLASSES 
CHAMPAGNE GLASSES 
FOOTED GOBLETS 

10 OZ. FOOTED SODA 
8 OZ. SODA 

12 OZ. SODA 





RERRES ES 


Punch Bow! Sets 


Comat of 
1 LARGE PUNCH BOWL 
12 CUPS 


SERVER AND 
vay"? $4500 





2 Light Candlesticks, $1.75 
Floral Bowls, $1.75 























J.M. WARREN & CO. 


Hardware - Paint - Housewares 
RIVER ST. at BROADWAY 


SD sto PHONE TROY 1980 











J. M. Warren "& Co., Troy, N. Y., con- 
centrated on housewares and also 
quoted prices. Good arrangement 
and white space counted. This ad 
was 6 in. wide and 18!/ in. high 


HANSSEN’S 
Will Be Open 
Saturday Night 





* 

Christmas Gifts Galore al Hanssen’s! 

+ Ist Fleer — — 1rd Floor — 
© SPORTING GOODS © HOUSEWARE 
@ SHOE SKATES @ TOYS—GAMES 
© ABSeEsT. complete fino a 
© CUTLER — 4th Floor — 
@ NUTS and NUT MEATS @ GARDEN TOOLS 

vo the ver © SKIS 

— 1nd Floor — ¢ TABLE TENNIS 

@ TOOLS for ALL TRADES . TABLES 
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Hardware Store Advertising for the Holidays 





TOYLAND --- JOYLAND 
? Friday, Nov. 27 
L A. SCHMIDT & SON 
Santa's Headquarters 
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Skate Stree 
Shin and Poke Sete for the OMS ae 


psons 
Bowling Alley Ve to 91.25 
Medel Airplanes te to 78 
Black Boards 98 
Pedal Kare 


Pe 
pace $1.19 10 910.98 
TOYS and GAMES 
in « Wide Renee 
af Prices 





Plenty of items 
were featured in 
this ad which was 
used by the firm 
of A. A. Schmidt 
& Son, Hartford, 
Wis. . Prices were 
given and illustra- 
trations were 
used. The ad was 
814 by 17% in. in 
size. Toys were 
emphasized 








Everybody's Talking 
About Besutitel 











The Fortuna Hardware Co., Fortuna, Cal., 
made housewares, dinnerware and glassware 
“tops” in this 9 by 1134-in. ad. The legend at 
the top stopped ‘em—the copy did the rest. 























361 Centre Street 


MOORE & MOORE, Inc. 
_ 794 Washington St. 
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Leominster Hardware Co., of Leo- 

minster, Mass., made its sporting NY a 

goods and toys the highlights. This 
ad was 814 by 131/2 in. in size. 





fo Pnother 
THE MIZENER - DRYNAN HOW. 











This holiday announcement of Moore & Moore, Inc., of 
Newton, Mass., told its story briefly and effectively. 
Stressing its “Toyland” opening, it also reminded gift 
givers of Mother. It was 814 in. wide and 4 in. high. 





Mizener - Drynan of 

Port Clinton, Ohio. 

used ads like this for 

every member of the 

family throughout 

the paper. They were 
4 by 2 inches. 
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HOW TO KEEP FRIENDS 


AND INFLUENCE PROFITS 





Sell these Perfection Wicks and Replacement Parts now! 


FOR USE ON ALL PERFECTION OIL ROOM HEATERS 






No. 500 WICK 


for use on all 


: No. 5130 
er No. 1074-1 FLAME 
Boaters, PYREX GLOBE SPREADER 
for models 1710, for all Perfection 
1711, 1712, 1713, Kerosene-burn- 
1714, 1715, 735. ing RoomHeaters. 





You can keep your FRIENDS—and make PROFITS, too—if you help keep 
Perfection Oil Heating Equipment: in action by selling genuine PERFECTION 
WICKS and REPLACEMENT PARTS. 


THE FRIENDS: customers who look to you for the Perfection wicks and 
replacements that will keep their Perfection Oil Heaters giving the high- 
quality service built into them . . . and who'll come back for new Perfection 
products after the war. 


THE PROFITS: A good volume of cash business right now, for Perfection 
wicks and replacement parts are more in demand than ever today! Help 
America solve a serious heating problem this winter! Dress up your counters 
with displays of these fast-selling Perfection wicks and replacement parts. 
Order now from the nearby Perfection District Warehouse. 









STEEL 
RESERVOIR 
complete for 
models 525, 1525, 
1527, 1530, 1630, 
1632, 1635, 1692, 
730, 735. 


ee 


FOR ALL 
SUPERFEX HEATERS 





No. 457A-2 DRAFT REGU- 
LATOR: AND TEE — 6-inch 
size — for all Per fection-made 
Fuel Oil-burning Space Heaters, 
except 1029, 1030, 1039, 1049, 
1050, 1249, 1250. 


The War Production Board has authorized us to manufacture 
a limited quantity of Model 525 Perfection Portable Oil- 
Burning Heaters for distribution to consumers. We expect 
that shipments to our dealers will start during late October 
and November. Your orders to our nearest Perfection 
Branch Office must be accompanied by Ration Certificates. All 
orders will be filled in the order in which they are received. 


PERFECTION STOVE COMPANY ‘iiciists” sis ZA\. 


In Peacetime, THE WORLD’S LARGEST MAKERS OF OIL-BURNING EQUIPMENT FOR THE HOMI 
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The purpose of this club is to 
exchange ideas and information. 
Take part by submitting your 
successful ideas for publication. 





HARDWARE AGE 


More About Color in Merchandising 


EN, women and children, 
M we are told, have prefer- 

ences in colors and they 
are not as similar as one might 
imagine. It is well to know what 
these are since they should be 
considered in developing window 
displays designed to appeal to 
each group. 

Men prefer these colors in the 
following order: blue, red, violet, 
green, orange, white, and yellow. 
Women, on the other hand, prefer. 
red, violet, green, blue, orange, 
white, and yellow. Children pre- 
fer blue, red, yellow, green, white, 
and black. This does not neces- 
sarily mean that intense blues or 
intense reds are most popular. 

Generally speaking, men like 
strong colors and react to vivid 
hues; women, on the other hand, 
seem to prefer lighter shades such 
as the pastels. 

Certain colors are characteristic 
of each season and serve to give 
windows seasonal atmosphere. 
Some of the colors closely allied 
with seasons of the year are as 
follows: 

Spring—Delicate colors are the 
rule here. Pastel shades of pink, 
pale yellows and light greens. Blue 
and white and green and white 
can be used to express coolness. 

Summer—Darker and brighter 
shades of green, pink, yellow and 
blue. Here blue and white and 
green and white can be combined 
to denote coolness. 

Autumn—Follow the colors in 
nature at this time of year. Bright 
yellows, browns, orange, blue and 
purple. Use va- 
rious shades of 
each. Strong col- 
ors can be used 
advantageously 
during this sea- 
son. 





W inter—Holiday colors will be 
used in most trims during the 
early part of this season. They are 


holly-red and holly-green, dark 
blue, and white. 
Understand color harmony thor- 





October Contest 


“What Do You Know?’ 


Win a $25.00 War Savings Bond 
By Answering These Questions Correctly 


1—Some merchants insist that sales slips be made out for 
both cash and charge sales; others feel that slips for charge 
sales are sufficient with cash sales recorded direct in the cash 
register. Which procedure do you favor? Give several reasons 
for your views. 

2—Determine how much the following business has invested 
in accounts receivable. Total sales for the year were $32,000, 
of which $17,000 were cash sales. During the year the business 
had an average of two months’ credit business outstanding on 
the books at all times. Show all your calculations to prove 
your answer. 

3—Do you think institutional advertising in newspapers is 
practical for the average retail hardware store? Give several 
reasons in support of your views. 

4—A dealer handles a popular priced glass bowl set retailing 
for 39 cents. The ideal monthly stock established for the item 
is 24 sets. On Aug. 1, when he took stock he had 12 sets on 
hand, so he ordered 12 sets. On Sept. 1, he had two sets on 
hand and ordered 24 sets. On Oct. 1, he had six sets on hand. 
How many bow! sets should he order at this time to bring his 
stock up to the ideal stock? The bowl sets come packed in 
12, 18, 24, and 48 sets in a carton. 

5—In your opinion, where should the office be located in the 
retail hardware store? Give several reasons for your views. 


CONTEST RULES 





Harpware Ace will give a $25.00 
War Savings Bond for the best paper 
submitted in answer to the above ques- 
tions. Entries must be received not 
later than Oct. 31, 1943. The winner 
will be announced and correct answers 
to questions published in the Nov. 25 
issue of Harpware AcE on the Retail 
Sales Idea Club pages. In case of ties, 
duplicate prizes will be awarded. De- 
cisions of the editors will be final. All 
material submitted becomes the prop- 
erty of Harpware Ace. 

1—Just write your answers to ques- 
tions on a sheet of paper and mail to 
Harpware Ace Retail Sales Idea Club, 





100 East 42nd Street, New York, N. Y. 

2—Be sure your own name and ad- 
dress is written on the paper, as well 
as the name of your company. 

3—Write the name of the contest— 
October “What Do You Know?” Con- 
test—on your entry. 

4—Only individuals who have regis- 
tered for membership in the HARDWARE 
Ace Retail Sales Idea Club are eligible 
to participate in this contest. If you 
are not a member, you can become one 
by filling in the simple registration 
form shown on these club pages and 
mailing it to the Club. There is no cost 
for membership. 
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You receive $1.00 for each idea 
considered worthy and’ accepted 
for publication. Watch these 
pages of successful ideas. 














oughly, know the colors that will 
best show off your merchandise. 
Know the colors that will influence 
customers favorably under vary- 
ing conditions, and you will have 
a knowledge that will be most 
helpful to you in merchandising 
in the retail hardware store. 

x * * 


Show Storm Door 
On Platforms 


A good way to show a number 
of types of storm doors in a lim- 
ited space is to arrange them on 
a platform. Place them at a 45- 
deg. angle and space them approx- 
imately 8 in. apart. Nail two 
pieces of half-round molding to 
the platform along the bottom of 
the door to support it and keep it 
in place. Fasten an angle plate to 
the door and to the platform 
background to hold the side of the 
door in an upright position. 

To help the display do a selling 
job in itself, fasten show cards on 
each door, listing size of the door. 
retail ceiling price, also give cost 
of recommended hardware for the 
door. Extra sales can be made of 
paint to finish the door if this 
data is mentioned on the card. 


Copy this form on a penny 
post card if more than one 
form is necessary. 


















A card of this type will also be them to suggest the additional 
helpful to salespeople and remind items to their customers. 





Retail Sales Idea Club 
Contests to End 
With October Event 


The October “What Do You Know?” Contest, the sixth in that 
series, probably will be the final contest to be sponsored by the 
HARDWARE AGE Retail Sales Idea Club for the duration of 
the war. This will bring to a conclusion the program of contests 
which the Club has conducted for a period of more than two years. 


The Editors of HARDWARE AGE, who have acted as judges 
in these contests, have deemed it wise to postpone the monthly 
contest program temporarily until the time when conditions have 
become more normal, when those who are absent with the armed 
forces have returned and those who have remained will be operat- 
ing under less strenuous business conditions. The original idea of 
these contests was to aid in making better salesmen. Salesmanship 
is not the outstanding problem of today.. There are.other problems 
of a more pressing nature. 


HARDWARE AGE will continue to devote one or more pages in 
each issue to Retail Sales Idea Club activities. Ideas submitted 
by members will be published as in the past and other information 
of an interesting, helpful and educational nature will be published. 
Members, who can, should continue to submit ideas which they 
have actually used and found helpful. HARDWARE AGE will con- 
tinue to pay $1.00 for each of these ideas which is accepted for 
publication. 





YOU PAY NOTHING 
Any Retail Hardware Employee May Take Part 


Just Register—Paste Coupon on Penny Postal Card—Mail Today 


REGISTRATION FORM 
HARDWARE AGE 
Retail Sales Idea Club, 
100 E. 42nd Street, New York, N. Y. 


| hereby register for membership in the Hardware Age Retail Sales Idea 
Club. | am a reader of Hardware Age and would like to take part in the activ- 


ities of this club, as often as | can. 











Name 
Firm St 
City State 





| am submitting the following idea which may be of interest to other mem- 


bers of the club. 
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TO INSURE PRODUCTION OF 
FURNACES for the coming winter 
WPB’s Plumbing and Heating Division 
recently informed manufacturers of cast 
iron and steel furnaces that an amount 
of steel, necessary to produce their 
quotas, was being set aside for them. 
The manufacturers were notified by a 
letter from the division on Sept. 4. 

In connection with OCR, National 
Housing Agency, and the WPB Steel 
Division this action was taken to offset 
the pressure for new furnaces and to 
assure production for essential users. 

A survey was taken to determine the 
amount of steel the manufacturers 
would require. Then the Steel Division 
directed the steel mills to set aside 
the amounts specified. The steel will 
be taken from mill accumulations. 

This action ear-marks definite allot- 
ments of mill accumulations pending 
orders from furnace manufacturers. To 
provide for prompt delivery and to 
minimize the haulage problem the Steel 
Division selected mills for their proxim- 
ity to the manufacturer whose _allot- 
ments they would hold. The manufac- 
turers were also directed to order their 
steel from a definite mill. 

The allotments were held until Sept. 
16. After this date they may be sold 
to anyone. OCR is anxious to have the 
steel delivered in Sept., so furnaces can 
be produced in Oct. 

This procedure was established for 
the manufacturers’ benefit to guarantee 
enough materials to fulfill the furnace 
program. The allotments will cover the 
small amounts of steel needed for the 
cast iron type, as well as the several 
hundred pounds required for all-steel 
furnaces. 

Just how many furnaces will be able 
to be produced was not learned, but it 
is presumed that OCR’s reports on the 
situation will determine the quantity. 
The tonnage required was met by the 
directives from the Steel Division. 

Government officials believe that they 
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By L. W. MOFFETT 


Washington Representative 
of Hardware Age 


have now done their part toward guar- 
anteeing the production of furnaces, 
and expressed hope that manufactur- 
ers would make full use of their allot- 
ments. 


x * * 


FURTHER CHANGES in L-216 
to permit the manufacture of certain 
additional files and rasps for the ex- 
port market were suggested at a meet- 
ing of the Industrial File Industry Ad- 
visory Committee, with representatives 
of the Tools Division of WPB in Wash- 
ington. 

Members of the Industry Advisory 
Committee asked that consideration be 
given to a proposal to permit the manu- 
facture of various types of files for 
export that do not appear on Schedule 
V, annexed to L-216. This request was 
based on the fact that the files required 
in certain foreign countries differ from 
those used in this country. 

As a means of reducing the number 
of sizes of steel that would have to be 
rolled for files, committee members also 
suggested further simplification _ per- 
taining to file dimensions. Instances 
where slight changes in file dimensions 
would bring about this result are half 
round files and rasps, hand files, and 
pillar files. A proposal was also taken 
under consideration by the Tools Divi- 
sion to revise the provision of Schedule 
V on the length of files for ignition 
coils. It was suggested that the length 
of coil files be fixed at from 344” to 
51%” overall. 


Franz T. Stone, Chief of the Indus- 
trial Specialties Branch, Tools Divi- 
sion, was the presiding officer of the 
meeting. 

x * * 


AN AMENDMENT TO ORDER 
L-308 to permit increased and con- 
tinued production of home food de- 
hydrators does not seem likely, accord- 
ing to the latest reports from WPB. 
Amending the order seemed a possi- 
bility when it was learned that WPB 
has been sending questionnaires to 
manufacturers asking for figures on in- 
ventories of unassembled parts for 
dehydrators. 

A further check revealed that this 
survey was being taken on behalf of 
the Department of Agriculture in order 
to get as much material together as 
possible for a plan the Department has 
under consideration. This plan would 
have various youth groups, such as 
4-H clubs, throughout the country as- 
semble as many dehydrators as avail- 
able materials’ and parts would permit. 
The dehydrators thus produced would 
be mainly for farm use, and ready-made 
parts would be used for any that might 
be lacking in existing inventories. 

Informed sources believed the action 
to be largely due to the reluctance of 
some manufacturers to produce domes- 
tic home food dehydrators. 

Along with this news comes word 
that OPA is preparing a pricing regu- 
lation which would cover the dehydra- 
tors that have been produced, as well 
as new production, at all levels. Since 
the item is a new one and there are no 
available trade standards to work from 
it may be several weeks before the 
regulation is issued. 

The Committee on Economic De- 
velopment, which has issued many in- 
structive reports on the post-war indus- 
trial world, will soon issue one on 
hardware planning in the post-war 
world. It will supposedly be based on 
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“One of the things that make LUCAS outstand- 

ing,” says a prosperous p4int dealer, “is that 

they’re always on the jolf with smart, exclusive merchandis- 
ing ideas to help a dealér get new customers and sell more 
paint to his old custonfers. Now, take for instance this new 
exclusive LUCAS PAINT HINTS PACKET — a deck of 
cards in a convenient/container, which describe and illustrate 
how to do forty hqme paint jobs. These cards are indexed, 
tabbed and arranged alphabetically for convenient reference. 
It just makes horfe-owners want to paint things.” 

“Of course,” continued the paint dealer, “war conditions 
have regulated faint distribution so that it’s a tight squeeze 
to satisfy a customers today ... and maybe you think we 
shouldn’t encéurage additional paint business. But that’s just 
what I like About Lucas... they continue to provide dealers 
with sure-fire sales stimulants just as though times were nor- 
mal... ad we Lucas dealers are certainly going to be fully 
prepared when Victory brings back norma} business. Lucas 
looks afead!” We shall be pleased to forward you our Fall 

Advertising and Merchandising 
Program. Just mail coupon below. _ 


Awarded by 
The Maritime Commission 


For Continved Meritorious War Production 
RO UE EE 


John Lucas & Co., Inc. HA-10-43 
322 Race Street, Philadelphia 6, Pa. 


Gentlemen: I like your wide-awake Merchandising Policy. 
Send me your illustrated Brochure showing Lucas Adver- 
tising Helps, 


NAME. 
ADDRESS. 





@ Great Name in PAINTS 
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JOHN LUCAS & COMPANY, INC. trices tacronies, warehouses in pRINciPal cits 
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a survey of several thousand segments 
of the trade. The report is expected 
very shortly. 

xk * 


“WITH THE PRESENT WAR 
SITUATION it is absolutely neces- 
sary that we have a sales tax to tem- 
per inflation, and, incidentally, to help 
raise some revenue.” Representative 
Taber, Republican, New York, pointed 
this out to Harpware AcE as his view 
in regard to the raising of new revenue. 

Since Congress has returned to Wash- 
ington and has turned toward the prob- 
lem of raising additional revenue, many 
plans have been suggested. 

Mr. Taber, ranking Republican mem- 
ber of the House Appropriations Com- 
mittee, was the first leading Republican 
to advocate a sales tax since the Presi- 
dent asked for new billions for war pur- 
poses, and it caused a stir in Capitol 
Hill tax circles. 

Mr. Taber proposed a 10 per cent 
level for a Federal retail sales, and 
believed that it would probably yield 
$5,000,000,000 or less. He would have 
the sales tax in force only for the dura- 
tion of the war. The New Yorker 
coupled his advocacy of a retail sales 
tex with a suggestion for rigid curtail- 
ment of government expenditures. 

Meanwhile, Senator George, Demo- 
erat, Georgia, chairman of the Finance 
Committee said that if Congress fol- 


lowed the accepted methods of taxation 
it would have to, among other things, 
increase the rates of excise taxes on 
such commodities as liquor and tobacco 
and broaden the field to take in many 
other commonly used articles. The 
Senator also said that any widening of 
the field of excise taxes would have to 
be so broad as to amount in effect to a 
form of selective sales tax. 

Senator George did not name any 
specific items but it was learned that 
he was not advancing any program. 
The Senator was merely pointing out 
one of the things that would have to 
be done if the Administration was to 
obtain the required revenue. 

Mr. Taber said that he believed in- 
creasing and broadening excise taxes 
would yield some revenue, but not very 
much. 

In support of his advocacy of a sales 
tax, Representative Taber said: 

“Present income taxes are way be- 
yond the range where an increase will 
yield more money. You can only get 
a larger return in the lower brackets.” 

Citing an example, he went on to say: 

“People have been hit pretty hard be- 
cause of the 1943 tax bill, with its 75 
per cent forgiveness. I know of one 
particular case where a man’s entire 
income would go to the government for 
the next five years. He would have to 
draw on his principal to the extent of 
$100,000 to meet his requirements.” 


Since it has always been adamant 
against a sales tax it is assumed that 
the Administration would prefer Sena- 
tor George’s suggestions, which include 
increasing and widening excise taxes, 
to a retail sales tax. 


x * * 


OPA HAS REVISED MAXI- 
MUM PRICE REGULATION 133 
covering retail sales of farm equip- 
ment, to make the regulation consistent 
with present requirements that pur- 
chasers obtain authorization to buy ra- 
tioned equipment. 

The provision which was withdrawn 
made it illegal for a farm equipment 
dealer to refuse to sell to any person 
who presented cash. OPA said that 
this provision is now inconsistent with 
rationing requirements since in many 
cases dealers cannot sell to persons who 
are not authorized by WFA County 
Rationing Committees to buy-the equip- 
ment. 

x * & 


OPA IN FOLLOWING ITS 
NEW POLICY of simplification has 
recently removed one item entirely 
from price control and is now con- 
templating lessening the paper work for 
the manufacturer as well as the dealer 
in relation to many other items. 

Controls have been eliminated from 
poultry grit and crushed granite for 
chickens. OPA based this removal on 








A NEW SOURCE OF PROFIT fo: YOU 





DUSTRIAL WORKERS 57,7 
GIENE PROBLEM 


Harmless New Hand Cleaner Zips Grease, 
Dirt, etc., Out of Pores ... Leaves Hands Soft 


Here is a product in tune with the times that will keep your cash register play- 
ing a merry tune of its own . . . Safety experts report that “Industrial Derma- 
titis” (scale, pimples, etc.) is the Number One occupational disease in industry. 
Harsh soaps and caustics, kerosene and gasoline tend to aggravate these 
symptoms. Now comes ONCO HAND CLEAN—remarkable cleansing cream 
that gently dissolves and lifts grease, grime, paint 
and ink out of the creases and pores of the skin 
without the use of soap and water. Just rub it on— 
and wipe it off with a soft cloth or piece of cotton 
waste. Cleans beautifully, leaves hands soft, and 
does not injure the most delicate skin. Comes in 
generous 11-ounce jars and at a popular price. 


G.W. ONTHANK COMPANY 


DES MOINES, IOWA 
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Over 12 million packages sold in less 
than a year demonstrate the demand 
for TRIMZ. They’re washable. Sunfast. 
They’re easy to use. Customers simply 
dip in water and apply. Order an ALL- 
Room Opening Assortment. They’re all- 
season sellers. Colorful, new sales-tested 
designs ready for shipment. All-Room 
Assortment No. T-18 contains two dozen 
each of four 15c, twelve 20c, and four 
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JUST A REMINDER-YOU CAN MAKE NEW PROFITS 
with NATIONALLY ADVERTISED 


| TRE 


Ready Pasted Sorderw — For Pacnted Walle 


29c patterns. Cost: $57.68. Selling price 
$99.44 F.O.B. Chicago. Join the TRIMZ 
Parade for faster profits. ° 


NEW DISPLAY...FREE 


Beautiful “mass effect” sales-producing display 
of actual TRIMZ patterns for your customers’ 
inspection is available FREE with your initial 
order. This effective display fits any counter. 
Designate style TC-18 on your order. Special 
type displays for other than chain stores also 
available. Address inquiries to Dept. T-410. 


THESE NATIONAL MAGAZINES with a combined circulation of 15 million will 


carry the story about TRIMZ to women in every community. Cash in on TRIMZ now! 
LADIES’ HOME JOURNAL BETTER HOMES & GARDENS AMERICAN HOME 
WOMAN'S HOME COMPANION PARENTS’ MAGAZINE TRUE STORY 


Speed Vietory — Guy War onde 















the insignificance of the commodity in 
the national economic picture and the 
administrative difficulty of establishing 
adequate controls, 

It is expected that many other items 
which fall in the same category will 
also be removed from price control. 
The items which will soon be placed 
under the proper price controls include 
toothpicks, clothespins, wooden salad 
bowls, rolling pins, cutting boards, 
wooden knives and forks, ash stands. 
baseball bats and many other wooden 
items. These items will not be re- 
moved from price control but will be 
placed under a regulation which will 
simplify the paper work for dealers who 
stock them. 



















WMENCAM 


Customers Say: 
Dont Substitute’ 


- « S 





EXEMPTION FROM RATION 
RESTRICTIONS of L-123 for items 
of general industrial equipment fre- 
quently used on farms has been ex- 


i. 
because there is no 
a ee tended from Sept. 1 to Dec. 1 by 
subs ti tute for Amendment 1 of the order, issued Sept. 


17 by WPB. Farmers may obtain these 


AMERICAN QUALITY | items without A-l-c or higher ratings 


by certifying to their dealers that they ] 


STOVE BOLTS tl 1» 
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a American brand Stove Bolts always bring 
(Stee three bonuses: ots Kroc 
— 1. Consistently high quality . . . guarded by control WPB HAS ADVISED ALI — 
_— of materials and methods. Each piece individu- MANUFACTURERS of pai ‘ larg 
ally inspected for conformance to American , of paint, var mad 
aus standards of accuracy. _ i, a —— the oe } a 
a : . : aint, arnis an acquer ssocia- 
tame, o ae or ee Ae tion, to make certain that the best pos- mad: 
a 3. Engineering assistance .. . always ready to help sible use is made of their present sup- faste 
cn on special fastening problems. ply of steel shipping drums. A snov 
Pama That’s why more and more orders for bolts og a¥A - a —e ‘aga skat 
tani and screws are definitely marked “American reer ogy an Pipettes Bing Ss disp 
‘ vo 8 shipping containers is so limit- Chri 
— Screw Company brand . . . do not substitute”. | ed there is no assurance for sufficient , 
“tates And now customers will find still another | steel containers for packaging all pro- — 
advantage... the new American Stove Bolt | tective coatings required by the armed ae 
pea (shown below) . . . partitioned to keep services will he available. — 
Its and nuts unmixed to save customers the 
work of turning off the nuts before using. oe i: -. 
AMERICAN SCREW CO. Every Six Minutes 
Providence, Rhode Island ’ ° 
Chicago: 589 E. lilinois St. * Detroit: 5-267 Gen. Motors Bidg. There s§ an Accident 
HERE was an accidental death ostie 
every six minutes and an injury t 
| every three-and-a-half seconds dur- a 
| ing 1942, the National Safety Coun- 
| cil reports in its 1943 edition of [ ‘old 
“Accident Facts.” appl 
Occupational deaths occurred in con\ 
1942 at the rate of one every 19 a p 
minutes, the Council said, and occu- that 
pational accidents occurred every 31 next 
seconds. Every 18 minutes someone T 
suffered a fatal accident at home cupi 
and every seven seconds there was 4 end 
non-fatal accident in someone’s 
store 
home. tit 
The largest single cause of home pie 
¢ deaths was falls, which took a toll Abe 
NEW Partitioned Package keeps of 24,800 lives last year. Burns, —— 
k bolts and nuts. separate ... gives drowning, railroad, firearms, poison ; ing 
| users greater convenience. gas and other poisons were the other deve 
major causes of death in 1942. disp 
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This cotton snowball caught the 
eye and attracted many shoppers. 


Imitation Snowball 
Adds Holiday Touch 


HE Christmas touch was added 

to its holiday display by the 
Krockman & Glaser Hardware Co., 
Burlington, Wis., by the use of a 
large snowball. This snowball was 
made out of an outside covering of 
cotton batten while the inside was 
made of paper rolled together and 
fastened with a string. Behind the 
snowball were a sled and some 
skates while the background of the 
display was an artistic panel with 
Christmas decorations and a candle 
painted on it. Together with the 
imitation snowball this made a very 
striking Christmas window. 


Samples Showing How Paint 
Is Used Increase Sales 


(Continued from page 64) 


satisfactorily on so many different 
types of material,” says Mr. Wood. 
“When we verified this fact and 
told them how the paint had been 
applied to each material they were 
convinced. If they did not make 
a purchase then they intimated 
that they would do so at the very 
next opportunity.” 

The main paint department oc- 
cupies space along the sidewall 
and enjoys a good location in the 
store. Special displays of various 
types of paint are shown in feature 
displays from time to time. When- 
ever this is done, samples show- 
ing how the paint can be used are 
developed and incorporated in the 
display. 
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AS MODERN AS AT HOME 


At war, code messages flash between advanced posts 
and control centers. For speed and accuracy, teletypes 
are used, their vital electric power supplied by gasoline 
engine-driven generators. Another of the hundreds of 
uses for the hundreds of thousands of dependable 
Briggs & Stratton 4-cycle, air-cooled gasoline engines 
now serving our armed forces, 





Our experience gained in meeting new 
production highs—and, at the same time, 
constantly maintaining Briggs & Stratton 

standards for precision, quality, durabil- 
ity and economy—will be equally import- 
ant and advantageous when we again 
resume peacetime production. 

Our customers, and the owners,and users 
of Briggs & Stratton gasoline engines, 
will find an even “improved” service and 

a “better” product, to maintain our recog- 
nized position as builders of “the world’s 
finest air-cooled gasoline engines.” 
Can we help you now, on present war- 
time needs, or post-war planning? 
* 


“It’s powered right — 
when it’s powered by 
Briggs & Stratton.” 


BRIGGS & STRATTON CORP. 
MILWAUKEE ‘1, WIS., U. S. A. 











=, 














Precision Tools Order E-5-a 
Revision Clarifies Coverage 


The scope of General Prefer- 
ence Order E-5-a, governing 
gages and precision measuring 
hand tools, was clarified by 
amendment of the order Sept. 25 
by the WPB. Because the defini- 
tion in the previous order had 
led to misunderstanding, the 
amended order redefines gages 
and precision measuring hand 
tools as “those types of tools 
which are listed in the attached 
Exhibit A, excluding tools made 
of wood.” Exhibit A is revised 
to list the gages and tools cov- 
ered by the definition. 

Exhibit B, attached to the or- 
der, is revised to list the types of 
tools exempt from the certifica- 
tion requirement of paragraph 
(b) (1) and from the inveutusy 
restriction of paragraph (e) of 
the amended order. Exhibits A 
and B of Order E-5-a, as amend- 


ed, Sept. 25, 1943, are as follows: 


EXHIBIT A 


The following types of tools are 
included in the term “gages and 
precision measuring hand tools” as 
defined in paragraph (a) (6): 

Angle blocks and irons. 

Bench blocks, duplex only. 

Bevels, all types. 

Buttons, tool maker’s. 

Calipers, all types, including xt- 
tachments. 

Center testers and wigglers. 

Clamps, key seat, parallel, rule, 
tool makers. 
under $75 retail 

Dividers, all types, including at- 
tachments, excluding draftsmen’s 
and carpenters’. 

Drill or V_blocks and clamps for 
the same; all types. 

Flats, all types, including optical. 

Gage blocks and attachments. 

Gaging or measuring machines, 
under $75 retail sales price. 

Hold Downs, tool maker's. 

Indicators, dial and test, all types. 

Inspection and production sages 
as follows: 

Angle, all types. 

Ball or radius. 

Button. 

Center, including attach- 
ments. 

Circumference. 

Cutter clearance. 

Cylinder. 

Depth, all types. 

Dial equipped, all types, un- 
der $75 retail sales price. 

Drill, drill point. 

Fillet or radius. 

Grinding. 

Hole, all types. 

Height, all types, including 
attachments. 

Planer and shaper. 

Plug. 

Ring. 
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Serew thread or pitch, all 
types. 
Screw and wire. 
Snap, all types. 
Spline. 
Surface. 
Taper, all types. 
Telescope. 
Thickness or feeler, includ- 
ing stock and holders. 
read, external and inter- 
nal, all types. 
Wire or rolling mill, and 
attachments. 
Lapping plates. 
Levels, machinist or precision. 
Light wave measuring instru- 
ments, all types, under $75 retail 
sales price. 
Master setting disks. 
Micrometers, all types, including 
attachments and heads. 
Parallels, all types, 
optical. 
Protractors, all types, excluding 
draftsmen’s. 
Rods, end measuring. 
Sets, combination. 


including 





Sine bars, blocks, fixtures. 

Squares, all types, including at- 
tachments, excluding draftsmen’s 
and carpenters’. 

Steel rules, excluding draftsmen’s 
and steel tape. 

Straight edges, excluding drafts- 
men’s and carpenters’. 

Surface plates. 

Thread measuring wires. 

Tool maker’s knees, all types. 

Trammels, all types, including 
attachments, @xcluding draftsmen’s. 

Vernier tools, all types. 


EXHIBIT B 


The following types of tools ure 
exempt from the certification re- 
quirement of paragraph (b) (1) and 
from the inventory restriction of 
paragraph (e): 

Angle blocks and irons. 

Bench blocks, duplex only. 

Comparators, under $75 retail 
sales price. 

Drill or V blocks and clamps for 
the same over $15 retail sales price 
per pair. 

V blocks, magnetic type. , 

Flats, all types, including opti- 


eal. 
Gage blocks and attachments. 
Gaging or ring h 
under $75 retail sales price. 
Indicators, dial and test: 
‘All dials greater than 2” in 
diameter across the face; All test 











indicator sets with dials greater 
than 2” in diameter across the 
face; and/or having base dimen- 
sions greater than 3” in length and 
8” in width or having a magnetic 


Inspection and production gagcs 
as follows: 

Cylinder. 

Grinding. 

Hole, equipped with indicating 
devices. 

Plug. 

Ring. 

Screw thread or pitch over 
$5 retail sales price. 


Spline. 
Taper, over $7.50 retail sales 
price. 
Thread, external and inter- 
nal, all types. 
Lapping plates. 
Levels, precision type only. 
Light wave measuring instru- 
ments, all types under $75 retail 
sales price. 
Master setting disks. 
Parallels, all types including ~p- 
tical over $3.50 retail sales price. 
Sine bars, blocks, fixtures. 
Squares, cylindrical only. 
Straight edges, cast iron or 
scraped surfaces. 
Surface plates. 
Thread measuring wires. 
Tool maker’s knees, all types. 








P-89 Amended to Conform 
With PR-3—Restates 
MRO Supplies Definition 


Preference Rating Order P-89, 
governing maintenance, repair 
and operating supplies, was 
amended Sept. 29 by the War 
Production Board to conform 
with Priorities Regulation 3, 
which covers the uniform method 
of application and extension of 
preference ratings. 

The amended Order P-89 re- 
states the definition of mainte- 
nance, repair and operating sup- 
plies as including “minor capital 
additions, the cost of which does 
not exceed $500, excluding the 
producer’s cost of labor, for any 
one complete addition which has 
not been subdivided for the pur- 
pose of coming within this defi- 
nition,” and adds: 

“In case of rearrangement of 
an existing installation, or in the 
case of adaptation of an existing 
installation to a different process, 
only the material added to the 
existing installation need be con- 
sidered in computing the $500.” 

The revised order adds a new 
sub-paragraph in paragraph (g) 





so that the lists attached to Pri- 
‘orities Regulation 3 will limit the 
use of P-89 ratings, instead of 
specifying various prohibited 
articles in P-89. It also con- 
tinues the quotas which have al- 
ready been established for the 
fourth quarter of 1943 under the 
system which existed previously. 

A flat AA-1 rating and allot- 
ment symbol MRO P-89 are pro- 
vided after Jan. 1, 1944, with the 
restraining provision that the 
aggregate dollar value of pur- 
chase orders for materials for 
maintenance, repair. and oper- 
ating supplies placed by the 
producer during the calendar 
year 1944 may not exceed the 
dollar value of purchase orders 
for such materials placed by the 
producer during the calendar 
year 1943. This change was 
made for the purpose of dispens- 
ing with the requirement for 
future filing by producers of 
quarterly applications on Form 
WPB-1765. 


The small order exemption for 





purchases of aluminum in any 
quarter has been raised from 100 
pounds to 500 pounds. 

No substantial change was 
made in the type of information 
required when making specific 
application for materials which 
are not obtainable under the 
quotas. However, the revised 
order specifies the information re- 
quired when applying for special 
ratings for containers. 





AMEND PIPE FITTINGS 
SIMPLIFICATION ORDER 


Limitation Order L-288, gov- 
erning gray cast iron malleable 
iron, and bronze and brass pipe 
fittings, was amended by the 
War Production Board to add 
an item to the Avpendix listing 
pipe fittings which can be manu- 
factured under the order. The 
amendment adds the 4-in., 300 
pound SWP (steam working 
pressure) malleable iron female 
ground joint union to the Ap- 
pendix. The amendment also 
adds the %x%x% _ reducing 
tee to the list of permitted re- 
ducing tees under Table 2- 
Gray Cast Iron Pipe Fittings. 
This item previously had been 
omitted from the list of reduc- 


ing tees by an error in printing. ° 


Limitation Order L-288 as 
amended, issued Sept. 22, 1943. 
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Put In Our Line 


Of GIFT GOODS— 


' Beautiful Figurines from $12.00 per doz. to $90.00 per 


doz. Miniatures of all kinds. 
Wall Placques and Framed Miniature Pictures. 
Salt and Peppers for Col- 


ferent kinds, and many 
other novelties that can be 
sold at handsome profits. 


Our lovely and beautiful 
GIFT GOODS, displayed 
in your show windows, will 
attract a host of new cus- 
tomers. 





Complete set Z of illustrated price lists showing 
articles from $1.80 per doz. to $90.00 per doz. will be 
sent to any hardware store on application. 


LEO KAUL fence: 


115-119 Z South Market Street, Chicago, Ill. 

















FORGED Hand TOOLS 


Dasco chisels, punches, drills, nippers and 
numerous other hand tools are the products 
of skilled craftsmen . . . quality built to give 
extra long service .. . and they do a good job 
wherever you put them. 


Sold by Leading Jobbers 


DAMASCUS STEEL 
PRODUCTS CORP. 


ROCKFORD, ILLINOIS 


ica 
13-304) 
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lectors—over seventy dif- | 





VAUGHAN NOVELTY MFG. CO., INc. 


World’s Largest Manufacturer of Can Openers and Bottle Openers 


<val 


* 


25 CARROLL AVENUE CHICAGO 


* 


* 


BUY WAR BONDS AND STAMPS 


HLL., 


x 


U.S.A. 




















SUPPORT THE ORDERS YOU GIVE YOUR JOBBER WITH PREFERENCE RATINGS 
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to speed 


As industry rewards employees 


who suggest ideas that speed 


production, so do “Yankee” 


| 
! 


m @:\) 1.4 4 a ele] &- 


Fine Mechanics’ Tools reward 
industry by saving time and en- 
ergy on countless jobs. From 
Spiral Screw Drivers to Tap 
Wrenches and from Automatic 
Drills to Bit Braces, each 
“Yankee” Tool has been pains- 
takingly designed to get things 


done. Ingenious and depend- 





able, “Yankee” Tools have con- 
tributed to the efficiency of 
American production for nearly 


half a century. 


This is the sort of message we 
tell consistently for you to the 
millions of readers of The Sat- 
urday Evening Post, Popular 
Mechanics, 


and many 


Science, 


Popular 
trade magazines. 


Peace will prove its value. 


YANKEE” Spiral Screw Driver No. 130A. A Sizefor Every Purpose 


make good mechanics better 
North Bros. Mfg. Co., Phila. 33, U.S.A 
Established 1880 





| prevailed 





Establish Civilian Prices 
For Civilian Ammunition 


Ceiling prices for ammunition 

for civilian use were established 

| Sept. 28 by OPA at retail and 

wholesale levels at prices corre- 

| sponding to those prevailing in 
| March, 1942. 

Nationwide __ retail _ ceilings, 
which became effective Oct. 7, 
1943, and which must be posted 
in stores selling ammunition, are 
as follows: 


Price 
Shotgun Shells Per Per 
(25 in a box) Box Shell 
12 gage $1.38 $.07 
16 gage 132 .07 
20 gage 132 07 
Rim Fire Cartridges 
(50 in a box) 
.22 Long Rifle, 
Regular $ 34 $.01 
.22 Short, Regular > ae 


Center Fire Cartridges 


(20 in a box) 


.25-35 Winchester $1.41 .09 
.30-30 Winchester 1.46 36.09 
.30 Remington 146 09 
.300 Savage-Rem- 

ington 185 .12 
32 Winchester 

Special 146 .09 
35 Remington 164 10 
.270 Winchester 210 «=. 


Lower prices than those listed 


, above may be charged by the 


retailer. 

The ceiling prices represent a 
reduction from those that have 
in most stores since 
the Fall 1942 hunting season. In 
the interval during which am- 
munition manufacture was re- 
stricted to sales to the armed 
forces, stocks on jobbers’ shelves 
became so low that, combined 
with insistent consumer demand, 
prices rose to exceptionally high 
levels on sales to civilian retail- 
ers and consumers. 

Amendment No. 35 to Revised 
Supplementary Regulation No. 
14 under the General Maximum 
Price Regulation, effective Oct. 
7, 1943, lists specific prices on 
items covered in WPB limitation 
orders, but provisions of the 
amendment at the same time 
cover all other ammunition items 
on dealers’ shelves by reference 
to manufacturers’ catalogs. The 
March, 1942, list prices have 
been established by OPA as 





maximums for all items not par- 





ticularly specified in the regula- 
tion. 

Jobbers’ maximum prices on 
kinds of ammunition specifically 
mentioned in this amendment 
are established as the price 
listed for each item in which- 
ever of the five selling zones cus- 
tomarily observed by the indus- 
try the purchaser is located. 
These jobber prices differ in each 
of the zones, but retail selling 
prices are uniform in all of 
them. The zone in which each 
jobber belongs may be deter- 
mined by reference to the list 
of distributing points in the 
price lists of the five largest am- 
munition manufacturers of the 
country, who are identified by 
name in the regulation. 

The General Maximum Price 
Regulation up to this time has 
governed sales of all ammuni- 
tion except shotgun shells, which 
have been under Maximum Price 
Regulation 210 (Retail and 
Wholesale Prices for Seasonal 
Commodities) . 

The only types of ammuni- 
tion not covered by the amended 
regulation are “custom loads,” 
which are hand-made, hand- 
loaded cartridges, and military 
ammunition. 

CRITICAL MATERIAL 

FOR SAFETY ITEMS 


Restrictions on the use of cer- 
tain critical materials in the man- 
ufacture of safety equipment are 
eased by recent amendment to 
WPB limitation order L-114. 

Aluminum may now be used 
in specified parts of respirators, 
gas masks, oxygen breathing ap- 
paratus and goggles where other 
less scarce materials are not 
practicable; magnesium in place 
of aluminum is required wher- 
ever practicable. 

Restrictions on the use of mag- 
nesium, for all safety equipment, 
are removed. The use of copper 
wire side screens for safety gog- 
gles is permitted. Brass, nickel 
silver and nickel plating may 
be used in slip-over type indus- 
trial safety spectacles. 

Nickel plating for spectacle 
type goggles, previously _per- 
mitted only up to Nov. 30, 1943, 
is indefinitely extended. 


HARDWARE AGE 
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Protest 15-Day 


Inventory 


For Hardware Dealers Under 


CMP No. 


(Washington Bureau 
of HARDWARE AGE) 

The first objection to 
Reg. 9, which makes copper wire 
available to hardware dealers, 
was expressed at a meeting of 
the Electrical Wholesale Distrib- 
utors Industry Advisory Com- 
mittee in Washington on Sept. 
16. 

The discrimination to which 
hardware dealers are subjected 
is that they are limited to a 15- 
day inventory, whereas the retail 
categories such as mail order 
houses and _ five - and - ten - cent 
stores, are allowed a 30-day in 
ventory developed strong pro- 
test. The fact that the hardware 
dealer is limited to buying only 
$33 of copper wire per month, 
while the other classes are not so 
limited was condemned. Officials 
believe that an amendment to 
CMP 9 will soon be forthcom- 
ing, which should be advanta- 
geous to the hardware trade. 


The distributers believed that | 


unless a WPB directive was is- 
sued diverting some. of this cop- 
per wire to appliance cords for 
use in maintenance of electrical 
appliances, the shortage in 
these items would continue. 
The electric iron shortage 
came in for a great deal of dis- 


cussion. It is well known that 
some irons will be produced 
next year. Just how many or 


who will produce them has not | 


yet been determined by WPB. 
The irons will not be a war 
time model, as the standardiza- 
tion involving a change-over in 
assembly would be costly in 
time and materials. An old iron 
for trade-in purposes or a cer- 
tificate stating that the individ- 
ual doesn’t own an iron will be 
necessary to obtain one. 

Washing machines will also 
be produced next year, but plans 
are in an even less formative 
stage than those for irons. Sur- 
plus stocks of the military and 
other claimant agencies, a prob 
lem which is receiving wide at- 
tention at present, also interested 
the distributers. 

It was decided that a tenta- 
tive meeting of wholesalers and 
retailers scheduled for Washing- 
ton would be canceled. Substi- 
tuting for it would be meetings 
in selected distribution locali- 
ties. The places where they are 
to be held will be announced. 

The wholesalers recommended 
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CMP | 


9 on Elec. Wire 


| changes in the set-up of WPB 


| orders and believed that the dis- 
tribution outlets were not given 
enough consideration in the 
preparation of orders. They sug- 
gested that orders be split into 
two separate parts, one covering 
production problems and the 
other covering the distribution 
of what is produced under the 
order. This would eliminate the 
necessity of both wholesalers and 
retailers sending a lot of mate- 
rial in the orders which does not 
apply to them. 

In view of an amendment to 
CMP 9 and other immediate 
problems another meeting has 
been scheduled for Oct. 25. 

Julian A. Hawks, Chief, Elec- 
trical Section, Wholesale and 
Retail Trade Division of OCR 
was the presiding officer at the 
Sept. 16 meeting 








| TIGHTEN RESTRICTION 
ON BRISTLE USES 


Restrictions on inventories of 
pigs’ and hogs’ bristles held by 
brush manufacturers were tight- 
ened Sept. 29 by the War Pro- 
duction Board in amending Order 
M-51. 

Bristle inventories are now 
limited either to one-half the 
amount of bristles consumed by 
the individual producer between 
Jan. 1 and June 30 of this year 
under M-51’s restrictions, or to 
a “practicable working inven- 
tory,” whichever is the smaller. 

Another change in the order 
makes it clear that the use of 
bristles for the manufacture of 
brushes to be used in the con- 
struction of facilities as well as 
for maintenance, repair and oper- 
ating of such facilities is per- 
mitted if the facilities are 
needed in connection with ac- 
tivities listed in Schedules I and 
Il of CMP Regulations 5 and 
5A. 

Further changes are: 

1—A fair distribution clause is 
written into the order which is 
identical with similar clauses in- 
corporated in other WPB orders 
covering textiles and textile prod- 
ucts. 

2—It is made clear that, the 
grant of preference ratings does 
not of itself indicate the per- 
mitted use of bristles since the 
only permitted uses are those 
listed in the order. 
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Through many years of manufacturing kitchen 
equipment for the American home, ‘‘A-C” 
learned the hard-to-learn ‘‘know-how”’ of pro- 
duction. Learned it through Applied Concentra- 
tion to the job at hand ... . and sticking with ic. 


Our job at hand now is in making jeep bodies, 
airplane wings and other parts. That takes 
Applied Concentration of an intense degree. 


Comes the day when the nightmare of war is 
ended, A-C’s Applied Concentration will con- 
vert our expanded manufacturing facilities to 
the kitchen and refrigeration requirements of 
industry and the home. That’s a promise! 


AMERICAN 
CENTRAL 


MANUFACTURING CORPORATION 


CONNERSVILLE - INDIANA 
MANUFACTURERS TO INDUSTRY AND THE AMERICAN HOME * 
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® Grinding Compound — 3-M Cutting and Finishing Compound — 


Heres 


Due to the requirements for Aluminum Oxide mineral in 
the metal working field for war production work, the supply 
has not met the demand. Therefore, the recent War Pr . 
duction Board Allocation order M 319-a makes it necessary 
to replace Elek-Tro-Cut ‘Ruff Stuff’ Floor Sanding Sheets, 
which are made of Aluminum Oxide mineral, with ti-M.ite 
Silicon Carbide mineral) or Three-M Tempered Garnet 
loor Sanding Cut Sheets. 

However, this should cause no hardship to sellers and 
users of “Ruff Stuff’ because Tri-M-ite (Silicon Carbide 
mineral) Cut Sheets, which are generally preferred, are of 
the same construction as Tri-M-ite Floor Sanding Paper 
which has been a favorite of professional floor sanders and 
used with great success over a period of years. 

Another choice is Three-M Tempered Garnet Cut Sheets 
for those who prefer this type of floor 
sanding sheet. Development work by 
3-M Abrasive Engineers has created a 
Three-M Tempered Garnet that isa 
new high in quality. Both of these cut 
sheets are made in a complete range of 
grits in sizes and shapes to fit all types 
of rental floor sanding machines. 

We will be glad to furnish “Business 
Getters”’ oer soe at the left) to help 
promote Tri-M-ite or Three-M Tempered 
Garnet Cut Sheets to your customers. 
Just write for your supply. 





MINNESOTA MINING & MFG. CO. 


SAINT PAUL MINNESOTA 


ms ive P loth 
MFRS. OF 3-M PRODUCTS 3:6) Aoroice ire ropes—osem 


Elastic Cements —3-M Wox and Sealer —3-M Lapping and 











3-M Roofing Gronules. 
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| (Washington Bureau 
of HARDWARE AGE) 


Provisions granting dealers 
and distributers a 50 per cent 
increase in their allowable in- 
ventories of coal or wood stoves 
were announced by OPA in 
| amendment to Supplement 1 of 
| Ration Order 9A. The action 
was taken to provide for the 
usual increased seasonal de- 
mand for stoves in the Fall. 

Those dealers and distributers 
who have been granted allow- 
able inventories are eligible to 
apply at their local boards be- 








Coal, Wood Stove Inventory 
Increases Allowed by OPA 


Supplement |, Ration Order 9A, provides 
for increased seasonal demand in fall. 


tween Oct. 1 and Oct. 30 to re- 
ceive the adjustment. An in 
crease will be denied, OPA said, 
if the application has already ob- 
tained an allowable inventory 
adjustment, except in two cases: 

1. If the previous increase was 
|less than 50 per cent, he shall 
|receive the difference between 
the previous increase and 50 pet 
cent; and 

2. If at the time the previous 
| increase was granted it was di- 
| rected that the applicant there- 
by should not be precluded from 
getting the benefits of a general 
increase. 








| FURTHER CURTAIL PEN, 
| PENCIL MANUFACTURE 


To implement production of 
fountain pens, mechanical pen- 
cils, pen nibs and wood cased 
pencils and *pen holders for es- 
sential requirements the War 
Production Board on Sept. 20 
announced revision of Order 
L-227 and issuance of Orders 
L-227-a and L-227-b. Order 
L-227 now controls only foun- 
tain pens and mechanical pen- 
cils. Order L-227-a was issued 
to cover pen nibs and Order 
L-227-b was issued to control 
wood cased pencils and pen 
holders. 

Production of fountain pens, 
mechanical pencils and pen nibs 
for general distribution will be 
on the basis of a certain per- 
centage of each producer’s 1941 
production. After Oct. 1, 1943, a 
manufacturer may now make 
fountain pens, each quarter, to 
the extent of 5% per cent of the 
steel pen nib fountain pens, 744 
per cent of the gold pen nib 
fountain pens, and may produce 
5 per cent of the mechanical 
pencils and 18% per cent of 
the pen nibs he produced dur- 
ing 1941. 

Order L-227-b continues pro- 
duction of wood cased pencils 
and pen holders for all claim- 
ants on a quota basis. After Oct. 
1, 1943, a quarterly production 
for each manufacturer of 20% 





per cent of the number of wood 


cased pencils and 24 per cent 
of the number of pen holders 
he made during 1941 will be 
permitted. Previous restrictions 
under Order L-227 permitted 
production of 22 per cent wood 
cased pencils and 31% per cent 
of the pen holders produced by 
each manufacturer during 194]. 





L-199 SIMPLIFIES 
PORCELAIN LINED 
BOILERS, TANKS 


(Washington Bureau 
of HARDWARE AGE) 


Simplification and standardi- 
zation of porcelain lined range 
boilers and hot water storage 
tanks has been announced by 
WPB in amending Order L-199. 
Permission to release all metal 
supports in inventory and to re- 
sume production of cast iron 
boilers stands is also granted by 
the revised order. 

The amendment permits the 
release from inventory of copper 
and copper base alloy, monel 
metal and stainless steel range 
boilers for replacement for ex- 
isting similar installations, with 
the provision that the replaced 
tank is of non-ferrous metal and 
that the replaced tank will be de- 
livered to an approved scrap 
dealer. It is estimated that an 
inventory of 2500 of these cop- 
per and copper base alloys, 
monel metal and stainless steel 





range boilers now exists. 


HARDWARE AGE 
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Maker, Jobber Ceiling Prices 
On Locks, Lock Sets Provided 
For In MPR 317, Amendment 2 


Iron, steel and plastic lines of 


tubular and_ cylindrical locks 
and lock sets when sold by 
manufacturers and jobbers 


were given specific dollars-and- 
cents ceilings, which continue at 
levels 5 to 20 per cent under 
comparable brass products, in 
an action announced Sept. 22 by 
the Office of Price Administra- 
tion. 

The new maximums, reflect 
generally and replace the maxi- 
mum prices previously set by 
Revised Price Schedule 40 
(Builders’ Hardware) which 
were. the highest prices in ef- 
fect during the Oct. 1-15, 1941, 
period. The new maximums, 
spelled out in dollars and cents 
for convenience of sellers and 
purchasers, are listed for each 
manufacturer in Amendment No. 
2 to Maximum Price Regulation 
317 (Locks and Lock Sets), 
which became effective Sept. 
28, 1943. 

The locks and lock sets listed 
in the amendment are only those 
permitted to be manufactured 


under War Production Board 
Limitation Order L-236, and 
those which are not included 


remain under the provisions of 
Revised Price Schedule 40. 

Fifteen individual companies, 
which include 18 operating divi- 
that maintain separate 
identities as to plate numbers, 
prices, sales policy, are directly 
affected by the order as are all 
jobbers. Retail dealers, how- 
ever, remain under the provi- 
sions of Revised Price Schedule 
40 or the General Maximum 
Price Regulation, whichever is 
applicable. The level of prices 
to consumers will not be affected 
by this move, since the regula- 
tion translates into dollar-and- 
cents terms prices already in ef- 
fect. However, these prices do 
represent a slight decrease in 
the level of prices prevailing in 
March, 1942. Since March, 1942, 
prices on some of the _ items 
were slightly reduced voluntarily 
by the manufacturers. This move 
spells out dollar-and-cents prices 
reflecting such reductions. 

The selling practices of each 
producer are preserved by the 
amendment. The manufacturer’s 
discount practices, and differen- 
tials for different finishes and 
for different classes of buyers, 
similar to those set by the in- 
dustry for brass locks and lock 
sets, are maintained. The net 
prices for each of 15 producers 
are set forth in separate tables. 


sions 
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The list prices and the custo- 
mary discounts practiced by the 
three other producers are also 
listed. 

The new plastic, iron and steel 
lines are priced about 5 to 20 
per. cent below the prices for 
comparable brass products. OPA 
stated that the reduction is gen- 
erally proportionate to the re- 
duction in factory production 
cost occasioned by the substitu- 
tion of cheaper materials. Fur- 
ther, the spread between the cost 
and selling price established for 
the iron, steel and plastic lock 
sets is in line with the spread 
obtained for brass items. 

Ceilings for jobbers are de- 
termined on the usual industry 
priging* basis. 





MORE HARDBOARD IN 
EACH DOMESTIC UNIT OF 
ICE REFRIGERATORS 


WPB has amended order L-7-c 
(Domestic Ice Refrigerators) to 
permit the use of more hardboard 
per unit. The use of hardboard 
was reduced to 50 square feet per 
refrigerator on July 1, 1943, be- 
cause it was thought that sub- 
stitute covering materials could 
bé used. Since these substitu- 
tutes have been found to be 
unsatisfactory, the order is 
amended to increase to 65 square 
feet the amount of hardboard 
which may be used. 

The revised order also permits 
the use of crude, reclaimed and 
synthetic rubber, but restricted 
to such amounts as may be per- 
mitted by rubber order R-1. Pre- 
viously there was a complete 
prohibition of the use of rubber. 





RESTRICT SALE OR 
TRANSFER OF IMPORT 
WATCHES, MOVEMENTS 


Transfer, sale or delivery by 
importers, of most imported 
watches or watch movements 
must be specifically authorized 
by the War Production Board, 
under Order L-323, issued Sept. 9. 

Pin lever, cylinder and Ros- 
kopf watches or movements, re- 
gardless of size, also lever type 
movements smaller than 6% 
Ligne are free from these restric- 
tions, however. 

Importers who wish to trans- 
fer or sell the affected watches 
or movements must communicate 
by letter with the War Produc- 
tion Board, giving size of move- 
ment and type of case, and re- 
questing permission to sell. 
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TELLING MILLIONS 
OF AMERICAN WOMEN 
HOW TO STEAM PRESS 
AT HOME WITH THEIR 
OWN IRON! 


air-traded item 


& 
| ASK YOUR 


WEAVER PRES-KLOTH 
OMAHA, NEBR. 
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that pays you 4U 
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JOBBER 


CO. 








We'll Supply You as 





Cut Open View, Actual Size 


CHICAGO LOCK CO. 


2024 N. RACINE AVE., DEPT. 1-A, CHICAGO, ILL. 
LALLA ROTEL OES TELE ED EERE 








Jobbers ... Dealers ... Please Remember... 


War Work Our Plant Is Doing for VICTORY 
Limits Our Supplying Big Demand for 


CHICAGO LOCKS 
eee but ees 





Long as We Can 


Remember, too, that All CHICAGO 
Locks—lock BOTH SIDES of 
Shackle. .. . This ‘‘Double-Lock 
ing—Double Security’’ promotes 
quicker, easier sales—with every 
sale winning extra Customer Good 
Will—-for YOU! 


“CHICAGO” 
EVERY Need 


There's a 
Lock for 


Padlocks, ‘‘Ace’’ Locks, Cylinder 


Locks, Single, Double Bitted 
Locks for Burglar Alarms and 
Airplanes. 





Drawer Lock No, 1970 
Shown Half Size 
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NOW’S THE TIME TO DRIVE FOR WAR BOND SALES 





AS YOU NEVER DROVE BEFORE! 


Many a soldier owes his life to a com- 
mander who drove him to the utmost 
in battle—mever let him slacken for a 
single fatal instant! And after the war, 
many a worker will owe his economic , 
safety to a leader who drove him 
continuously for higher Pay-Roll 
allotments for the purchase of War 
Bonds! 


Despite higher taxes and prices, the 
average worker still has more money 
than ever before—particularly on the 
basis of the family income. With others 
in the family earning, too, just let the 
worker ‘figure it out for himself’, and 
he usually will realize that now he can 


* * * * * * 


put more into War Bonds than he has 
been doing. 


That's why the Treasury Department 
has set new quotas for the current Pay- 
Roll Allotment Drive—guotas running 
about 50% above former figures. These 
quotas are designed to reach the new 
money that’s coming into the family 
income. Coming from millions of new 
workers . . . from women who never 
worked before . . . from millions who 
never before earned anything like what 
they are getting today! 

The current War Bond effort is built 
around the family unit, and the Treas- 
ury Department now urges you to of- 


* * * * * * * * 


YOU'VE DONE YOUR BIT—NOW DO YOUR BEST 


* * ° * * 7 
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ganize your War Bond thinking—and 
your War Bond selling—on the basis of 
your employees’ family incomes. For 
details, get in touch with your local 
War Finance Committee which will sup- 
ply you with all necessary material for 
the proper presentation of the new plan 
to your workers through your labor- 
management committees. 


Today about 30,000,000 wage earn- 
ets, in 175,000 plants, are buying War 
Bonds at the rate of nearly half a bil- 
lion dollars a month. Great as this 
sum is, it is not enough! So turn-to to- 
day! Get this new family income plan 
working! 


HARDWARE AGE 
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Restricts. Materials for 
Secondary Elec. Equipment 


A attached 
Equipment for the 


To conserve critical materials, 
the War Production Board on 
Sept. 16 issued General Limita- 
tion Order L-315 limiting the use 
of steel, copper, brass, etc., in 
the manufacture of secondary 
electrical distribution equipment. 
Included in the equipment cov- 
ered by the order are specified 
types of enclosed safety switches, 
enclosed branch and service cir- 
cuit breakers, service entrance 
equipment, panel and distribu- 
tion boards, and knife switches. 

Chief among the restrictions 
governing the manufacture of the 
equipment are: 

The gage of enclosing cases 
is reduced to save steel; 2. Doors 
for panel boards of the dead 
front type are prohibited; 3. The 
use of copper or brass is pro- 
hibited in neutral termina! plates 
in devices rated 70 amperes or 
less and in other minor parts, 
and 4. The use of galvanized steel 
for enclosures is prohibited. 

These and other provisions re- 
stricting the use of metals are 


specified in Schedule 
to the order. 


direct use of the Army, Navy, | 
Maritime Commission and War 
Shipping Administration (ship- 


board use only), and for direct 
use on aircraft is exempted. Fur- 
ther to conserve materials by 
eliminating distribution for non- 
essential uses, purchase orders 
are limited to those with AA-5 or 
higher ratings. 

It is estimated that on the 
basis of 1942 production L-315 
will result in a saving of 100,000 
pounds of copper, 3,400 tons of 
sheet steel, and 450,000 pounds 
of zinc. The Underwriters Lab- 
oratory, Inc., has cooperated with 
WPB by issuing wartime emer- 
gency standards consistent with 
the provisions of the order, Gen- 
eral Industrial Equipment Divi- 
sion officials stated. 

Effective dates: 
purchase orders: 


restrictions on 
Sept. 26; pro- 
A: Dec. 16, 


visions of Schedule 


1943. 








CHANGE CEILINGS ON 
CAST IRON BOILERS, 
RADIATION FOR JOBBERS 


To assure essential production 
of cast-iron radiation, the Office 
of Price Administration autho- 
rized a three-cent per foot in- 
crease in sheet prices of all types 
of cast-iron radiation. 

The adjustment of maximum 
prices was the minimum required 
by law in exceptional cases where 
essential production is threat- 
ened by operating losses due to 
increased costs and. declining 
volume, and the action was taken 
by OPA, after an analysis of 
volume and cost data covering 
virtually all producers and after 
numerous conferences with mem- 
bers of the industry. 

The advance in prices was au- 
thorized in Amendment No.3 to 
Maximum Price Regulation 272 
(Cast-Iron Boilers and Cast-Iron 
Radiation) which became effec- 
tive. Oct. 9, 1943.. While. the 
amendment provides for a-three- 
cent per, foot increase in sheet 
prices, the net addition to. manu- 
facturer’s realization after appli- 
cation of customary functional 
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| discounts is slightly less than 


244 cents per square foot, which, 
OPA said; will assure production 
required to meet essential needs. 


When the regulation was 
issued on Nov. 23, 1942, the 
prices for cast-iron radiation 


were reduced an average of 12 


per cent but since that time 
declining volume, resulting 
from construction curtailment, 


coupled with rising labor costs 
has brought about operations at 
a loss which threaten mainte- 
nance of essential supply. 

The adjustment will increase 
costs to jobbers and other dis- 
tributors reselling radiation. Pro- 
visions of the regulation covering 
resales remain unchanged. No 
squeeze will result since the 
amended regulation provides for 
sales by the jobber at sheet 
prices and thus 
present dealer percentage mark- 
ups over cost. The jobbers, OPA 
said, are not in a position to 
absorb the -increase and conse- 
quently have been permitted to 
increase their resale prices by 
following the trade practice of 
selling at the manufacturér’s 
sheet prices. 


preserves the | 
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; CLEAN 
CUTS 


From the clean edge 
of its tough blade to 
the tip of its well-fitted 
handle, a UNION 
chisel is designed and 








built to do the best 
job possible. Every 
man who has one wants 
1 more. To hold custom- 
ers, tell them to "use 
UNION," the chisels 
that make every cut a 
true cut. 
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Don’t let climbing insects sabo- 
tage America's fruit luction 
in this vital year of war. Canker- 
worms and other tree damagin: 

pests are on the march, aan 
infestations will strike in unex- 
pected, places. Take no chances 
—band your fruit trees and vines 
with TREE TANGLEFOOT 
now. Shade trees, too, require 
the protection of TREE 
TANGLEFOOT. But since its 
constituent materials are on the 
critical list, we sincerely trust 
that all will be sufficiently patri- 

otic to restrict its use solely to 
the pur of food production. 
For sale at tment, drug, 
hardware and seed stores. 
Write for informative booklet. 


THE TANGLEFOOT C pent 
390 Hemlock $1 


TREE TANGLEFOOT 


Sales au Sowing 


Right through the fall ——s when 
infestations threaten serious damage 
to trees and next year’s crops, Tree 
Tanglefoot national advertising is 
carrying on! Millions of victory gar- 
deners as well as commercial growers 
have been impressed with the neces- 
sity of protecting the Nation’s food 
supply with this time-tested product 
and are banding in constantly increas- 
ing numbers. Don’t overlook Tree 
Tanglefoot as an important source of 
added sales and profits. Decide now 
to get your share. 


Normally, countless shade trees are 

also annually banded with Tree 
Tanglefoot, but because of the critical 

materials it contains, this product 

must be restricted to food protection 

for the duration. 


TANGLEFOOT COMPANY 
GRAND RAPIDS, MICHIGAN 


SOMMERS AR 
100 
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| Consumer Post-War Planning 
Shows Sharp 
Increase Concerning Major Items 


For Parchases 


Post-war buying intentions of 
the nation’s families are increas- 
ing almost daily and present in- 
dications are that post-war pur- 
chases will be far in excess of 
the billions of dollars that were 
in prospect last winter. Bring- 
ing a December, 1942, nation- 
wide survey up-to-the-minute, the 
Chamber of Commerce of the 
United States reported Sept. 20 
that, for example, the number of 

| families now planning to pur- 
| chase one or more major articles 
within six months after the re- 
turn of peace has risen from 53 
| per cent to 64 per cent of the 
| nation’s total. 

On the other side of the loligut, 

61 per cent of the people inter- 


| viewed said they now are able to 


It was 56 per cent eight 
These figures in- 
clude only those people who 
think they are saving. Actually, 
84 per cent, an increase of 3 
percentage points, are either ac- 
cumulating money in a savings 
account or are putting it in some 
other form of savings or invest- 
ment. 

At the same time, the public 
as a whole believes a little more 
firmly that the first year after the 
end of the war will be one of 
prosperity, and that there will be 
less unemployment than they be- 
lieved probable eight months ago. 
The Chamber’s figures show that 
the number of those who have 
grown more optimistic has risen 
from 49 per cent of the people to 
55 per cent. As to the public’s 
appraisal of industry’s post-war 
capacity to meet the demand for 
civilian goods, 86 per cent now 
believe that American factories 
will take more than six months 


save. 
months ago. 


| to catch up with the demand for 


consumer goods. 
The Chamber’s survey shows 
several major changes in trends, 


| of particular interest to the hard- 


ware trade: The household appli- 
ance field shows an increase in 





buying intentions from $860,185.- 
000 to $1,215,910,000, with the 
greatest jump occurring in radios 
and electric kitchen mixers. 1,- 
540,000 families—an increase of 
50 per cent—intend to build or 
buy a new home within six 
months after the war is over. The 
prospective investment has risen 
from an estimated $5,000,000.000 
to $7,184,800,000. 

This second survey shows that 
the percentage of people buying 
war bonds and stamps has risen 
from 69 to 76. The percentage of 
people in the upper income 
groups investing as much as 10 
per cent of their income in such 
bonds and stamps has dropped 
from 28 to 23; the middle in- 
come group has slumped from 35 
to 26; the lower income groups 
have dropped from 28 to 21. It 
is obvious from the Chamber's 
other figures that the number of 
persons who so invest at least 10 
per cent of their income has 
climbed sharply. 

But only 25 per cent of the 
nation’s families are saving for a 
specific purpose. Even so, that 
figure is 6 points higher than 
eight months ago. Despite the 
evidence that many people intend 
to make immediate, major post- 
war purchases, most of them are 
not, on the basis of present sav- 
ings, counting on paying cash. 
“The American habit of install- 
ment buying will continue to be 
a major factor in Jarge consumer 
purchases,” said the Chamber’s 
report, prepared by a staff head- 
ed by William J. Moll, special 
analyst. “Pertinent to this state- 
ment is the following data about 
installment buying gathered in 
the survey: 52 per cent (it was 
58 per cent last December) say 
they have used the time-payment 
plan to buy articles which they 
own; 15 per cent, compared with 
28 per cent in December, are stil! 
making payments for such pur- 
chases.” 








WPB GETS TYPEWRITER 
DISTRIBUTION CONTROL 


Control of distribution to war 


| industries of al) new typewriters 


in tmanwfacturers’ ‘stocks - will - be 


centered in WPB by recent 
amendment of order L-54-a. 
Previously, authority to contro! 
distribution of certain remaining 
inventories ‘of such machines had 
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been delegated to the Office of 
Price Administration. OPA will 
continue to handle distribution of 
typwriters in distributors’ and re- 
tailers’ inventories and also dis- 
tribution of used machines, but 
the newly amended order pro- 
vides that war plants, in need of 





typwriters, must file with WPB 
applications for permission to 
purchase. Application from any 
other civilian source will not be 
considered, and WPB has re- 
quested that only war plants ap- 
ply, which are in urgent need of 
machines. 








OCR to Quiz Consumers 
On Merchandise Needs. 


the investigator asks how is the | 
person managing without it, and | 
if substitutes have been obtain- | 


Recognizing that high prices, 
poor quality and shortages of ci- 
vilian goods may be hampering 
the war effort WPB will soon 
conduct a survey of the nation's 
householders to determine just 
how deep the war effort is cut- 
ting into civilian economy. The 
information gleaned from the sur- 
vey will be used by the Office of 
Civilian Requirements in deter- 
mining next year’s civilian goods 
production quotas. In addition 
to the 10,000 housewives expect- 
ed to be covered by the poll, an 
undetermined number of farmers 
will be quizzed as to their com- 
plaints and needs. 

The survey is being sponsored 
by OCR and will be conducted 
through OWI’s survey division 
by the University of Denver's 
National Opinion Research Cen- 
ter. A group of experts, headed 
by Dr. George Gallup, has been 
formed as a survey advisory com- 
mittee. A 21-page questionnaire 
has been prepared for the in- 
vestigator’s use. The questions 
to be asked will endeavor to de- 
termine the availability, price 
and quality of countless items in 
many lines. The questionnaire 
is now undergoing a test to learn 
whether it’fills the bill, with the 
actual survey scheduled to start 
in a few weeks. 

Investigators will be instructed 
as to introductory remarks to be 
made before beginning actual 
questions, and will point out 
they are making a survey for 
Donald M. Nelson, chairman, 
WPB, and the reason for the in- 
vestigation—to determine the 
shortages most worrying people, 
and so forth. 

The investigator is instructed 
to take down everything that is 
said verbatim and to: determine 
what complaints about the con- 
duct of the war are uppermost in 
people’s minds. The questions 
asked attempt to learn whether 
the consumer has tried to buy 
certain goods within the last two 
or three months; how was the 
quality, provided they were avail- 
able; and was the price too high. 
If the article couldn’t be found 
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able. 

Articles which the investigator 
will ask questions about in the 
hardware and allied lines include 
hand tools, garden tools, tool 
handles, radio tubes, 
auto repair parts, tires, tire 
pumps, bicycles and used cars. 


batteries, | 


The category headed “household | 


utensils” includes pot scourers, 
enamelware, pots and pans, pres- 


sure cookers, buckets, pails, wash | 


tubs, garbage cans, wash boilers, | 


boards, knives, forks and 
can openers, carpet 
sweepers, insect sprayers, lunch 
boxes, dinner pails, vacuum bot- 
tles, alarm clocks, 
brooms, brushes, mops, sheets, 
towels, and electric bulbs. 


wash 
spoons, 


scissors, 


Household equipment was clas- | 
sified as floor covering, kitchen | 


furniture, bedroom 


furniture, | 


screens, studio couches, electric | 


fans, appliance cords and lug- 
gage. There is also a list of 
necessary personal articles such 
as razor blades, bobbie pins and 
hairpins, cleaning tissues, shoe 
polish, safety pins, soap and 
straight pins. 

Several pages are devoted to 
determining the number, age and 
condition of various durable 
goods which the average person 
possesses. These are items which 
are difficult or impossible to ob- 
tain now. Radios, washing ma- 


chines, electric irons, mechanical | 


refrigerators, iceboxes, vacuum 
cleaners, cooking and heating 
stoves, furnaces 


and boilers, | 


water heaters and automobiles. | 
The original set of questions is | 
also used in regard to these ar- | 


ticles. 

Only a few items are listed for 
farmers only. 
munition, milk cans and pails, 


poultry fencing and stockmen’s | 


knives. However, space is al- 


These include am- | 


| 


lowed for any other complaints | 


farmers may have. 
A page of the questionnaire is 


given over to complaints people | 


may have in regard to various 
services, such as .repair shops. 








KNITTER DROPS STITCH FRETTING BECAUSE 
SWEEPERS ARE SCARCE NOW THAT BISSELL 
MAKES MOSTLY WAR PRODUCTS. FRIEND SAYS: 





“NO NEED FOR YS TO WORRY! ITS EASY TO 
MAKE OUR BISSELLS LAST. JUST FOLLOW 3 
SIMPLE RULES. #1: EMPTY AFTER EACH USE. 








“#2: CUT RAVELINGS ANDO CLEAN BRUSH. NO 
SWEEPER, NOT EVEN A ‘BISSELL,CAN CLEAN 








“ONE DROP OF OIL AT THE WEAR SPOTS 





NOW ANO THEN. THATS HOW TO MAKE 
YOUR BISSELL LAST TIL THE WAR IS OVER.” 








“ALITTLE CARE MEANS LONGER WEAR” 


BISSELL SWEEPERS 
Sweep QUICKLY - Empty EASHLY 


WARNING: Bissell has no “house-to-house” repair- 
men. Ifrepairsare needed, see your dealer or write— 
Bissell Carpet Sweeper Co., Grand Rapids 2, Mich. 








That's what BISSELL is telling 
ladies 
who have to make their sweep- 
ers last until production of new 


your customers—those 


sweepers can be resumed. 


We’retelling them—in typical 
Bissell-style ads in McCall’s, 
Good Housekeeping, Ladies’ 
Home Journal, Woman’s Home 
Companion—the few simple 
things they need to do to keep 
their Bissells sweeping. And 
we're offering them our free 
booklet ‘‘The ABC of Bissell 


Care and Repair”. 






This advertising is giving a real wartime service to 
your customers. And it’s keeping the “Bissell” name 
and reputation in their minds, so that when Bissells aren 
again being made, Bissell will again be your faseeiee 
selling, most-profitable sweeper. ' 


Bissell Carpet Sweeper Co. 


Grand Rapids 2, Michigan 
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For the general run of 


rough and tough work on 
farms and construction jobs, 
these Simonds Saws will give 
your customers top value and 
service . . . will stand up and 
cut longer than other saws of 
this class. They require less 
set, cut much more easily, and 
stay sharp longer. The Simonds 
General Purpose line includes 
several patterns each of 1-man 
and 2-man saws, in all required 
lengths, widths, 
per, and types of teeth. Send 
your orders to the nearest 
Simonds branch: * 


SIMONDS SAW AND STEEL CO. 
1350 Columbia Road, Boston; 127 So. 
Green St., Chicago; 228 First St., San 
Francisco; 520 First Ave., So., 


auges of ta- 


Seattle; 
311. S. W. First Ave., Portland, Ore. 


Top: No. 111 One-Man Saw, Med- 
ium wide, Champion tooth. 
Below: No. 202 Two-Man Saw 
Mediim wide, Perforated 
lance tooth. 





-_*%, Bought Your Bonds This Week? x 





Simplify Material List Under L-41 





To Obtain Building Materials 


\ simplified -material list has 
been provided to accompany the 
WPB application form for au- 
thorization to construct under 
Order L-41 and for priorities to 
obtain building materials, it was 
announced Sept. 21 by the War 
Production Board and the Na- 
tional Housing Agency. 

Property owners, builders and 
others planning conversion of 
houses and other structures into 
additional living units will use 
the new form, designated as 
WPB 2897.1, “Bill of Materials 
to be Installed in Residential Re- 
modeling, Rehabilitation or Ad- 
ditions and New Housing under 
$10,000 Total Cost.” The form 
takes up only a single sheet of 
paper and replaces WPB 2897 
(formerly PD-105-A) for con- 
struction of this type. It is used 
to accompany the application 
form WPB 2896 (formerly PD- 
105). 

The new form is applicable 
for use in three types of war 
housing construction: (1) pri- 
vately-financed conversion, re- 
habilitation or additions, (2) 
publicly-financed conversion, and 
(3) new private housing projects 
where all units involved amount 





to less than $10,000 total cost ex 
clusive of land. 

Copies are now available at 
all FHA and WPB offices as well 
as local War Housing Centers. 
Applications for _ privately-fi- 
nanced conversions and for new 
housing projects should be filed 
with the local FHA office. 


Changes were also announced 
involving controlled materials al- 
lotments and preference ratings 
under form CMP-H-1. Under 
these, the Small Order provisions 
of CMP Reg. 6 are applicable to 


all projects where the amount of ; 


controlled materials to be bought 
is less than 2,000 pounds of steel 
or 100 pounds of copper. In 
such cases, the contractor need 
not make an exact estimate of 
materials by the quarter in which 
the materials are to be used. In- 
stead, all materials are charged 
against the quarter in which the 
project is started. 


These changes will not only 
simplify procedures for the pub- 
lic but will serve to stimulate the 
conversion of homes and other 
structures into additional living 
units for occupancy by war work- 
ers officials declared. 








Some Screens, Screen 


Doors Now 


, Sabject to Different Price Regulations 


Screen doors and 
frame screens have been removed 
from the list of commodities sub- 
ject to Maximum Price Regula- 
tion No. 142 (Retail Prices for 
Summer Commodities), the Office 


of Price Administration ‘ an- 
nounced Sept. 23. 
Screen doors and woodef 


frame screens, OPA said, are 
subject to Revised Maximum 
Price Regulation No. 293 (Stock 
Millwork) or Maximum Price 
Regulation No. 381 (Stock 
Screen Goods), and they are be- 
ing removed from Maximum 
Price Regulation No. 142 to end 
duplicate coverage. 

OPA emphasized that only 
screen doors and wooden frame 
screens are being removed from 
Maximum Price Regulation No. 
142. All-metal screens continue 
to be. priced under Maximum 
Price Regulation No. 142. 


wooden | 





The foregoing changes are 
made in Amendment No. 5 to 
Maximum Price Regulation No. 
142, and became effective Sept. 
29, 1943. 

. In another action to remove 
duplicate coverage, storm doors 
and storm sash are removed 
from the price coverage of Maxi- 
mum Price Regulation No. 210 
(Retail and Wholesale Prices for 
Fall and Winter Seasonal Com- 
modities) through Amendment 
12, also effective Sept. 29. Both: 
retail and wholesale ceiling 
prices of storm doors and storm 
sash, as well as producers’ ceil- 
ings, are specifically contained in 
Revised Maximum Price Regu- 
lation No. 293 (Stock Millwork). 

No increases in -present retail 
ceiling prices for screen doors, 
wooden frame screens, storm 
doors, and storm sashes are 
affected by these actions. 
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Efficiently doing its share on 
the production front, SPIN- 
TITE, the wrench that works 
like a screw driver, may help 
you handle your production 
problems. 


Originally developed by 
Stevens Walden, SPINTITE 
features drilled shank, non- 
slip,handle, precision ma- 
chining . . . a tool to do a 
better job. 


Eleven stock sizes (Hex head) 
range from 3/16” to 5/8”. 
Knurled round, square SPIN- 
TITES, special lengths and 
sizes made to your specifica- 
tions. Write for complete in- 





At Left — 1-73 set: 7 Hexagon SPIN- 
TITES from 3/16” to 1/2” drive in 
convenient stand. Ideal for assembly. 
SPINTITES also available for use with 
chuck type hendles as shown below. 
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Photo by Ezra Stoller 
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HOW WILL MARKETS 
SHIFT AFTER THE WAR? 


In an effort to find out how wartime thinking may 
affect postwar buying, a continuing study by the U. S. 
Chamber of Commerce reveals some interesting facts. 













New homes and new home furnishings stand way up on 
the list of the things families intend to buy. 






The evidence points to a huge market for BENNETT 
Flexscreens and fireplace specialties. 


War over, at the drop of the hat, we'll be back in 
production on the finest line of firescreens and fire- 
place accessories you ever saw. 







BENNETT FIREPLACE CO. 


NORWICH, N. Y. 


BENNETT 
























































































1944 Farm Ration Program 
Gives Greater Flexibility 


Farm machinery production under L-257 authorizes 
average of 80 per cent of 1940 production in 1944— 


compared with 40 per cent for 1943. 


strictions on manufacture 


The War Food Administration 
on Sept. 28, 1943, announced a 
new farm machinery distribution 
program’ which provides for 
actual rationing of considerably 
fewer items than in 1943 and in 
general sets up a much more 
flexible system for distributing 
the relatively greater amount of 
machinery to be available to 
farmers in 1944. 

Tight production and distribu- 
tion factors existing in 1943 
made it necessary %o put distri- 
bution and rationing controls in 
effect on 91 types of machinery. 
Reflecting the prospects of in- 
creased machinery production in 
1944, the new program pro- 
vides for distribution control over 
only 46 types of machinery, of 
which only 31 are actually on the 
list of rationed items. 

Although some _ production 
difficulties are expected to re- 
main, WFA officials said that the 
machinery outlook for 1944 is 
much improved. Production of 
machinery under WPB order 
L-257 is authorized at an aver- 
age of 80 per cent of the output 
in 1940, a better than normal 
production year. This compares 
with the authorized output of 40 
per cent of 1940 under WPB 
order L-170, which governed pro- 
duction for 1943. Furthermore, 
there are no quota restrictions on 
manufacture of repair parts for 
1944, 


However, because of the huge | 


wartime demand for some types 
of machinery, and the vital im- 
portance of some machinery in 
producing essential war crops, it 
has been necessary to retain a 
measure of control over the dis- 
tribution of certain types of ma- 
chinery. Only the most essential 
types will continue to be ra- 
tioned. 

The new program takes force 
under Food Production Order 
No. 14 and Supplement 1 to the 
order, both effective Oct. 15. The 
order sets up three schedules of 
machinery—Schedules I, II and 
III, methods of distribution for 
each schedule, and establishes a 
national reserve equal to 20 per 
cent of the authorized production 
of the items in the three sched- 
ules. The need for planning the 
1944 distribution program as far 
as possible in advance of crop 
plantings and machinery manu- 
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No quota re- 
of repair parts for 1944. 


facture has made it desirable to 
insure the possibility of making 
later adjustments through the 20 
per cent reserve. This reserve 
will be used largely to meet new 
needs of areas where significant 
shifts in crop production are 
made and to provide additional 
equipment for areas where sea- 
sonal conditions indicate un- 
usually heavy production. 
Schedule I lists 19 types which 
will be rationed to farmers and 
over which more complete distri- 
bution control is maintained be- 
cause Of their importance in ob- 
taining increased production of 
such crops as soybeans, dry 
edible peas and beans, peanuts, 





| 


corn, wheat potatoes and other | 


essential crops. This machinery 
includes planters, listers 
planting attachments, grain drills, 
manure spreaders, power spray- 
ers, combines, corn binders, corn 
pickers, potato diggers and 
pickers, mowers, rakes, hay load- 
ers, pick-up hay balers, ensilage 
cutters, tractors, and stationary 
hay and straw balers. State and 
County distribution plans will be 
obtained from manufacturers for 
80 per cent of the authorized 
production of this equipment as 
soon as possible. To obtain such 
equipment, the farmer will, as in 
the past, apply to his County 
Farm Rationing Committee for a 
purchase certificate. 

Schedule II lists 12 types of 
equipment which will be ra- 
tioned, but on which the distri- 
bution is more flexible. State 
distribution plans will be ob- 
tained, but manufacturers — will 
not be asked to submit county 
plans. This equipment ‘includes 
field ensilage harvesters, portable 
elevators, grain and forage blow- 
ers, garden tractors, milking ma- 
chines, farm milk coolers, feed 
grinders and crushers, well water 
systems, power pumps, windmills, 
and irrigation pumps. These 
items will be rationed to farmers 
through County Farm Rationing 
Committees, 


Schedule III consists largely of 
15 types of 


tractor-drawn or 





with | 


} 
' 
| 





| 
| 
| 
| 
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mounted implements which will 
not be rationed. Distribution 
will be controlled only through 
State distribution plans. Sched- 
ule III items include beet and 
bean drills or planters, mold- 
board plows, disc plows and til- 
lers, middlebusters, disc harrows, 
soil pulverizers and packers, cul- 
tivators, rotary hoes, dusters, 
grain binders, stationary thresh- 
ers, and irrigation distribution 
equipment such as portable pipe 
and extensions. 

On Oct. 15, the effective date 
of FPO No. 14, rationing will be 
discontinued on many items (ex- 
cept those listed on Schedules I 
and II), including Schedule III 
items and those presently being 
rationed which are not listed on 
Schedules I and II. Rationing 
will be continued on milk cans 
and pressure cookers, to be cov- 
ered by supplementary orders. 
All purchase certificates now be- 
ing issued by County Farm Ra- 
tioning Committees will be valid 
only until Dec. 1, when the 
changeover to the new system 
will be made. County Farm Ra- 
tioning Committees are being in- 
structed to cease rationing items 
not listed on Schedule I and I 
after Oct. 15. } 

The distribution plans call for 
machinery maufacturers to report 
to the WFA Deputy Administra- 
tor in charge of the machinery 
program the number of units of 
all machines they intend to pro- 
duce and the States in which 
they will distribute 80 per cent 
of such production. On Sched- 
ule I items the manufacturers 
will report to State War Boards 
their proposed distribution plans, 
by counties, for 80 per cent of 
their planned production. (No 
county plans will be reported for 
Schedule II and III items, but the 
Deputy Administrator will inform 
State War Boards of the number 
of such machines to be sold 
within a State.) State War 
Boards will tabulate the county 
distribution plans-reeeived from. | 
manufacturers to determine the 
over-all distribution pattern for 
each type of Schedule I equip- 
ment and will analyze such plans 
in relation to the county food 
production situation and needs 
for machinery. State Boards 
may adjust any manufacturers” 
distribution plans for any type 
of Schedule I equipment; such 
modifications are limited to 10 
per cent of the number of ma- 
chines reported by the manu- 
facturers. 











From the data obtained from 
manufacturers on distribution of 


Schedule I equipment, State 
Boards will set tentative county 
quotas, which will establish the 
number of purchase certificates 
which can be issued in a county. 
Provision is also made for ad- 
justment of county quotas where, 
for example, a dealer may receive 
more machines than indicated on 
the distribution plan. 





FURTHER LIMIT USE 
OF ZINC IN M-11-b 


Use of zinc for making items 
not specifically prohibited in List 
A attached to Conservation Order 
M-11-b was set at 15 per cent by 
weight per quarter of the amount 
of zinc products used by a person 
during the entire calendar year 
1941, through revision of the 
Order M-1l-b, effective Oct. 1, 
the War Production Board an- 
nounced Oct. 1. The order pre- 
viously permitted processing dur- 
ing a quarter of 50 per cent of 
the amount of zinc used in the 
corresponding quarter of 1941. 

The amended order simplifies 
applications and administration 
by substituting “use” for “proc- 
ess” in the definitions. It in- 
cludes the provision that prohi- 
bitions and restrictions of the 
order shall not apply to the use 
of zinc as zine dust for certain 
specified purposes, or for the 
manufacture of zine oxide, as 
vided in Orders M-11 and M-11-1. 

A list of health supplies for 
which zinc and zinc products 


may be used is also incorporated | 


in the amended orler to take the 
place of Order P-29, which has 
been revoked. 

The prohibition limiting use 
of zinc in lock parts does not 
apply under the amended order 
to cylinder assemblies and lock 
cases where they are part of the 
assembly. 


ILLUMINATED EXIT 
SIGNS ‘NOW. UNDER 
ORDER L-29 


Illuminated exit signs of the 
type normally used in _ public 
buildings on Sept. 28 have been 
removed from restrictions of 
Order L-29 (Metal Signs) and 
made subject to provisions of 
Order L-212 (Incandescent Light- 
ing Fixtures). The action was 
taken with amendment of Order 
L-29 by the War Production 
Board. 

Only other changes in the 
order are revisions in wording of 
the paragraph relating to ap- 
peals and applicability. of reg- 
ulations. 

Amendment No. 3 of Limita- 
tion Order L-29 was issued Sep- 
tember 23. 
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—they're doing 


a wartime job! 





Scarcity of materials 
makes it necessary to 
share the supply as 
equitably as possible. 
Edlund Can Openers 
and Egg Beaters are 
still available through 
Jobbers only. Allot- 
ments based on previ- 
ous sales. 











EGG BEATERS 


AND 


CAN OPENERS 





















VICTORY 


ASBESTOS WICK 
4 PLY 


Assestos Parer Wick 








Trade Mark Reg, 


TESTED! 
PROVEN! 


Here’s the answer to a pressing need 
—a satisfactory substitute for woven 
wicks. it's made to sell NOW! Fill 
empty shelves with this fast mover. Attrac- 
tive Dealer Helps: Red, White and Blue counter 
cards and pamphiets with sales appeal. 


LATEST NEWS ON "'FLAMEMASTER" & "*GLASWIK" 


War needs have taken much of the asbestos yarn formerly used in the pro- 
duction of FLAMEMASTER although it is still available in limited quanti- 
ties—keep asking for it. Production of GLASWIK has been temporarily 
suspended, owing to the emergency, but will be resumed as soon as possible. 


ATLAS ASBESTOS CO. 


Manufacturers of Glaswik and Flamemaster Wicks 


PRODUCERS OF ASBESTOS PRODUCTS FOR 20 YEARS 
North Wales, Penna. 





























CENTER 


Tue Forstner 
Augur Bit bores at 
angles, cuts any 
are of a circle, and 
leaves a smooth- 
walled, flat-bot- 
tomed hole in the 
toughest, knottiest 
woods. 





She PROG 


The Forstner Augur Bit Is 
Guided By Its Circular Rim 





SPUR.. 














If your customers have war uses for 
these heavily demanded bits, you can 
get them with hand brace shanks, 
from 4“ to 144" by sixteenths; with 
machine shanks, from 154" to 3” 
by eighths. 


RESSIVE MFG. CO 
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The Bolt Clipper has no such 
limitations of use as its tradi- 
tional name implies. It cuts 
rods, wire, cables, straps—and 
in its varied forms it performs 
many operations of pressing, 
crimping, etc. Its versatility has 
increased with the great expan- 
sion of the metal working indus- 
tries. In principle it has not: 
changed from the toggle joint 
leverage design which trans- 
forms a few pounds of hand 
pressure to a tremendous ap- 
plied pressure to cut hard 
steel. With refinements and va- 
riations of design have come 
greater durability through the 
use of special steels and heat 
treating processes. 

H. K. PORTER, INC. 

Everett, Mass. 


Porter tools are sold through leading supply 
and jobbing houses and subject to the restric- 


war production. Catalog on request— 


ask for our new maintenance book. 


PORTER HK P CUTTERS 











































OBITUARIES 








J. C. BYRD 
John Calvin Byrd, vice-presi- 
dent of Jensen-Byrd Co., Spo- 
kane, Wash., hardware firm, re- 








JOHN C. BYRD 


cently passed away after suffer- 
ing a heart attack in Honolulu, 
Hawaii. Mr. Byrd retired from 
active participation in the busi- 








< 








—NOT ONE— 


Our line is NEW and we 
pride ourselves in being 
able to offer The Only 
"ZIRCON" Abrasive 
Hones and Oil Stones on 





ness in 1937. In 1887 he moved 
to Spokane, Wash., and entered 
into the hardware business with 
his brother-in-law, G. S. Wol- 
verton, under the firm name of 
Wolverton & Byrd Co. 
that company united with Jen- 
sen & King, Sprague, Wash., at 
which time Jensen-King-Byrd 
Co. was founded in Spokane. 
In 1925 the name was changed 


to Jensen-Byrd Co. He also | 


served as a city councilman in 
Spokane. He is survived by his 
wife, a daughter, Mrs. J. F. Nel- 
son, Honolulu, and a son, Carrol 
F. Byrd, attorney and banker 
of Willows, Cal. 


CHARLES G. LINTNER 


Charles G. Lintner, 52, west 
coast representative for Pyrex 
Housewares Division of the Cor- 
ning Glass Works, Corning, 


In 1896 








CHARLES G. LINTNER 


sentative for A. S. Boyle Co., Cin- 
cinnati, Ohio, covering practically 
the same territory as he covered 
for Corning Glass Works, includ- 
| ing the states of Washington, 
| Utah, Idaho, Nevada, Arizona 
and California. 


JOSEPH DOWLING 


N. Y., passed away recently after | 


suffering a stroke, at his home in | 


Hollywood, Cal. Before joining 
the Corning Glass Works in 1932, 


Mr. Lintner had been sales repre- 





Joseph William Dowling, 86, 
former president of the Canadian 
Wholesale Hardware Association, 
passed away recently in the 


Royal Victoria Hospital, Mon- 
treal, Canada, after a short ill- 
ness. Mr. Dowling spent his en- 
tire. business career totaling 52 
years with Caverhill, Learmont & 
Co., Ltd., of which he became 
vice-president and general man- 
ager. He was actively associated 
with the firm until his retirement 
| in 1939. He is survived by his 
wife, two sons, and four daugh- 





ters. 


| | SAMUEL B. BOWEN 

| Samuel Bispham Bowen, chair- 
man of the board of directors 
| ome former president of the 
| Pecora Paint Co., Inc., Philadel- 
| phia, Pa., paint manufacturers, 
recently passed away in Man- 
chester, Mass. Mr. Bowen be- 
came associated with the Pecora 
Paint Co., Inc., of which com- 
pany his father was one of the 
founders in 1862, in 1872. He 
became president of the concern 


| when it was incorporated in 1911, 


and remained in the position 
until 1928 when his son, Samuel 
B. Bowen, Jr., succeeded him. 
He leaves another son and three 
daughters, Mrs. Helen M. Deeter, 
Mrs. Virginia McNeil, and Mrs. 





Sue K. Carl. 





FOUR NEW PRODUCTS-Efach a Leader! 
For the Jobber, Distributor and Wide Awake Dealer 





VICTORY 





the market. 


ject to 20,000 Ibs. pressure during the 
Composition Stone." 


Jobbers 





Estab. Mfgrs. Agents 
Wanted Everywhere 





— NOT TWO 
FACTS and FIGURES —cver, stone we produce is sub- 


VICTORY ZIRCON 12 Moves — racked 3 doz. to 
BLUE BOY coat Coe Hones — Packed 3 doz. to counter 
BIG BEN ZIRCON (rrNai—tun isto 
VICTORY HONE OIL Loose pack. or 6 doz. (i oz. 


bottles) to case. 
Distributors — Dept. Stores, Dealers — Write for 
catalog sheets and special Holiday Discounts 


TURNER BROS. & COMPANY 


ANUFACTURERS 





Process of Production. "A 


ABRASIVE 





ZIRCON 








—NOT THREE— 








BIG BEN "ZIRCON" 


Household & Commercial 
Hone. Wherever Tools. Knives, 
Instruments or steel edges ex- 
ist—BIG BEN puts .on the de- 
sired cutting edge with ease. 


RAZOR HONES 


They Save Blades—Get Hundreds ‘of Clean Shaves for Double Edge BladesRET AILAL g 


4 The BLUE BOY Pocket Knife Hone 
IT IS SELLING BY THE THOUSANDS 


Just the thing for Xmas, Service Men, etc. A popular pric 
pocket hone that has a very strong appeal. 


>) < VICTORY HONE OIL 


A special compound formula that works like 
magic on any hone or oil stone. 
A very fine gun oil. 














RETAIL LO? 


RETAIL g 








M 
1107 W. Valley Blvd. — 


I—- BUT FOUR — 





Alhambra, Calif. 





Send $2.00 for Liberal 
Supply of Samples—Prepaid 
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G 
MIDLAND 


No. 220 
Breast 
Chain. 


THE 








. , Gk 
‘@ 4) a 
N No. 855 Breast Chain No. 850 Breast Chain 
y ly, ; Double Snap. Used on Slide Snap. Used on 
Ds Pt No. 220 Breast Chain. No. 220 Breast Chain. 
, ia A complete fast selling profitable line of well known Saddlery 


t A Hardware and Harness Chains for every known practical use. 


Ask for MIDLAND Brand when ordering from your jobber. 


South Milwaukee, 


MIDLAND COMPANY 


Manufacturers—Incorporated 1911 


Wisconsin 
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THE COLUMBIAN VISE & MFG. CO. 


9017 BESSEMER AVE. CLEVELAND, OHIO 
THE WORLD'S LARGEST MAKERS OF VISES 




















OUR GUARANTEE 


This Daniel aoe! Handle is made of 
the best Second Gro Hi 


TOPS IN 
men 


Daniel Boone 
Handles, according to RON 
independent scientific tests \ q 
by engineers in leading uni- SON 
versities, withstand 37% more 
pressure before fracturing than 
the average of all other grades of : 
hickory tool handles. % 















1d Tool Users as being unequalled. 


NO BETTER HANDLE CAN BE MADE 






X 
y 


Longer service life, less frequent X 
rehandling means time saved when time Wize 
is money. Profit with this well-known % 
brand backed by Turnerday’s unexcelled X . 
seputation for producing the world’s finest 
striking tool handles. Order from your jobber. 


TURNER, DAY AND WOOLWORTH HANDLE CO., INC. 


LOUISVILLE, KENTUCKY 
FOR OVER 80 YEARS—WORLD’S LARGEST HICKORY HANDLE MANUFACTURER 








LINOLEUM CEMENT 


Tiger Grip is a favorite with linoleum 
layers for patching linoleum, gluing 
stair treads and seams, etc. In handy 
size jars and cans. 


DAISY BRUSH CLEANER 


Bristles are scarce. Daisy cleans paint 

a brushes perfectly. 10¢ carton; also 
bebo 25¢ economy package of 12 doz. 

= | en ISU We Solicit Inquiries From Wholesalers. 

+} PAINT BRUSH ms 








CONSUMERS GLUE COMPANY — since 1906 — ST. LOUIS, MO. 


Profitable, Fast Selling Line Of Consumers Products 
Established Quality — New Labels — Convenient Size Packages 


CONSUMERS PATCHING PLASTER 
For cracks, holes and general use. Will not shrink or 
discolor. Mixes white in cold water. Does not require 
sizing before painting or papering. 1, 2% and 5 |b. car- 
tons; 2, 5 and 10 lb. paper bags. 


CONSUMERS CRACK FILLER 


Fills holes, cracks or breaks in wood, 
stone, etc. Mixes smooth, drys hard, 
stays put. 5 oz. and 1 Ib. cartons. 


Ask For Our Folder Showing Products Of Merit. 








OCTOBER 14, 1943 


107 








Early November—Thanksgiving Goods, 
Lunch Kits and Horse Collars 








THANKSGIVING 
HOUSEWARES 


NECESSITIES WINDOW 
FOR THE MERCHANDISE: 
ve J ae ee ee Dinnerware, glass- 
3 T ware and silverware 
oe HANKSG IVING presented in a table 
ee setting; carving sets. 
oe Day glass coffee -—- 
es lator, glass illet. 
~ ag n INNER | glass roaster, baking 
, s dishes, casseroles. 
custard cups, wood- 
en bowls, kitchen 
(a a ee cutlery. food chop- 
ie RS ~ pers, glass double 
a "ha Ue o boilers, glass sauce 

y as Z, - pans. 


























ge % is BACKGROUND: 
if / . . Zz Center panel of dark f 
brown corrugated : 








, a 
i Mk oan \e ) Sa & board or painted 
wallboard. Side pan- 
els of buff material 
a a ee ee with turkey cut-outs. 


aes Cut-out letters in red. 
GL CanwinG@ SETS 
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HARDWARE AGE Original Display IDEAS 





LUNCH KIT [ 
WINDOW 


MERCHANDISE: 


Dinner buckets, lunch 

Luncn Kits Horse Cours kits with vacuum 

Ensov Home ann PADS pga anges owe 
Prepared Fooo Gooo Firs Assureo bottles. 


Ar Your Job8 

HORSE COLLAR 

AND PAD 

WINDOW 
MERCHANDISE: 
Horse collars, horse 
collar pads, harness 
oil, top pads for col- 
lars, several types. 


PT Si 
-— | 


BACKGROUND: 


Panels covered with 
buff corrugated board 
or painted wallboard. 
Cut-out letters of dark 
blue. Side strips of 
dark brown. 


——_— 
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Working full-tilt on war contracts, 
Columbian is nevertheless able to 
produce limited quantities of rope 
for civilian use, from the best pos- 
sible fibre authorized by the 
United States Government. In 
war, as in peacetime, it pays to 
use Columbian. 


COLUMBIAN ROPE CO. 











INDUSTRIAL 


CASTERS 


@ SPEED UP PRODUCTION 
@ SAVE MAN-HOURS 

@ MODERNIZE METHODS 

@ BRING WORK TO WORKER 
@ PROTECT FLOORS 
write for particulars 


FAULTLESS CASTER CORP. 
Evansville, Indiana 


Branches in Principal Cities 
























"1 RIGHT NOW--- 


WARE HI- LAG FUSES 


Keep Motors Humming 
100% Quality 
Approved by 

UNDERWRITERS 
WARE BROS. 
DIVISION OF 

CHICAGO ROLLER SKATE CO. 

CHICAGO, ILL. 











DIAMOND TOOLS 


Are On Every Fighting Front 


* With the Army, the Navy, the 
Marines, on tanks and in airplanes . 
Diamond Tools are doing their part to keep 
Uncle Sam’s fighting machinery moving 
forward ... They are used on the farm and 
in every essential war industry on the home 
front. 


We're doing our best to take care 
of our customers, but war needs must 
come first. 


» DIAMOND CALK 


~ HORSESHOE CO. 


4622 Grand Ave. . . Duluth, Minn. 





























HARDWARE & TOOLS 


Serving On The 
Home Front Until 


VICTORY 


then 
a bigger and finer 
line of peace time 
products 


ARCADE MFG. CO. 


1201 SHAWNEE ST. 
FREEPORT, ILL. 
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OVERNMENT WAR-TIME RESTRICTIONS 
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Collar pads—Jobbers are ad- 
vised of a further simplifying of styles, 
by the two general manufacturers. No 
items of an importantly staple nature 
or demand will be discontinued, but it 
is expected that all the two-piece pads 
will be among the patterns discon- 
tinued. 

* os * 

Brooms and brushes—A step- 
ped-up demand from householders, now 
that sweepers and vacuum cleaners are 
unavailable (though promised) has in- 
tensified the problems of broom and 
brush makers in keeping their jobbers 
supplied. The common story of man- 
power shortages is a leading handicap, 
with timber-for-handles scarcity a close 
second. The call for factory brooms 
and brushes with high MRO ratings, is 
very heavy, and pulls a lot of factory 
capacity away from the household types. 
There are really no “popular-priced” 
numbers left in the market—when avail- 
able the patterns are those normally 
known as the “top-priced” lines. 

” aa - 

Alarm © clocks The very 
“modest” allocations of victory alarm 
clocks for the third and fourth quarters 
have been made. Wholesalers say they 
are not getting more than 10 per cent 
as many clocks as are in reasonable 
demand from their regular trade. 

> * * 

Lunch kits—WPB has _per- 
mitted a limited quantity of metal 
lunch kits to be made. A few of these 
are trickling into and through jobbers’ 
hands, but the amount that is allowed 
for distribution is very small. The “un- 
satisfied demand is turning to the fibre 
substitutes—available, but not con 
sidered a suitable answer to the demand 
for hard-service kits. 

* e 

Snow shovels—To speak of a 
different season and problem, one must 
remind that snow shovels promise to be 
scarce and high-priced this winter. 
Many usual manufacturers have 
changed over to war-work, others are 
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partly busy with war production, and 
all are harrassed by shortage of handles 
and labor. Whether reliance has been 
placed upon the steel-blade “scoop” 
type, or the flat wood-blade style, stocks 
are low or non-existent, and makers are 
“full-up” with more than they can do. 
A cheap shovel, to meet the needs of 
the average householder, seems com- 
pletely “missing.” 


* + % 


Shoe repairs—WPB has acted 
to increase the amount of leather avail- 
able for repair of civilian shoes, send- 
ing a directive to 25 large leather cut- 
ters ordering that a substantial portion 
of their output during this month be 
released for sale to the civilian shoe 
repair trade. It is hoped thus to give 
shoe repairers an amount of sole leather 
in excess of the average monthly pre- 


war supplies’ furnished to them. An 
acute shortage of sole leather for 
repair purposes has become increasingly 
serious during the past few months, be- 
cause of military and lend-lease de- 
mands for leather, and reduced hide 


production. 
= a aa 


Dinnerware—Dinnerware man- 
ufacturers are many months behind in 
deliveries, and seem to be getting in 
worse shape each week. The chief 
cause is lack of manpower, but the car- 
ton situation is becoming very critical 
for china and glassware manufacturers. 
There is a continuingly heavy demand 
for all supplies which jobbers and deal- 
ers are able to offer. 


7 o . 


Toys—Toy manufacturers: have 
been very slow in shipping orders that 
were placed with them as early as 
January. They have been held up by 
lack of manpower and of some ma- 





Wholesale Hardware Sales 
By, riadbentiadd Siete for anit 1943 











SALES REPORTED #4 SALES-YEAR-TO-DATE 
| 
Percent Change 
REGION August 1943 Thousands of Dollars | | 

from Percent | Eight | Eight 
Change | Months | Months 

Number from | 1943 | 1942 

of August July August | August July 8 mos. | (Add | (Add 

Firms 1942 1943 | 1943 | 1942 1943 1942 | 000) 000) 
New England 26 2 2 44) $1,173 | $1,166 . $9,411 | $10,192 
Middle Atiantic 100 2 +1 930| 7,042, 6,853 — 2 73,746 | 75,271 
East North Central. | 54 5 -4 002; 6618 6,242, —15 51,994 | 61,515 
West North Centra! 33 4 +10 530| 4,723 4,1 -14 42,933 | 50,084 
South Atlantic 45 8 +1 7| 3,485; 3,181) —16 29,512 | 35,062 
East South Central 20 " +8 460; 2,753 2,279; —17 19,801 | 23,911 
West South Central... 25 1 —1 586; 4,610 4619 — 5 40,645 | 42,820 
Mountain 5 ~17 3 270 324 -6 4,497| 4,789 
Pacific 27 +1 | +6 | 6451} 6396 6075, +6 a 83,883 
U.S. TOTAL a 339 4 +2 | 36,740) 37,331 34,957 —7 363,070 | 389,782 

! 
Bureau of the Census Current Statistical Service 


a Incjudes data for 4 firms not allocated to geographic regions. 





States comprising regions: 


New England—(Conn., Maine, Mass., N. H., R. I., Vt.) 


Middle Atlantic—(N. J., N. Y., 


Pa.) 
East North Central—(Iil., Ind., Mich., Ohio, Wisc.) 
West North Central—(lowa, Kan., Minn., Mo., Neb., N. D., S. D.) 
South Atlantic—(Del., D. C., Fla., Ga., Md., N. C., S. C., Va., W. Va.) 


Fast South Central—(Ala., Ky., Miss., Tenn.) 


West South Central—(Ark., La., Okla., Texas) 
Mountain—(Ariz., Colo., Idaho, — Nev., N. M., Utah, Wyo.) 


Pacific—(Calif., Ore., Wash.) 
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terials, also by shortage of cartons and 


wrappings. Many newer maufacturers 


who started making toys of carboard 
and wood are now in difficulties because 
of these unforeseen production prob- 
lems and shortages. 


*« a t 


Window glass—tThe fall sea- 
son on window glass is now in full 
swing, and up to the present time job- 
bers have been able to get stocks ade- 
quate to take care of the demand. 
Shipments from the glass plants, how- 
ever, are beginning to slow up, so it is 
not certain that retailers will be able 
to maintain their stocks at a normal 
level through the season. 


* * 


Wax paper use curbed—Man- 
ufacture or use of waxed paper for the 
commercial packaging of several prod- 
ucts has been prohibited by WPB, by 
Order M-351. Also restrictions are 
established on the type and weight of 
paper and amount of wax in connection 
with certain other usages of wax papers 
which are not completely prohibited. 
Household use of waxed paper in cut- 
ter boxes will not be affected by the 
order, nor will the manufacture and use 
of waxed paper for the armed forces. 
Among the prohibited uses are: double 
wrapping of bread, except crackers and 
biscuits; carton over-wrapping of 
cereals, sugar, salt, butter and oleomar- 
garine; also wrapping of candy, saap 
and chewing gum. Bottles and canned 
goods may not be wrapped in waxed 
paper under the order. 


* * * 


Wall paper cleaner Manu- 
facturers report that they will com- 
mence making up 1944 stocks of wall- 
paper cleaner in October. Jobbers have 
been advised to order and take de- 
livery now in order to have stock for 
their spring requirements. Containers 
continue to be the chief problem of the 
manufacturers, who may be forced to 
concentrate on the 40 ounce fibre con- 
tainer, instead of the popular 12 ounce 
package 


* * e 


War gardens — planning 
ahead—Thousands of gardeners who 
raised vegetables for the first time this 
year now are enthusiasts who will con- 
tinue their interest in years to come, 
regardless of the length of the current 
food shortage. Already they are plot- 
ting and planning next year’s plantings, 
and if. they have suffered from shortage 
of equipment (as likely) many retailers 
will find an appetite for tools and appli- 


ances, waiting to be supplied—out-of- | 
season, or every-early next season. One | 
of the common ‘errors made by novices’ | 
this year was poor planning. Their | 


OCTOBER 14, 1943 


It's sales dynamite in a 
housewares package! A 
practical SMALL size 
—a REAL vacuum 
coffee brewer with a na- 
tionally famous name — 
VACULATOR! Extra 
value—more features— 
made with PYREX brand 
glass—and priced to sell 
at only $2.95 with 
good profits for 
you. If it's plus 
sales you're seek- 
ing for Fall and 
Winter, then stock 
up heavy on the 
new— 


2-3-4 
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We fell ‘em, you sell ‘em! Over 75,000,000 
ad impressions will appear in LIFE, Sat. Eve. 
POST, Ladies Home JOURNAL, American 
Magazine, Woman's Home COMPANION 
and many other national publications. PLUS 
the potent American Weekly — the coun- 
try's largest Sunday supplement. Cash in 
on this huge market — see your jobber — 


TODAY! 


gmpamion 














































Wholesale Hardware Inventories 
wes yisaabcties cians i a 1943 





| 


Percent Change [ 


REGION August 1943 
from 

lw a. 
| of | August | July | 
| Firms isa 1943 | 
” ba ; -|- 
New 16 Janet st | 
Middle 61 * ee 
East North Central 3 —m | +8 | 
West North Central —w | -1 | 
South Atlantic. .. 32 1 | -4 | 
East South Central 9 —18 o | 
West South Central 16 —20 3 | 
Mountain 5 —30 — 6 | 

Pacific... " 15 4 

U.S. TOTAL a....| 212 agh } ws 





Bureau of the 


Census 
a Includes data for 3 firms not allocated;to geographic regions. 


b Less than 0.5 percent. 








L END-OF-MONTH INVENTORIES (Cost) STOCK-SALES RATIOS 


8 > BNO 


| 
| 
| 
| 
| 
| 
| 
' 


es 


Thousands of Dollars 





604 | $2,052| $1,639 180 218 

6,048| 6,089| 5; 116 133 118 
77 | 10,280| 6,638/ 1535 | 207 140 
252| 7,821| 6,200| 166 | 201 | 190 
418; 3481, 2506; 114 | 147 116 
goz| 1,947| 1, 129 | «137 | (135 
627| 5,818| 4, 184 201 | «(164 
606; 905) 731| 288 | 307 282 
489} 5,280| 4,644) 161 201 184 
630 | «3308 | aaost| 147 | 182 | 182 





euneid Statistical Service 





Stock-eales are percentages obtained by dividing the cost value of stocks by Sepia 


for an identical group of firms. 





rows were too close together. Tall 
crops were planted where they would 
shade lower growing vegetables. Vege- 
tables which require considerable grow- 
ing space were improperly planted in 
small plots. To avoid such errors, help- 
ful stores will aid such novice gardeners 
to make a planting chart this fall to be 
followed next spring. 


. * a 


The tin situation—America’s 
tin position, although serious, is rela- 
tively less critical now. Reasons for its 
fairly favorable situation as compared 
with other scarce war materials in- 
clude: Existence of many substitutes 
which do a fair job—the conservation 
of tin supplies through rigid economies, 
and the fair-sized stock piles, which are 
being replenished now, to some extent, 
by shipments from abroad. When the 
U. S. went to war, it was estimated to 
have about 115,700 long tons available. 
The war, of course, has eaten heavily 
into this reserve, but shipments being 
received and the stiff conservation regu- 
lations have extended the “stockpile” 
to a size sufficiently large to last for 
some years. With some 66 per cent of 
the world’s tin now under enemy con- 
trol, the United States is getting most 
of its new tin from Bolivia and the Bel- 
gian Congo. Based on pre-war aver- 
ages, the chief uses of tin in the United 
States are as follows: Tinplate and 
terneplate, 43 per cent; solder, 22 per 
cent; bearings, 7% per cent; collapsi- 
ble tubes and foil, 8 per cent; bronze, 
7 per cent; and all others, 12% per 
cent. Silver is being used as a substi- 
tate for tin in solder to a considerable 
extent reasonably, but not entirely, 
satisfactory. 


Furniture——Furniture produc- 
tion is now rapidly declining from the 
peak output of 1941 and 1942 despite 
the continued heavy demand. The shift 
of many plants to war work, govern- 
ment restrictions on output, and grow- 
ing raw material and manpower short- 
ages are primarily responsible for the 
downward trend, The present outlook 
for retail dealers are unfavorable be- 
cause of the depletion of their stocks 
and the difficulty of obtaining replace- 
ments. Many dealers are literally sell- 
ing themselves out of business, as re- 
placements of their stocks are difficult 
and, in some cases, impossible to get. 


Many mavfacturers are refusing new 
orders, while deliveries of those which 
are booked are very slow and uncertain. 
Other merchandise, usually allied to 
furniture, is also in tight supply. 
Electrical appliances are practically 
non-existent, and floor coverings are 
also short because of the scarcity of 
raw materials. Nonpriority items, such 
as mirrors and chinaware are being 
heavily stocked, but they cannot re- 
place the “dollar value” of the missing 
furniture items. Since February, under 
Order L-260, there has been an effort 
to simplify furniture in order to stretch 
as far as possible the available supplies 
of materials and manpower. Each 
manufacturer’s patterns were reduced 
to 35 per cent of those made in Sept.. 
1941, and new patterns were completely 
prohibited. This actually caused little 
hardship to the industry, since in many 
eases manufacturers had already cut 
their lines to this level or below. 


* * # 


Leather gloves for retailing 
Leather gloves of all types have been 
declared subject to the WPB’s “decla- 
ration of policy” for retailers, it is an- 
nounced by the Office of Civilian Re- 
quirements. This policy previously has 
applied only to textiles, rugs, draperies, 
luggage, upholstered furniture, mat- 
tresses and fur coats. The declaration, 
issued July 15, is an advertising and 
promotion code for retailers designed to 
bring about orderly and adequate dis- 
tribution, and to obviate the necessity 
for rationing. Advertising pressure, 
such as “only a few left” and “buy 
now,” is particularly frowned upon by 
this code. 





Wholesale Hardware Collections 
on Accounts Receivable 
By hati 80 een, ei aiasesicch 1943 









































ACCOUNTS RECEIVABLE Collection Percentages 
[ | Satie) Gino 
REGION = Rona 1943 z Thousands of Dollars 
=, aon | rE August | July la A July 
| Firms | “iar | 1908 | 1043" wpa | 13, | iee2, | 1948 
i Rearend Rttkons se 
New 24 —2 | -4 $1,065 $1,417 | $1,115 97 7 98 
Middle | 90 —16 -— 5 | 8,971 ’ 83 72 a4 
East North 52 -2 +3 6,154} 8,652) 5,961 95 7 96 
West North Centrai....| 33 44 —2 6,634, 3, 108 70 110 
South Atiantic 43 —-3B -3 3,526 5,302 3,641 90 70 at 
East South Centra! we | --2 —8 1,699 2,377 1,855 93 7 82 
West South Central 23 | -8 -7 3,911 4,746 4,192 95 81 95 
Mountain. . . 5 | -% -8 302 431 89 71 90 
Pacifie...... 3a | -?7 -— 5 7,167 7,712 7,543 83 74 82 
U. S. TOTAL a | 36 06ClC OK -—4 35,247 | 46,625 | 36,652 %1 74 90 
' 
Bureau of the Census 
a Includes data for 5 firms not allocated to geographic regions. Current Statistical Service 
Collection percentages are obtained by dividing the collecti ts during the 


month by accounts receivable outstanding at the beginning of that quath for an identical 


greup of firms. 
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industrial sports groups—To | 
aid employment, and _ to conserve 
morale, it is more and more common 
for industrial plants to organize and 
equip competitive “teams” or groups, | 


for such sports as_ baseball, softball, | 
bowling or golf. Wide-awake near-by | 
stores not only prepare themselves to 
equip and encourage such teams, but 
are careful to seek out and suggest, to 
managements or to workers, the place | 
and method of such play pursuits, or | 
such competitive organizations. Some- 
times “ratings” for these industrial | 
“play projects” take sequence close be- 
hind the heavy army and navy calls for | 
sports equipment. 


* % oe 


The new production direc- | 
tive—On Sept. 21, an interesting re- 
statement of purpose was issued by | 
WPB, embodying changes in the pro- 
curement policies of all war agencies. 
The revised directive recognizes such 
sweeping changes during the past year, | 
as the increasing seriousness of the 
manpower problem; the comparative 
completion of war construction and fa- 
cilities; the increasing strain on trans- 
portation, and the necessity of expand- 
ing certain war outputs while, at the 





same time, curtailing others. It pro- 
vides that, after on-time delivery, the | 
effective use of manpower resources be- | 
comes the controlling factor in placing | 
and in revising war procurements. Pro- | 
curement agencies are directed not fo | 
place contracts in areas of acute labor 
shortage, whenever it is practical to 
place the contract elsewhere. In re- 
verse, whenever demand for an item 
diminishes, contracts will be terminated 
in labor shortage areas before other | 
areas, thus releasing labor for the 
places where they are most needed. 
Other considerations of great weight to 
war procurement departments must be: 
(1) Reduction of cost, consistent with 
speed. (2) Use of small plants for | 
contracts or sub-contracts—with mod- | 
erate subsidiaries where advisable. (3) | 
Use, for complicated production, of 
plants with special abilities or facili- 
ties for dealing with such problems. 
(4) Avoiding the unnecessary creation 
of new plants or facilities. (5) Avoid- 
ing strains upon transportation facili- 





ties. | 


| 


Merchant steel products— 
With the turn into the final 1943 quar- 
ter, wholesalers are pleased at the new 
plan for allotting their incoming sup- | 
plies of nails, wire, fencing, and simi- | 
lar products, so as to replace tonnage 
sold from their stock in any authorized 
manner, since April 1, 1943, and not 





{ 
(Continued on page 125) 





















’... aad were nor letting loose of 17 
for anything but the best ..a@ GOOMME 





NOW AVAILABLE ...A LIMITED 
NUMBER OF GENUINE ESTATE 
HEATROLAS ... AUTHORIZED FOR 
WARTIME PRODUCTION AND 
SALE TO QUALIFIED CUSTOMERS 


@ You know what's happening in the shoe 
business. People are parting with those pre- 
cious coupons only for brands they know, 
quality they can trust. 


And that’s just what is happening in the stove 
business. Folks who secure a precious Stove 
Purchase Certificate don’t want to take any 
chances. They want the best heater they can 
get...a heater they know... the heater that 
will wear the longest, save the most fuel. 


And they know, as you do, that the surest way 
of getting what they want is to buy a genuine 
Estate Heatrola. For they know locasate by 
name, know it's the best, know it’s the original 
circulating type heater. They know about 
the Intensi-Fire and other exclusive features 
that make it “America’s No. 1 Home Heater.” 


And so, to all Heatrola dealers, we say: press 
your advantage under stove rationing. Tell your 
customers you have America’s No. 1 Home 
Heater—the genuine Estate Heatrola. 








MORE IMPORTANT THAN EVER IN WARTIME... 
THESE GREAT ESTATE HEATROLA FEATURES 
@ Famous heat-making, fuel-saving Intensi-Fire Air Duct 


@ Whole-house circulating warmth; no cold corners or 
drafty floors 


@ Closed base construction and slanting louvers 

@ Jointiess ash box and -paper-tight door 

@ Handy Ped-a-lever Feed Door 

@ Sturdy “built-like-a-battleship” construction throughout 


BAA LA AAPA DP nO 


ESTATE 
HEATRO 








LA 








\ 
Over the Estate plant in Hom- 
iten, Ohio, under the Stars and 
Stripes, flies the Army-Navy "E", 
emblem of excellence in wer 
werk production. 


IT'S EASIER TO SELL WHAT YOUR CUSTOMERS WANT TO BUY 
. . - THE GENUINE ESTATE HEATROLA 


THE ESTATE STOVE COMPANY, HAMILTON, OHIO 


















































































FRANK E. LOUD, part- 
ner in M. R. Loud & Company, 
South Weymouth, Mass., 
started in the hardware busi- 
ness in April, 1893, with 
Brooks, Baldwin & Robbins, 
Milk St., Boston, Mass. He, 
was then 20 years of age. In 
January, 1894, the business 
was changed to Baldwin, Rob- 
bins & Co. and Mr. Loud re- 
mained with the firm until 
April of the following year 
when with his cousin, Matthew 
R. Loud, he started the hard- 
war firm of which he is still a 
partner in South Weymouth 
with a $600 stock. After a 
short time, the partners pur- 
chased a store that was doing a plumbing and heating 
business as well as a little hardware business. A few 
years later the firm moved to a location in the central 
square of’ the town. Matthew R. Loud died in 1931 and 
accordingly Mr. Loud.took his eldest son, Frank E. Loud, 
Jr., into business with him, giving him much of its man- 
agement and later made him an equal partner. Mr. Loud 
was for many years on the directorate of the New England 
Hardware Dealers: Association. In 1938 he. became vice- 
president of the association and in the following year was 





FRANK E. LOUD 


elevated to the presidency. Mr. Loud says that for sev- 
eral years he has followed the lead of many hardware 
men and has spent his winters in the south. As a result 
of war conditions, he states, he is working harder than 
ever and may be obliged to forego his winter vacations 
for the duration. 


COL. H. K. ZUST, rep- 
resentative of the Camillus 
Cutlery Co., Camillus, N. Y., 
has been identified with the 
hardware business for the 
past 58 years. He started 
with the Camillus Cutlery Co. 
on August 23, 1885, is still 
with the same firm and is re- 
garded as the dean of the 
traveling men selling cutlery 
to the jobbing hardware trade 
in the United States and Can- 
ada as well as one of the best 
posted men in the cutlery in- 
dustry. He is a veteran of the 
New York State National 
Guard, a life member of the 
National Rifle Association, a 
life member of the St. Albans Lodge No. 56 of the F. and 
A. M. of Brooklyn, N. Y. In addition to the foregoing, 
he is chairman of the executive committee of the Old 
Guard, composed of southern hardware salesmen, and is 
active in community matters. The Colonel’s hobbies are 
cutlery, rifle shooting and stamp collecting. He is still a 
good shot and can hold his own on the rifle range. 





COL. H. K. ZUST 


* * x 


FREDERICK METTET- 
AL, head of the pricing de- 
partment for the Supplee-Bid- 
dle Hardware Co., Philadel- 
phia, Pa., wholesale hardware 
distributors, is 65 years of age 
and completed a half century 
in the hardware business on 
June 15th of this year. Mr. 
Mettetal was born September 
12, 1878, arid received his in- 
troduction to the hardware 
business in 1893 when he en- 
tered the employ of the Sup- 
plee Hardware Co. during the 
presidency of W. W. Supplee. 
His first position was that of 
order clerk’s helper but he FREDERICK METTETAL 
was shortly transferred to the 
city department where he became assistant bill clerk. 
When the consolidation with the Biddle Hardware Co. 
took place in 1914, he entered the buying department. He 
also had charge of the company’s cost department for a 
number of years. When W. Geo. Steltz became president 
of the company, he did special cost and sales department 
work. Mr. Mettetal has never held political office but has 
been active in. civic affairs in his home town of West 
Collingswood,. N. J. Music and choir work are his par- 
ticular hobbies. He has been interested in the latter for 
fully 50 years and has held the position of senior warden 
and choirmaster of Christ Episcopal Church in West Col- 
lingswood for approximately 30 years. ; 
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SALES OF 1231 INDEPENDENT RETAIL HARDWARE 
DEALERS IN UNITED STATES 


August, 1943, Comparisons 


4ug.°43 


US. 
Vo. Stores Aug.°42 
1,231 +1] 


Potal 


“SUMMARY 


Aug. 43 


vs. 
July 43 
3 


4ug. 43 
$7,836,302 


Aug. 42 
$7,768,699 


July 42 


Cumulative sales first 8 months of 1943 showed a decline of 
3 per cent 1943, $70,414,961, 1942, $72,422,945 


States by Regions 


Vew England 
Maine 
New Hampshire 
Massachusetts 
Rhode Island 


Connecticut 


Viddle Atlantic 
Pennsylvania 


East North Central 
Ohio 
Indiana 
Illinois 
Michigan 
Wisconsin 


West North Central 
lowa 
Missouri 
Nebraska 
Kansas 


South Atlantic 
South Carolina 
Georgia 
Florida 


East South Central 
\labama 


West South Central 
Arkansas 
Oklahoma 
Texas 


Vountain 
Montana 
Idaho 
Wyoming 
Colorado 
New Mexico 
Arizona . 
Utah 


Nevada 


Pacific : 
Washington 
Oregon 
California 





Chicago, Ill. 

Los Angeles, Cal. 
Francisco 
Seattle. Wash. 


San 





* Note while stores in these 


Vumber 
of firms 
reporting 


106 


114 
19 
39 
56 


90 
20 


states are 


Per Cent Change 


dug. °43 dug. 43 
vs. US. 
Aug. °42 July °43 

6 3 
LS l 
13 + 5 

3 7 

2 5 

p4 3 

3 6 

| 6 

7 8 

ba 5 

3 9 

1 1 

pg 1 

7 8 

. § 2 
+5 l 
15 2 
4-17 +5 
4-12 +36 
+13 ] 
+25 6 
1 9 L 6 
9 + 6 

+ 3 2 
7 9 
+16 5 
j} j- ] 
+5 3 
4. 4 7 
LI6 p4 
+10 2 
11 + 3 
13 17 
es a 
| 4 

7 + 3 
+ 4 +1 
+12 1] 
7 +17 

3 + ] 
19 + 3 


Dollar 
Sales 
dug. 43 


$8,042,570 | 


$611,855 | 
61,967 | 


159,752 


286,735 | 


76,137 


2,129,222 


1 


651,506 
279,659 
521,118 
269,192 
107,747 


551,269 
188,635 
120,028 
101,977 
140,629 


411,175 
109,955 
144,288 
156,932 


79,541 
79,541 


678,161 
112,824 
177,051 
388,286 


643,596 
135,472 





124,505 


116,609 
143,957 
38.332 


,793,760 
254,179 | 
381,050 | 
,158,531 } 
74,406 | 
171,361 
63.794 
27,393 








included in grand total, 


—— 


these states are not shown, in this chart, because of insufficient data. Fo 


marked # the change was less than 0.5 per cent. 
S. Departmert of Commerce. 


Census, U. 


OCTOBER 14, 1943 


Compiled by 


sureau 


figures for 


r states 


of ihe 








NOW AVAILABLE 


for Prompt Shipment without priority 


NO-LEA 


Saves Repair aa 


Bills, Woter edie RRB 


and Heat & 
WASHER 4-0 













































EXPANDS AND LOCKS 
TIGHT IN FAUCET! 


BRASS FAUCETS 


O-LEAK does away with old style washers 

and screws. Anyone can install this combi- 

nation scat-and-washer in a ‘jiffy’. Made of 

tough, wear-resistant compound, lined with 

brass, to provide a water-tight seal for all types 
of fauccts, ball-cocks, showers, etc. 

NO-LEAK will not close up in center, cannot 
affect ‘volume of water at tap—completely covers 
pitted and water-creased seats. FOR HOT OR 
COLD WATER No priority required. 


ATTRACTIVELY PACKED FOR 
EASY SELLING—;o.orm s. pnices 

















E-Z-TACH ve) PRY dt 
Faucet Handles 





OURABLE! PRACTICAL! 


. EASY TO INSTALL! 






ELIMINATES NEED OF 
CARRYING VARIETY 
OF SIZES IN STOCK! wetat 





FITS ANY STEM 


Tested, durable PLASTIC, strong 
enough to replace metal handles. High- 
ly finished in White or Black. EQUIP- 
PED WITH FITS-ALL METAL 
SPUD... fits any size stem on shower 
valves, faucets. globe valves. 


Write for Folder and Prices 


lf Your Jobber Can't Supply You, Write to 


KEYSTON 


BRASS & RUBBER 
COMPANY. INC 
BROAD & LEHIGH AVE., PHILA. PA 





——— 


a. 


a 


be eee! 











And Still Available for Hardware Distribution 


Merry-Go-Round 


Vividly colored and revolves upon a 
turn of the dial. Six interchangeable 
dolls ride fantastic fairyland animals 
that move up and down while music 





plays. It is 16 in. wide and 17 in. high. 
Sid to be scientifically and durably 
constructed for continuous performance. 
Comes in attractive packages sub-assem- 
bled and ready for play. Electric Corp.. 
of America, 222 W. Monroe St., Chi 
cago, Il. 


Manual for Philco 
Refrigerator Care 


Covers all Philco model refrigerators 
ever produced and contains all informa- 


,, tion necessary for the servicing and re- 
‘pair of such models. Contains short and 


concise statements and illustrations so 


. arranged that they may be located 


quickly and easily. Philco Corp., Phila 
delphia, Pa. 


Slide Rule Book 


Entitled “How To Do It” by Charles 
O. Harris, Assistant Professor of Me- 
chanics, Illinois Institute of Technology, 
this hook comes with or without a Dietz- 
gen slide rule. Contains many illustrat- 
ed views ‘of the slide rule, and has 
numerous sketches. Chapters 1 to 8 
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are for beginners, or those who want a 
refresher course. From chapter 9 on 
the book takes up the more advanced 
work. Contains 266 pages, bound in a 
cover said to be durable, and are boxed 
attractively. American Technical So- 
ciety, Drexel Ave., 58 St., Chicago, I. 





Book on Plastics 


“Plastics,” by Dubois of General Elec- 
tric, contains nearly 150 pages more 
than the previous edition, has many new 
illustrations, and a more detailed index. 
New material has been added on other 
plastics materials, vulcanized fiber, and 
injected molding. Contains four new 
chapters on synthetic rubber, low pres- 
sure laminating, trends and develop- 
ments, and general properties and uses 
for molded plastic materials. Contains 
436 pages. American Technical So- 
ciety, Drexel Ave., 58 St., Chicago 37, 
I. 


Folding Clothes Dryer 


Constructed of high grade _ stock, 
smoothly finished with rounded edges 
and corners and sanded bars, it offers 





drying space of 38 ft. Folds compactly 


together. Size folded, 2944 in. wide by. 
60 in. high. Packed two to a bundle. - 


Number 50. Woddenware Products 
Corp., St. Louis, Mo. 


Three-Point 
Pipe Gage 
Pocket size, designed for instantane- 


ous measurement of all sizes of pipe 
from % in. to 12 in. Consists of two 














pivoted steel plates with edges curved 
at three points for contact with the 
pipe to be measured, together with the 
scale which_is said to automatically reg- 
ister the pipe size in terms of inside 
diameter and the drill size for tapping. 
Maker states that by placing the two 
fixed contact points of one plate against 
the outer contour of the pipe and slid 
ing the movable plate until it makes 
the third contact, the marker on the 
face of the gage will show accurately 
the size of the pipe and the correct drill 
size for tapping. Maker claims that 
the gage can be applied in dark places 
and then taken to the light for reading. 
Constructed of steel with deep etched 
numerals. Size when closed is 2% by 
4% in. Thret-Point Gage Co., 38 21 
Broadway. Chicago, II). 


Chicago Expansion 
Bolt Catalog 


New 20-page catalog completely illus- 
trated with full installation instructions 
for expansion bolts and nuts, toggle 
bolts, lag screw shields, single and 
double machine bolt shields, ete. Chi- 
cago Expansion Bolt Co., 2240 W. Ozg- 
den Ave., Chicago 12, Il. 
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Porcelain Figurines 


Colored and shaded, they are from 
10 to 11 in. high. Set Z consists of six 
different designs, packed one dozen to 





the carton, equally assorted. Complete 


set of illustrated price lists Z, will be 
sent to hardware stores on request. Leo 
Kaul Importing Agency, 115-119 Z S. 
Market St., Chicago, III. 


Water System 

Designed for home use and built with 
a minimum of parts, it is said to com- 
bine the advantages of a piston type 





pump .and the ejector type pump for 
deep wells. ~ Sizes available are ™% and 
1/3 hp. units, which may be installed 
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directly over the well or within reason- 
able distance of the well. Both are com- 


pletely assembled and ready to plug in. | 
Fairbanks, Morse & Co., 600 S. Michi- 


gan Ave., Chicago 5, Ill. 


Booklet on Selling 
Threadwell Taps 


Entitled “How to Sell Threadwell | 
Taps to Industrial Users,” includes sec- | 
tions on how taps are made, the parts | 


of a tap, types of taps, method of cor- 
rect ordering, and how taps are used 
and abused. Each section is fully iJlus- 


trated. Also gives the features of | 


Threadwell taps. A quiz is included 
on the material contained in the book- 
let. Threadwell Tap & Die Co., Green- 
field, Mass. 


Corning Glass Works 


Christmas Campaign 


Corning Glass Works, Corning, N. Y., 
makers of Pyrex Brand Ware, recently 
announced its Christmas promotion 
campaign. The firm intends to send 
to distributor salesmen their Christtnas 
campaign folder, which has on its color- 
ful cover, 11 cutouts that will be sent 
to over 30,000 dealers. These display 
pieces, shown in the accompanying 
illustration, are designed to fit on the 
edge of any Pyrex Ware dishes. A re- 
production of the Christmas ad is on 
the inside of the folder. On the back 
of the folder are the names of the 24 
magazines and 108 local newspapers 
that will carry the ad. There are ad- 
vertising and merchandising aids on 
the bottom of the back page that will 
be sent free upon request to any dealer. 
Some of the aids are: consumer folder 
that illustrates*¢Ovenware items, F-171, 
individual mats with copy, counter price 
cards and stickers, T-6, and a dealer 
inventory and check list order card. 











“ays 


to build up traffic 
in your store 


Offer FREE KISSES | 





Get SOILAX oa —— 
Retail Prices: 25¢, 1 Ibe, 75¢, 5 lbs. 
Economics Laboratory, St. Paul, Mim. 
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YOUR HARDWARE JOBBER 
is your vital wartime “supply base” 


Combating the hardships and prob- 
lems of wartime transportation, your 
supply depot keeps ’em rolling! 

Against shortages of mer- 
chandise and manpower 
the nation’s hardware job- 
bers are carrying on with 
true American determina- 
tion. You can help your 
jobber serve you better by 
ordering in time to allow 
for shipping delays beyond 


his control. . 





Although Amerock is now concen- 
trating on vital war production, your 
jobber still has a good selection of 
genuine Amerock Cabinet Hardware. 


Ask your Jobber! 


GENUINE 


PRODUCTS 





AMERICAN CABINET HARDWARE 


CORPORATION 
ROCKFORD, ILLINOIS 
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WHATS NEW 


AND STIL AVAILABLE FOR HARDWARE DISTRIBUTION 





“Air-Flo” Ice 
Refrigerator Cabinet 


This new type ice refrigerator is said 
to incorporate several new and unusual 
features. It is so constructed that it 
may be converted, after the war, into 
an electric refrigerator without any 
structural changes in the box. Top 
compartment provides storage space for 
canned goods, and fruits and space for 
decorative articles, etc. Below this space 
is a pull-out handy cutting board and 
of natural finish, The board may be 
utilized as a shelf when refrigerator is 
being cleaned. Maker states that the 
Air-Flo patented ventilation system is 
scientifically effective for meeting vary- 
ing room conditions, beth in. summet 
and winter. There are louvers in the front 
and tne back of refrigerator, cabinet 
is recessed allowing air to pass in 
through, around and under outside of 
box forcing warm air from under and 
back of cabinet. Ice compartment, with 
a capacity of 50 lbs., has a hingled 
door. To right of ice compartment 
is a space sufficiently large for .milk 
bottles, etc. A metal drip pan with 
plastic drain is provided with the re- 
frigerator. The top compartment has 
inside dimensions of 26% by 22% by 
9% in. The Air-Flo refrigeration space, 
inside dimensions, measures 22 by 29 
by 19 in. Storage compartment at the 
extreme bottom, for vegetables, dry 
foods, ete., has inside dimensions of 
2644 by 22% by 9% in. Air-Flo ‘refrig- 
erators are constructed of %-in. wood. 
airproof sealed and with 2 in. of in- 








sulation between the wood surface and 
the Masonite liner, formed with round 


corners. This construction method. 





states manufacturer, is equal to 3% 
in. of insulation, the unit being air- 
tight and forming a vacuum when the 
door is closed. Refrigerator is finished 
in gleaming white, outside and inside 
with natural finish on the door jamb 
and black handle and black bead trim. 
The Texas Sales Corp., 309 Burt Bldg.. 
Dallas, Tex. 


Plastican Putty 


Produced for glazing and sealing 
purposes, and chiefly employed in-seal- 
ing metal joints in combat equipment. 
it is now being made of synthetic rub* 
ber. B. F. Goodrich Co., Akron, Ohio. 


Correction : 


In the September 16 issue of Hakp- 
WARE ACE on page 128, in an item on 
a reversible ratchet manufactured by 
New Britain Machine Co., the address 
of the company was incorrectly stated 
as being Hartford, Conn., the correct 
address being New Britain, Conn. 
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Queen Anne Star Molds 


Individual star- molds packed in 
Christmas boxes, six molds to a set. 
The maker guarantees that the glass 
molds are heat resisting. Can be used 





either in the oven or the refrigerator. 
Each mold has a capacity of five ounces. 
Hickey Sales Co., Law Finance Bldg... 
Pittsburgh, Pa. 


Prestorer for 
Paint Brushes 


Designed to make old and ‘stil paint 
brushes usable, and to “keep new 
brushes in good condition. Simply dip 
the bristles in the solution and allow 

_to remain for a couple of hours. Old 
hard brushes should be left in the 
liquid from 12 to 96 hours. Said to be 





safe for hands and to be non-inflam 
mable. The bristles absorb part of the 
solution and then swell,: causing the 
paint pigment to crack off. After dry- 
ing the swelling disappears, says the 
maker, and the bristle returns to: nor- 
mal. Since the pigment is not dis- 
solved the solution can be strained and 
used many times again. Technical 
Development Laboratories, Tenafly, 
RS. 











* = 
This Will Happen 
= 
Again! 

Salesmen hurrying away actually to 
ask for orders will again be a neces- 
sity, and never have we forgotten it! 
Ninety-five years of good business 
in hooks and wire goods was gotten 
and maintained by personal contact 
—and we look ahead with zest to 
the day, not far distant we hope, 
when we can renew old friendships 
and make new ones. Meantime, 
please take the will for the deed 
and tell us what you require. If we 
can supply it, you'll get it. 

M. S. BROOKS & SONS 


BOX ‘'B"' CHESTER, CONN. 
Since 1848 


“BROGKS i HOOKS 
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Are Cone se aes REPAIR & RESURFACING COMPOUND 
YOUR SHARE OF By Leading Sop it teste at ene 


INDUSTRIAL "| Manufacturers 
| ontinued trom the issue 
“oo mid ~ = ye Sentosa os 1943) 


* * * 
One thing is certain in these 
uncertain days—your best pros- 
pects are those plants engaged 
in defense production. You can 
sell DRAKE Soldering Irons to 
those plants—for DRAKE irons 
have the stamina to. take the 






“Shipments dre now being 
‘made within four to five weeks 
from the date on which orders 
are received .. . The shipping 
carton scarcity at this time is @ Ready Mixed @ Ready To Use 


serious. Those who retyrn car- @ Easy To Apply 


: 6 Greater compressive strength than Sees 
tons to us are helping dil con concrefe .. . and it's resilient. 








° . id 

punishment of constant use. In- ce d. LEV-L-FLOR stands up under the, _benviest 
i is “live’’ i loads without eracking up or breaking eut. 
vestigate this’ “live Goengaeurs b Bruce Cunnin ham Requires no costly, time-taking preparing, 
market. Yy g ’ chipping or cutting of old ——. No —- 
| labor. Dries overnight ready for service in 
Ilustrated here is No. 600-10 (100 Research P roducts Corp., the morning. LEV-L-FLOR assures a strong, 
watts, % in. tip) from the line of | Madison, Wis. weg) pee eer Keone 
DRAKE Industrial Soldering Irons. } Decayproof. . . Dustp proof, ae Weatherproof 
i . H _ lertice. . . . Acid- and Alkali-proo conomical, too 
As mentioned in our advertise Packed in 55-gal. drums, 5-gal. and 1-gal. 

ments in HARDWARE AGE, we manu- pails, and 1-qt. cans. 







facture an available, essential and Send for are “Ha” 


ASK YOUR 








‘ staple product; namely, Research aan 
JOBBER FOR | ai?r,crete: nama, Rover | yo mpens, Mev atte Sse 
INFORMATION ing made within four to five weeks d 





from the date on which orders are WRITE TODAY FOR LITERATURE ! 


DRAKE MEAL IAM WMEL LAM | received: However, the shipping CENTRAL PAINTEVARNISH WORKS 


3656 LINCOLN AVE. CHICAGO, ILL. carton scarcity at this time is seri- BROOKLYN. NEW YORK 


ous. .Those who return cartons to 
us:are helping all concerned. The 
scarcity of shipping cartons will, it 
now seems, become more and more 
serious unless we all do our part. 

Regarding priorities, we ask only 


, that the home owner extend an AA-5 tack 
rating to the hardware dealer, that cO$s 

‘these signed priority slips be given 
to the wholesaler and that the whale- Gyo 


saler extend these to use wh¥en 
recording. , ; 


We do not contemplate curtail- 
ment of our production of Research 


Air Filters in either 1943 or 1944. 
We are rated “essential” by the 
War Manpower Commission and our 

















is A COOD TACK 


(AND THEY’RE ALL STERILIZED) 





production of high priority war es 
products is increasing steadily. No. 
bott 


© * x 


“Jobbers should anticipate Jacks and staples MC 


their requirements as far in 


advance as possible.” fon hew * aagwaagae MA 
I 

by Howard Mull, 
Vice-President - Sales, A specially ~ . 


Warren Tool Corporation 


Warren, Ohio W.wW. (ross & CO.INC. nig 


What distributors get and in what a 
quantities is entirely dependent EAST JAFFREY. N.H. pro 








upon the ratings granted by the War 
Production Board. As to deliveries, 
this is governed entirely-by the type ¢ 
of raw material used and the man- Se 


power situation. In other words, | 
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All ARMSiKONG BROS. Pipe 
made in all standard types. Each is a quality 
tool with hardened steel pins and _ rollers. 
‘‘Saunder Type”—hardened end of thrust rod bears 
on inserted hard steel block (double life). In 
“Drop Forged’’ and “Combination” types, which 
take either 1 or 3 wheels, a replaceable hardened 
steel nut takes up thrust. In the “Barnes” type 
thrust rod threads through drop forged steel section. 
ARMSTRONG’ BROS. Knife Blade Cutter 
Wheels (smooth or knurled) have thin penetrat- 
ing edges that hold their keenness because they 
are machines from special vanadium tool 
steel, hardened and oil tempered. Fit all 
standard-make pipe cutters. 


Write for Catalog C-39a 
ARMSTRONG BROS. TOOL CO. 


The Too! Holder People 
314 N. FRANCISCO AVE CHICAGO, U.S.A 
Eostern Warehouse & Sales: 199 Lafayette St., New York 





Cutters are; 

















SPRADLING'S 


SPECIALS 


OVERNIGHT BAGS 


MONEY 
MAKER 


1 


No. 74—Approx. 13 inches long. Made 
from assorted colors of fibre with a 
Leatherette gusset. Soft bottom. 
No. 71—15//”. Lacquered fibre. 
bottom. Leatherette gusset. 


MONEY 
MAKER 


2 


No. 72—Made from assorted colors of 
high quality, heavy weight Leatherette, 
with three snap buttons. Approx. 15//2” 


long. 
Made from water- 

















Stiff 

















No. 73—Same size. 
proof material. 





ORDER 
FROM 
YOUR 

JOBBER 
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certain types and sizes of steel can 


be furnished in reasonable quanti- | 


ties and prompt mill delivery be- | 


cause of the type of mill on which | 


| it is rolled. The larger mills fur- | 
nishing shot bar steel are so loaded | 
that raw material deliveries are not 


| prompt 


and allotments none too 
heavy. 

We have not been too severely 
criticised by our jobbers and we be- 
lieve the whole general situation 
easing considerably, and I cannot 


help but feel there will be more 


| material available for the jobbers in 


44 than there was in *43. It is my 
opinion jobbers should anticipate 
their requirements as far in advance 
as possible, apply for delivery of 


material over a period of at least | 


six months showing the deliveries to 
be made, and, while I may be wrong, 
I am inclined to believe they would 


| not beso short of many classes of 
| material if it was handled in this | 


manner. Our deliveries are running 
anywhere from three to six months, 
dependent entirely upon the rating 
and manpower available. 


“We are asking our various | 


distributors and jobbers to give 
us an estimate of the quanti- 
ties of flashlight cases and elec- 
tric switch plates they believe 


they may require during the 


first six months of 1944.” 


by C. N. Cahill, 
Vice-President, 
Gits Molding Corp., 
Chicago, III. 


We are now producing more than 
95 per cent of our products for the 
fighting forces, and the balance con- 
sists of essential civilian products. 


We are filling a limited quantity of | 


orders for flashlight cases on prefer- 


ence ratings of AA5 or higher, and | 
we are also filling limited quantities | 


of orders for electric switch plates. 
We cannot tell definitely as yet 


_ just what we will be doing during 
| the first six months of next year | 





with respect to the production of 
essential civilian products, but we 
are asking our various distributors 
and jobbers to give us an estimate of 
the quantities of flashlight cases and 
electric switch plates they believe 
they may require during the first 
six months of 1944. With this infor- 
mation consolidated, we will be able 
to tell within some degree of accu- 
racy whether or not we can produce 
what these customers may require. 





| 






2 HOT Items 


vie BROWER) 


Fibreboard 


CHICK 
FEEDER 




























30'" long 
Retails 4 30c Ea. 
Delivery in Dec. 


Masonite—Presdwoo 


LAYING NES: 













Convertible 
Trap and 


‘ 10 and 15 nest sizes 

~ IMMEDIATE DELIVERY 
WRITE TODAY for illustrated literature 
and low dealer prices. 


BROWER MFG. CO. 
290 No. 3rd Quincy, Illinois 


WORLD'S LARGEST LINE OF 
POU'TRY SUPPLIES—OVER 475 ITEMS 
LTTE OIE SA IES: 








ramous 
NAMES IN 


NETTING. 


U. S. HEXLOK 
The Perfect 
Hexagon-Mesh 
tting with 


Lock-twist 


STRAITLOK 


INDIANA 
STCCL & WIRE CO, 
i) 
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DEPEND on PRIME 


Hi-Line Controller 


PRIME 


follows through 


with farm paper advertis- 
ing that helps you sell... 


Electric Fence Controllers 


Here’s one reason that leading deal- 
ers all over the country have found 
it pays to depend on Prime — the 
Number 1 name in the industry. 


Right now, in 20 leading farm 
apers from New England to Cali- 
ornia, from Minnesota to Texas, 
we're telling the powerful story of 
Prime’s dependability, safety, and 

effectiveness. 

Prime’s advertising helps build 
your business — for today and to- 
morrow. So pick Prime now for real 
profits on equipment you're proud 
to sell. See your jobber. Prime sells 
only throug jobbers. T-5 


The Prime Mfg. Co. 


1669 S. First St., Milwaukee, Wis. 

















WISCONSIN 


“Once victory is won, the Na- 
tional Pressure Cooker Com- 


| pany will be back in the market 


again with aluminum canners, 


| Presto cookers, and perhaps 


new items developed in the 
meantime.” 


by Thomas G. Haney, 
Sales Manager, 
National Pressure Cooker Co., 
Eau Claire, Wis. 


During 1943 the National Pres 
sure Cooker Company made a vic- 
tory war model canner of steel that 
we porcelain enameled, and _ this 
item was rationed through the 
United States Department of Agri- 
culture War Rationing Boards. 

The War Production Board allot- 
ted a certain amount of the material 
for the manufacture of these can- 
ners, and a certain percentage were 
to be distributed through the hard- 
ware jobbers in the United States 
as per the request of the United 
States Department of Agriculture. 

Once victory is won, the National 
Pressure Cooker Company will be 
back in the market again with alu- 
minum canners, Presto cookers, and 
perhaps new items developed in the 
meantime. 

“Although our quota for the 

coming year has not been es- 

tablished, we hope to be able 

to supply all our dealers with 

full quotas for the balance of 

this year and the first part of 
next year.” 


by R. C. Anderson, 
Secretary and General Mgr., 
Ben H. Anderson Mig. Co., 
Madison, Wis. 


You have noticed in our advertis- 
ing that Clean-Easy Milkers are now 
made with approximately 70 per 
cent wood construction. We turned 
to wood construction, as a substitute 
for critical materials, and _ this 
change-over has permitted us to 
build more machines. Bodies of the 
Clean-Easy milking machines are 
made from wood now instead of 
metal. Fir, maple, oak and gum- 
wood are used in construction, as 
well as water-proof plywood. All of 
the wooden parts are treated with a 
water repellant process and a heavy 
coating of sanitary white enamel is 
applied to outside surfaces. 

Although our quota for the com- 


| ing year has not been established. 


we hope to be able to supply all our 
dealers with full quota for the bal- 
ance of this year and the first part 
of next year. 








Its New! 
It's Good! 
It's Available! 


MINUTE MOP 
and DRAINER 


Ready For Immediate Delivery! 


*New Features! 


New roller model cotton cord 
mop-head! New adjustable drainer 
fits any pail! New money-back 
guarantee behind MINUTE MOP! 


*New Sales Power! 


Houseware Departments every- 
where found the original MIN- 
UTE MOP a sure-fire seller. 
One store sold over 500 in ONE 
DAY! Another sold 13,000 in 22 
weeks ... others average 3 gross 
a week! 


*New Profits! 


The new MINUTE MOP is avail- 
able for immediate delivery. Write 
for our special demonstration and 
advertising deal that will intro- 
duce it to your customers. 


BUSY HOUSEWIVES NEED IT! 


This alJ-purpose mop cleans 
everything, from floors and walls 
to even’autos. Keeps hands out 
of water. Saves tiresome wring- 
ing, stooping, splashing. Drainer 
fits any pail and drains mop 
quick as a wink. No mechanical 
parts for women to fool with. 


MINUTE MOP CO. 
2225 Calumet Ave. 
Chicago 16, Illinois 
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° ~WAR ORDERS 
REPAIR—FIX UP 
\\ CONSERVE 
\ 


EZ : 











ACME FASTENERS 
HELP MEET WAR NEEDS 
—HELP YOUR “EXTRA SALES” 


With many products discontinued for 
the duration, it is imperative that as much 
repair work be done as possible. That's 
where Acme Corrugated Fasteners come 
in—they’re ideal for fixing up furniture, 
screens, cabinets and other wooden articles. 





On your counter the Acme Fastener dis- 
play box, with the red, white and blue 
REPAIR label, acts as a reminder to your 
customers—shows them how they can help 
Uncle Sam in his conservation drive. Let 
this handy item stimulate your extra sales 
Home owners, cabinet makers, carpenters— 
anyone who works with wood—are pros- 
pects for this inexpensive Victory item. I} 
your jobber can’t supply you, write us direct. 


FOR BULK SALES—the 100 ib. KEG 





sales, 


For profitable bulk 100 pound kegs are 
available. In addition, there are standard cartons 
of 250, 500 and 1,000; boxes of 100 fasteners, 10 
boxes to a carton, also in boxes containing 50 
fasteners of one size—%” x 4”; %” x 5”; 
5%” x 5” Display cartons contain 12 of these boxes. 


ACME STEEL COMPANY 


General Offices: 2838 Archer Avenue 
Chicago, illinois 


Branches and Sales 
Offices in Principal Cities 





Acme Steel Company, 
2838 Archer Avenue, 
Chicago, Hlinois. 


Send me complete information on Acme 
Tack Point Corrugated Fasteners. 
Name 


DEE. Kha d4.0 Pais Waisicd.de GUO «6s andipan ae 
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Labor Racketeers 
May Well Fear 
The Soldiers’ Return 


*§ ~ EN now in service in the 
defense of their country 
will not submit to being kicked 
about, when they come back to work, 
by irresponsible and injudicious 
labor leaders.” says Henry H. Hei- 
mann, executive manager-on-leave of 
the National Association of Credit 
Men, in his Monthly Business Re- 
view released Sept. 15. “The cour- 
age of these men in our armed 
forces has seldom been equalled, 
and it has never been exceeded. 
They will display the same courage 
on their domestic problems. Their 
right to work, it is logical to assume, 
is not going to be impeded by irre- 
sponsible labor racketeers. 
~Make no mistake about this—th: 
responsible, far-visioned labor lead- 
ers need not fear the attitude of 
these service men towards a sound 
labor organization. On the contrary. 
constructive labor leadership will 
recognize in these men the strength 
necessary to eliminate the racketeer 
from the ranks of labor organiza- 
tions. Management, in turn, has 
acknowledged that constructive 
unions are a part of our times and 
has recognized the need of closer 
cooperation with them. The return- 
ing service men will, above all 
things, want to be law abiding citi- 
zens and they will respect the labor 
laws. On the other hand, if in their 
opinion some of the labor laws need 
amendment or new labor laws are 
necessary, they will have the cour- 
age and force to see that they are 
enacted.” 


A Correction 


In an article. “If You Can’t Buy 
It There You Can Probably Rent 
It.” concerning the rental activities 
of Darby Hardware Co., Florence. 
Ala., as published on page 53 of the 
Sept. 16, 1943 issue of HARDWARE 
AGE, two errors were made in giving 
data as to rental charges. The list 
of prices indicated that charges by 
the hour for the use of a floor sander 
was 50 cents and that the price by 
the hour for an edger was $1.00. The 
Darby company’s charges are 50 
cents per hour (actual time in use) 
for sander with a minimum charge 
of $2.50 per day, paper extra. The 
edger rents for 50 cents per hour or 
$1.00 per room, minimum $1.00 per 
day. 











REG. U.S. PAT. OFF. 


Where the need 


is greatest 


SAMSON 


BRAIDED 


CORD 


serves best— 
now and always— 


whether for the many 
uses to which it is put 
by our armed forces, or, 
in peace time, for sash 
cord, clothes line, awn- 
ing line, small lines, etc. 
All kinds, sizes, colors, 
and qualities. 


SAMSON CORDAGE WORKS 
BOSTON 10, MASS. 


* 


SAMSON SPOT SASH CORD 





Reg. U.S. Pat. Off. 











This Firm Makes An Early Bid able publiicty at low cost,” states Prortra 





p , Mr. Myers. “It offers in propor- YOU 
For Christmas Business tion to circulation and rate of dis- 
play, a genuine bargain in adver- OR INV 
(Continued from page 69) tising. We can chalk up many pen a 
sales to this kind of publicity. As yn 
a matter of fact, we use classified pone 
ads the year around because they = Ww 
bring folks to the store, prompt ~ yh 
inquiries by mail or over the tele- produc 
phone. Over a long period of 
years, we have found this type of We 
advertising very resultful because 


it contacts only interested parties.” 

The company’s advertising cam- 
paigns would be without avail. 
however, if the store itself did not 
back up the publicity. Hence, every 
effort is made to have the kind of G 
gifts that are in greatest demand, 
display them to the best advantage. 








Toys, gifts for girls, for mother and father and an extensive showing of then use able selling tactics to teeta 
sporting goods brought the Christmas crowds to the store’s basement. move them out of the store into 
the hands of the buying public. 
was a feature of the campaign. under headings such as “Gifts for “Many of the items we sell the 
These tiny ads were sandwiched in Children,” “Gifts for Him,” “Gifts year around make most acceptable 
between the ads of other mer- for Her,” “Gifts for Home” and gifts,” states Mr. Myers. “In such | 
chants, and all were listed in the “Table Decorations.” cases, we simply switch our usual 
local paper’s Gift Guide Section “Classified advertising is profit- display and sales emphasis from 
é the ‘buy for use’ category to the 


a —_- ; ‘buy for giving’ class. In this 
way we overlook no channels 
through which added sales volume 
and more net profits will flow.” 





Up to last year, Morehouse & 
Wells always decorated its store so 
that it would have an unmistak- vie 
able holiday atmosphere. They 
have never seen fit to go through 
the store like a whirlwind, putting HAN 
greens, wreaths and decorations in 
every nook and cranny, regardless V. 
of whether or not, they go well to- 
gether. Instead of scattering the 
festive decorations wherever there 
seems to be a likely spot, the firm 
has concentrated on a carefully 
planned theme and one as breath- 
taking as possible. 

But last Christmas it was de- . 
cided, in view of the war effort, to ' 
EVERY MONTH ! use decorations as sparingly as 
possible. This resulted in the 
decorative scheme shown on these 
pages. While it was far from what 
the firm really wanted to do to 
dress up the store in typical Yule- 
tide fashion, a great many patrons 
complimented the management up- 
on its patriotic gesture and this 
was a high tribute for such a sim- 
ple and inexpensive decorative 
scheme. 





Twice a week in 140 leading newspapers, eye- 
catching, humorous Treet Blade advertise- 
ments remind the millions of Z 
Treet fans—your custom- 
ers—of this favorite 
blade. | 







For all standard 
single edge razors 


oo = CO fA 


Treet Safety Razor 
Corporation 
Brooklyn 1, N. Y. 
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PROFITABLE MANUFACTURING AND SALES COOPERATION FOR 


YOUR POST-WAR PRODUCT 


OR INVENTION Looking for cooperation in post- 
war manufacture and marketing of metal or wood 
peogecss that can be sold to sporting goods and 
ardware jobbers? Manufacturin, = | sales rights 
to such articles are ao by the I largest manu- 
pms AE AA1l—of an important item sold 
rong these channels. Modern equipment and 
skill personnel offer you ample a protecmnn facili- 
ties. Well established contacts will speed success of 
sound invention or new product. Write for inter- 
view or further information. Briefly describe your 
product in reply, P. 0. BOX 1297-E, PA. 





KEY BLANKS 


OF EVERY DESCRIPTION 


; 


Catalogue on Request 


GRAHAM MFG. CO. 


Dept. W. 
Derby, Conn., U. S. A. 














SUNSHINE 
CHAMOIS 


MADE IN U.S A 


“ASK YOUR JGBEER 
FOR GUR EXTRA VALUE 
SEWEO PIECE CHAMOIS 


HOYT & WORTHEN TANNING CORP 
HAVERHILL. MASS 








ALL WOOD SLEDS 
ALL WOOD COASTER WAGONS 
VICTORY GARDEN WHEELBARROWS 
KITCHEN STEP STOOLS 
SCOOT-R-CAR 
HAND DECORATED UTILITY POTTERY 


V. H. WORMAN 
ASSOCIATES 


Merchandise Mart, Chicago, Ill. 








Youll find 
REAL 


Sales Representatives 
advertising in the Sales 
Accounts Wanted 
Columns. 
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How’s the Hardware 


Business ? 
(Continued from page 113) 


already replaced or re-ordered. The use 
of Form WPB 244 is required, with 
signed certification, to accompany each 
stock order placed under this new 
plan, and such orders must be directed 
to the supplier from whom the buyer 
was purchasing during the “base” 
(1940-1941) period. A more liberal flow 
of these products is in prospect, 
through concerns which have sold out 
their stocks as freely as possible dur- 
ing the two preceding quarters. 
” * * 


Holiday buying—FEarly shop- 
ping for service-men abroad has set an 
early pace for the whole Christmas buy- 
ing program, and in the cities, at any 
rate, the familiar window dress and 
signs already are appearing. Probably, 
this year, the only shopping limit will 
be the amount of goods stores can get. 
Taxes, the withholding on salaries, ris- 
ing prices and savings and war-bond 
habits have had little effect thus far 
on the patronage at the retail stores. 
The pinch from all of these should 
have, perhaps eventually will have, a 
quite noticeable effect before the peak 
of the gift season comes around. 

* ok ~ 


OPA policy changes—OPA, in 
a change of policy, is preparing to re- 
move price control regulations from 
many articles which it believes have 
an unimportant place in the economic 
structure. The purpose is to reduce the 
paper work of’ both OPA and mer- 
chants. In the first application of the 
policy, controls have been eliminated 
from the sale of grit for feeding 
chickens, A similar order is in prepa- 
ration to release clothes pins, rolling 
pins, and other small wooden goods. 
Abolition of “nuisance” price controls 
on these items and others under con- 
sideration hardly rates as important 
news for consumers. It does, however, 
indicate a “common sense” policy of 
simplification and elimination of red 
tape. 

* * cd 

Steel shipping drums A 
critical situation will develop in steel 
shipping drums in the fourth quarter of 
1943, the War Production Board Con- 
tainers Division stated Sept 28, 1943. 
This is due in the main to a suddenly 
increased demand from several claimant 
agencies. The increase has resulted in 
a condition whereby a considerable ton- 
nage of steel allotted under CMP for 
making steel drums for the fourth quar- 
ter cannot be scheduled in steel mills 
because their schedules are already 
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SAVE is America’s Watchword these 
stirring war-days. Saving old, caked-up 
paint brushes is the special contribution of 
Savabrush to Home Defense. With brushes 
at a premium you should do a bristling 
business on this nationally advertised 
brush-restorer. Order from your jobber! 
Schalk Chemical Co.,Los Angeles, Chicag~ 


a KEY BLANKS 


from 
“America’s Largest Exclusive 


Locksmith Supply” 


In re use any stand- 
ard manufacturer’s number. 





If the original blank is not 
available, we will endeavor 
to ship the proper substi- 
tute. 


WHITLOCK SUPPLY CO. 


17 Warren Street, New York 7, N. Y. 
















cCOOK’S 


SUPER VALUE 
NAIL CLIPPER 


Due to the war, . "Clip: 
Rite,’ ‘‘Gem" and “Gem, 
Jr." Finger Nail Clippers 
are_ unavailable. ntil 
conditions permit their 
sale, remember the name: 
OOK! 

THE H. C. COOK CO. 
27 Beaver St., Ansonia, Conn. 


Gripper Clips 


Small and large Registered U. S. Pat. Office 
sizes for holding 
tools, garden 
implements, 
kitchen utensils, 
ete. Ebony finish. 
Packed on cards, 
2 doz. to a box. 
Units (2 doz. 
large & 1 doz. 
small). Retails 
at 10¢ each. Also 
bulk shipments 
to factories, Cir- 
culars on request. 


o GIBSON GOOD TOOLS, INC. e 
Box 268 Orange, Mass., U.S.A. 





¥ 














125 











7 gla Eye et 


tas Ae oe A bits 








Help Wanted, Accounts Wanted 
Business Opportunities 
Sales Representatives Wanted 


Positions Wanted 
(Special Rate) set solid, maximum, 
OD. OGD nc 236 been does cic wadenee $1.00 
Each additional word......... 05 
Allow Seven Words for Keyed Address or Your Address 











ATTENTION BUYERS OF— 


builders’ and shelf hardware contem- 
plating a visit to New York City. 
No Priorities Necessary! Nationally- 
known brands in stock for immediate 
delivery! The largest and most com- 
plete assortment in the country, con- 
sisting of locksets for store, front and 
inside doors, steel and bronze butts, 
chrome cabinet hardware, and thou- 
sands of miscellaneous item: too 
numerous to mention. Also mechanics’ 
tools and many of the most critical 
and hard to get items you may just 
be looking for. For additional in- 
formation, write— 

Box 280, care of HARDWARE AGE 

100 E. 42nd Street, New York City 








WANT TO BLY 
Surplus Stock 
BOLTS, NUTS, SCREWS 
& HARDWARE 
Send ws your lists of surplus material today. 
Address KELLNER HARDWARE CO. 
713 E. 9th St., New York, N. Y. 








PACIFIC COAST 
SALES ORGANIZATION 


of seven people thoroughly covering 
the, three west coast states can use 
just qne more good line strictly com- 
mission basis. 


Address Box H255, care of HARDWARE a? 
100 E& 42nd St., New York City 17, N. 











FIRE EXTINGUISHERS are easy to sell 
nowadays. Sales Agents and Distributors wanted 
for popular $3 Dry Chemical Fire Extinguisher 
sold to jobbers, dealers and war plants. House 
hold, Automotive and Industrial units available 
Liberal trade discounts. Product established 10 
vears. Many fine testimonials. Address—-FLRE- 
KILLER MFG. CO., 106 N. Franklin St.. Syra 


ense, N. Y¥ 





MANUFACTURER'S REPRESENTATIVE 
AVAILABLE IN MERCHANDISE MART. 
Your opportunity to establish Chicago Wholesale 
outlet for wood products, toys, light hardware, 
gift shop, or chain store merchandise lines. We 
are selecting those meritorious lines of progres 
sive manufacturers and offering them aggressive, 
dignified, representation with product display in 
Chicago’s most valuable sales building. Write at 
once to 14-123 Merchandise Mart, Chicago 54, 
Illinois. 


DISTRIBUTOR. Interested in acting as dis 
tributor or manufacturer's representative for New 
York City and any parts of the eastern seaboard 
Have numerous contacts with department stores, 
hardware dealers and jobbers and with public 
utilities and various manufacturing plants. If 
unable to make deliveries at present, interested in 


discussing post war representation. Address 
Melville L. Wolff, 420 Lexington Ave., New York 
City. 





HARPWARE DEPARTMENT MANAGER 
WELL ESTABLISHED department store offers 
permanent position, attractive salary and bonus 
proposition to experienced hardware man. If qual 
ified with successful record and seeking bette: 
opportunity write or call—J. Grodzin, Zion Dept. 
Store, Zion, Illinois, Phone Zion 581.. 
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Set solid. maximum, 50 words....... $4.00 BOXED DISPLAY RATES 
All capitals, maximum, 50 words.... 5.00 Ged: BN nik cvccduavics opts cc cones’ $6.00 
Each additional word......... -08 Each additional inch......... 4.00 
| ‘AN OLD ESTABLISHED WHOLESALE 


| HARDWARE HOUSE selling factory lines 


| wishes to connect with a salesman who works 


with a car to cover a long established trade in 


j the district surrounding Metropolitan New York. 
Must he above military age and understand 


builders’ hardware Liberal drawing account 
against commissions. Address Box H-282, care of 


| Harpware Ace, 100 E. 42n1 Street, New York 
A 


City 17, 





BUYER FARM AND AGRICULTURAI 


| SUPPLIES AND EQUIPMENT. MUs1 


HAVE THOROUGH KNOWLEDGE OF COM 
PLETE LINES. MAN WITH EXPERIENCE 
IN BUYING FOR MIDDLE WEST AND 
NORTHWEST TERRITORY PREFERRED 
REPLY SHOULD GIVE COMPLETE AN} 
DETAILED INFORMATION AS TO EXPE 
RIENCE, AGE, SALARY, ETC. ADDRESS 
BOX 281, CARE OF HARDWARE AGE. 190 
E. 42ND ST., NEW YORK CITY 17, N. Y. 


LINES WANTEP FOR NEW ENGLAND 


AND NEW YORK STATE BY EXPFRI 
| ENCED SALES ORGANIZATION .. .. BOS 
| TON SHOWROOM AND WAREHOUSE 


DUN & BRADSTREET RATED PLAN FOR 


| POST WAR NOW. ADDRESS PERKINS 


SALES CO., 610 NEWBURY STREET. 


| BOSTON 15, MASS. 





SALES REPRESENTATIVES WANTED. 
Tools and Specialties for Hardware, Electric & 


~ | Mill Supply Trades now open in most territories. 


{n reply state lines now handled and territory 
covered. Address Box No. H-254, care of 
| Harpware Ace, 100 E. 42nd St., New York 
City 17, N. Y. 





POSITION WANTED — EXPERIENCED 
HARDWARE MAN with 30 years of practical 
experience in the hardware and manufacturing 
| field. Capable of being sales manager or buyer 
| with a jobber or manufacturer. Write me. 
Address Box H-278, care of Harpware AGe, 
| 100 E. 42nd Street, New York City 17, N. Y 


REPRESENTATIVE -— CALLING ON 
BUILDING HARDWARE and lumber yard 
trade, to handie line of locksets and builders’ 
hardware on commission basis. Prompt shipments 
now. Very progressive postwar line. Territories 
open: New Engiand, Long Island. Central and 
| Western New York State, some Midwestern and 
| Rocky Mountain territory. Man selling line of 
butts and seeking a companion line will find this 
|a good connection. Address Box H-272, care of 
Harpware Ace, 100 E. 42nd Street, N. Y. City 
7, &. ¥ 








WANTED—DISTRIBUTORS AND SALES. 
| MEN. Complete line of industrial Diamon:| Tools. 
| Address Box H-277, care of Harpware Ace, 
100 E. 42nd Street, New York City 17, N. 





CASTERS WANTED. CASTERS FOR Bas- 
sinettes, Tea Wagons and Cribs %” face 2” 
wheel, Grip Neck, for hole 4% x 15%”. Can be 
rubber, wood or composition wheels. Above 
specifications preferred, but can use others ap 
proximately the same. Can use large quantities. 
Address—Metropolis Bending Company, Metropo- 
lis, Illinois. 


filled, representatives of the steel ship- 
ping container industry reported at a 
recent meeting of the Industry Advisory 
Committee at Washington. Members 
of the Industry Advisory Committee 
were told by the WPB Steel Division 
that an effort was being made to 
achieve maximum facilities for finishing 
drum-sheet products. Some additional 
steel may be made available, the Steel 
Division advised, through the use of 
cold-roiled stee] sheets. A study is be- 
ing made of the availability of other 
substitutes, but the industry was dis- 
posed to believe that cold-rolled. steel 
probably will be the principal substitute 
for the regular drum-sheets. Manpower 
was said to be another limiting factor 
in present steel drum production. 
%* x ae 

Band saw blades—Shipments 
during August were valued at $622,000. 
an increase of $67,000 or approximately 
i2 per cent over July of this year, the 
Tools Division of the War Production 
Board has announced. The unfilled 
orders on hand Aug. 31 were $730,000, 
or slightly more than one monthis ship- 
ments at the current rate. During the 
first half of 1943, however, shipments 
of band saw blades decreased 8.9 per 
cent in value compared with the last 
six months of 1942. New orders de- 
clined by approximately the same ratio 
for the first half of 1943. Shipments 
during the period from Jan., 1942, 
through Aug., 1943, totalled $12,100.- 
000. New orders for the same period 
totalled $12,300,000. 


The Treasury Department's 
October War Bond Poster 








| JOBBERS AND RETAILERS ATTENTION. 
We will pay highest cash prices for entire inven- 
tories or surplus stocks of hardware, tools, plumb- 
ing and electrical supplies, paints, etc. No stock 
ton large or too small for our consideration. Get 
our price before you sell. Write Box 500, 1474 
Broadway, N. Y. 





WILL BE GAD TO RECEIVE PROPOSALS 
from manufacturers desiring representation in 
Buffalo and western New York area. Address 
Box 283, care of Harpware Ace, 100 EF. 42nd 
Street, New York City 17, N. Y. 


Latest News on 
PRIORITIES 
and 


WAR-TIME ORDERS 
on page 92 
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AFTER 3 YEARS, MORE POPULAR 


THAN EVER—A REAL COAL SAVER. 


' 
The “EVENHEAT™ Coal Heater is an | 
mproved magazine type heater scien- 
tific rally constructed with fire brick 
linings and auxiliary combustion chamber 
that mixes secondary air with the gases 
forced from coal in the process of cok- 
ing, thus increasing the heat output by 
burning gases and products of combus 
tion ‘that are ordinarily lost. 


EVENHEAT 


Magazine Type Coal Heater 





Sold only Fe oer 
thru 
recognized 
hardware 
and appliance 
jobbers 


PAYS FOR ITSELF FROM FUEL SAVED 
No Puffing or Blowing 





A NAME THAT GUARANTEES 


Burns any kind of coal, hard, semi 
anthracite, soft, lignite, briquettes, etc.. 
successfully, leaving only fine white ash 
and no clinkers. 





BRIGHT WIRE GOODS 


Have your jobber obtain full particu- ‘ 
lars if he is not already an EVENHEAT 





Distributor. PATS. PENDING | 2ualily 


MIDWEST STOVE CO. ph gg A | CHAS. 0. LARSON CO. © STERLING. ILLINOIS 
728 Delawore Kansas City, Mo. Fire Brick 












Black 
Oxide Finish 


ww saps 
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' This fast cutting, easy operating tool, and other num- 
bers in the Seymour Smith line of nationally known 
PRUNING AND TREE EQUIPMENT — available in 
limited quantities for essential uses. Order only 
through your jobber; he can serve you best. 

GRASS AND HEDGE SHEARS UNAVAILABLE 


Distributors until the war effort is served. 
JOHN H. GRAHAM & CO., Inc. 





$ a + Lom Tay 












105 Duane St., N. Y. City SEYMOUR Smite & SON, Inc., 100 MAIN ST., OAKVILLE, CONN. 
565 W. Wash. Blvd., Chicago Specialists in Garden Shears for Three Quarters of a Century 
Ro RN NETN 








Keep In Touch With The ““OPPORTUNITIES”’ In The Trade— 


Hardware manufacturers, manufacturers’ agents, jobbers, jobbers sales- 
men, retailers and retail salesmen all use the medium that covers and con- 
tacts the hardware trade most thoroughly—Hardware Age. They know that 


There Are Many Business Opportunities In The Classified Section 


of this widely read trade publication. Hardware Age has been the recognized 
leader for bringing buyer and seller, employer and employee together for 
many years. Use it and see if results do not justify every claim. 


HARDWARE AGE, (Classified Opportunities Dept.) 100 East 42nd Street, New York, N. Y. 
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HERE’S a 
LABOR 
SAVER 
in Demand and Selling on Sight 
DR. RINEHART’S HANDY HOG HOLDER 


Order $159 Retail | One man holds largest hog—easily 
from Dealer price | —forringing, vaccinating, worming, 
Your M 90c, shipping | etc. One end for large hogs, other 
















charges pre- | for pigs. Worth its weight in gold 
erDirect\ t paid any- to Digs. short of help. Durable, good for 
or rec where on one a lifetime. Advertised in 50 leading farm 


AD this doz. orlarg- publications and 20 radio stations, reaching 


er lots. every farmer in your locality. 


ajo (™ Se. RINEHART’S HANDY HOG HOLDER CO. 
- O. Drawer 1946 Galesburg, Illinois 


MASTER snctcseric/ TOOL BOXES 


The FINEST Line 
of Master Boxes 
Ever Made! 


Handled by 
more jobbers 
than any other 
line. 


* 


Available in 
restricted 
quantities 


Master Metal 


Products, Inc. 
Buffalo 4, N. Y. 
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Acme Steel Co. .......... 


Ambassador Specialties, Inc. ..... 
Cabinet Hdwe. Corp... 118 
American Central Mfg. Corp. ... 
Inc. 4% 
American Chain Div. ............ 


American 
American Chain & Cable Co., 


American Mfg 


ame Gchpnns% 
American Safety aan Corp. 


American Screw 


— Steel Wooi ‘Mfg. ‘Ca, 


Ames Baldwin > asa Co. 
Arcade mp hag witasdah ses 
Armstrong 7" Tool Co. 
Atkins & Co., ; 
Atlas Asbestos Gor 


8 
Barrett Div., The 
Behr-Manning : 
Bennett Fireplace. Company 
Bethlehem Steel Co. 
Bissell Carpet Sweeper Co. 
Boston Varnish Co. 


7 
Boston Woven Hose & Rubber Co. 1! 


Briggs & ve. Corp. 
Brooks & Sons, S. 
Brower Mig. con : 


c 


Central Paint & Varnish Wks. 
Cheney Hammer Corp., eset 
Chicago Lock Co. ‘ 
Chicago Roller Skate Co. 
Cleveland Chain & Mfg. Co. 
Cleveland Mill & Power Co. 
Coldwell Lawn Mower Co. 
Collins Company ond 
Columbian Rope Co. 
Columbian Vise & Mfg. Co. 
Consumers Glue Co. . 

Cook Co., H. C. . 
Coolerator Co. . 

Cross & Co., Inc., WwW. w. 


: D 
D us Steel Prod. Corp. 





Guns Are in Style Now 
and so is Hoppe’s No. 9 


These are war days and in both war and 

ace Hoppe's No. 9 gets the call with 
both oth soldier and sportsman because it al- 
ways does a tip top job of gun cleaning. 
And—it gets the call and priority of the 
trade too because it always gets the 
consumer demand. Get the full facts— 
from your jobber—or from us. 


FRANK A. HOPPE, Inc. 
2314A North 8th St. Philadelphia 33, Pa. 


Genin DOMES of SILENCE 














SLIDE SILENTLY - - SOFTLY - SMOOTHLY 


“4c SET-10c SET-10c SET ‘SAVE FURNITURE 
& FLOORS - CREATE QUIET 
4 Leok for nome 
TO A “Domes of Silence" 














Domes of Silence — Insulated Cushion Glides 
For Tile, Marble, Cement and Bathroom Floors. 


Noiseless. Sizes for metal beds, wood beds, large 
chairs and all furniture. 





Ait 


JMES of SILENCE 





Detroit Vapor Stove Co., one 


Warner Corp 
Diamond Calk "Horseshoe Co. 
Domes of Silence .. 
Drake Electric Works, Inc. 
, 


€ 
Economics Laboratory 
RN MDS: occ cncis saies « 
Englishtown ann. usd. 
Estate Stove Co. .. 


‘ 


F 


Fairbanks Morse Co. &.f 
Faultless Caster Corp. 


Federal Tool com. ws 


Fox Shotguns .... 
Frantz Mig. Co. 


6S 
Garod Radio Corp. 
Gibson Good Tools, Inc. 
Gillette a Razor Co. 
Gilmer Co., L. 
Goulds Pumps, # 
Graham Mfg. Co. 


H 
Hercules Powder Co., Inc. 
Hill-Shaw Co. ..... 
Hoppe, Inc., Frank A. 


Hoyt & Worthen Tanning Corp. 


Huenefeld Company, The 


Indiana Steel & Wire Co. 
International Salt Co. 


J 


Jacobsen Mfg. Co. ........ 
Jennings Mfg. Co., The Russell 


K 
Katzinger Co., Edward ... 


Kaul, 20, Importing. Agy., Inc.... 
Keystone > bress & Rub’ ber Co. hc 


Keystone Steel & Wire 
Sk hdcnenaincakes odden 
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121 
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L 
Landers, Frary & Clark...... - 12-13 
Larson Co., Chas. O. ......... “te 
ee ee 18 
Lockwood 8 Mfg. Co.. 4g 
Lucas & Co., John ...... 87 
M 
Malleable Iron Range Co. ...... 35 
Master Metal Products, Inc. ..... 128 


— Sales Co. (Iron Glue 
dpakod emake ans 12 
Metal Textile Corp. 

Meyercord Co. 





Midland Co. ...... 
Midwest Stove Co. 
Miller, Inc., Robert E. 
Millers Falls C6. i,.-...;-+6:..... 
Minnesota Mining & Mfg. Co. ... % 
Minute Mop Co. ................ 122 
Myers & Bro. Co., F. E. Biebes 29 
N 
National Brass Co. ..... Pye: 
Matena! Leck Coe. .............05 6! 
National Mfg. Co. ............... 3% 
National Screw & Mfg. Co. ..... 13! 
. wk anaes 129 
Nockonwood, Ltd. ......... daca 
North Bros. Mfg. Co. ... : 94 
= 
Onthank Co., G. 88 
Owens Corning Fibergies Corp. 32 
P 
Perfection Stove Co. . 83 
Porter, Inc., H. K. .... ieee 
Prime Mfg. Co. .......... . 122 
Progressive Mfg. Co. .. 105 
7 
Regina Corp. ......,...... .. 
Remington yee Co., Pe xeana 55 
ot dee Dr., Handy Hog Holder 
Shc Cn vauodbidadaconasins 64 128 
Robertshaw Thermostat Co. 26-27 
s 
Samson Cordage Works 123 
Savage Arms Corp. ..... - 
Schalk Chemical Co. ............ 125 
Schwartz Mfg. Co. ............... 9 
Simonds Saw & Steel Co.. ... 102 
Smith, Inc., Landon P. ..... . 129 
Smith & Son, Inc., Seymour. . 127 
Socony-Vacuum Oil Co., tne...:.. 17 
Soilicide Laboratories ............. 2! 
Speaker Corp., J. W. .,........... 6! 
oS a area 121 
Stanley Works, The ............ [ae 
Stevens Arm¥ Co., J. .....°...... 2 
Stevens Walden, Me ac. potas 
T 
Tanglefoot Co. ............. ... 100 
Taylor Instrument Companies .... 30 
Tennessee hag md Associates ...... 63 
Tree? Gafety Razor Corp. ....... . 124 
Turner’ Bros. & Co. ................ 104 
Turner Day i Woolworth Handle 
RE “Sp. tee, 107 
U 
Uniion Fork & Hoe Co. ' 
Union Hardware Co. ... 99 
Upson Brothers, Inc. .. 129 
v 
Vaughan Novelty Mfg. Co 93 
w 


Ware Bros. Div. of Chicago Roller 
ED: GO cikicssasoncess 109 

Weaver Pres-Kloth Co. .......... 97 

Western Cartridge Co. 





Whitlock Supply Co. ............. 125 

Whitney Carriage Co., F. A,’.... 40 

Will & Baumer ndle Co. ....... 43 

Wood Shovel & Tool Co., The. 44 

Worman, V. H., Associates 125 
Y 

Yale & Towne Mfg. Co. 3 
Zz 

Zenith Radio Corp. ...... 22 

Zouri Store Fronts ...........-... 42 
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IDALZATMN Ye 


for Safety . Economy - Good Service 
THE CLEVELAND CHAIN & MFG. CO. 
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Pais. * Keep this ProFit-PicTURE PROFITABLE FAST SELLING PACKAGED PRODUCTS 
in your min d Quality Unconditionally Guaranteed 


PATCHING PLASTER 
PLASTER OF PARIS—KALSOMINE 
CHORE GIRL will be back again staineae aadin’ ouan 
—when copper is available for 
cleaning use. In the meantime, 
don't forget her. Your customers 
won't. After the war, housewives 


CHORE GIRL will appreciate this famous 
little cleanser more than ever. 
METAL TEXTILE CORPORATION 
Orange, N. J. 








, YH, 


STANDARD CASEIN COLD WATER 
PAINT (WASHABLE) 

CONCRETE PATCHER 
WHITING—PLASTIC PAINT 

All of Above —— in Various Sise 














WHA. 











tons 
Many Other Tried and Proven Items 
IMMEDIATE SHIPMENT 


Write ~ Full Information—Price 
ist—Color Cards 


csnsiduauaaa SPECIALTIES 
Manufacturers 
6440 De Buel Ave., Detroit, Mich. 
Established 1930 







































Full featured: High quality value of an already high 
piace, tempered entire quality screwdriver. Adver- 


len 4 of way totes tised in Popular Mechanics" 
breakable insulating handles "4 “Popular Science” to 
Plus the patented, exclusive reach war workers. 

ripper that doubles the Order Thru Your Jobber. 


UPSON BROS., INC. 84 Exchange St, ROCHESTER, N. Y. 












4 COLOR 
COUNTER 
DISPLAY 










PATENTED 











ANNOUNCING | B= 
New. Lines BARN EQUIPMENT 


Cattle Stalls, Stanchions, Pens, Water 


“FLY-AWAY” tandem swing Bowls, Milking Stools, Feed Carriers, 
“Junior” Play Pens Feed Trucks, Litter Carriers, Cork Brick, 
Baby Cribs Steel Columns, Ventilation, etc., etc. 


Toy Folding Boomerang ; 
Duration Towel Bar 
Toy Commando Gun 


























Established 1879 
atso HAYING TOOLS anp 


Send for 
Illustrated 
Folder 


























Knife Racks, ete. ’ HARDWARE SPECIALTIES 
NOCKONWOOD, Litd., Bloomfield, lowa : Guarantesd to ditialy the oor” 
“Ideas in Wood” THE NEY MFG. CO., se O. 
q W BRANCH HOUSE COUNCIL BLUFFS 














Draw People to Your Store—With Good Window Scshoys 





Sion one ee? - ~ — di sy ge Hardware Age is constantly striving to help retail hardware 
nm your store windows always make people stop, look an 

usvally BUY. For New Goods and timely window displays con- dealers locate the newest and best merchandise in all lines 
sult each issue of Hardware Age. You are reasonably sure to of Hardware. And continually reproducing good window dis- 
find something of real interest. Because— plays made by progressive dealers for your help and guidance. 








HARDWARE AGE,100 East 42nd Street, New York City 


RadDevil Y 
THE LEADERS FOR OVER 73 YEARS 
Red Devil Glass Cutters and other glaziers 
painters’ tools and machines are designed to the 
times—there's no substitute for quality. 

Send for Catalog 18 
LANDON P. SMITH, Inc., Irvington, MW. J., U.S. A. 
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DEXTER 
TUBULAR 


LOCKS and LATCHES 


Here's the tool that helps clinch sales. 
You can demonstrate how the Bit-Guide 
avoids errors — speeds installation. Show 
your customer how it clamps on the door 
— self-centering, no measuring — it is 
a sound merchandising feature of the 
Dexter line. Write for details. 


. neither can a Philadelphia lawyer. There are no jokers in the Life 
Time Warranty that goes with every DEXTER-TUBULAR lock and latch. 
The Dexter-Tubular Life Time Warranty means exactly what it says — 
your guarantee of performance for the life of, the installation in which it 
is used — simple, straight forward, honest, and to the point. 


Today, when there are so many substitutes for so many things, recommend 
and sell Dexter-Tubulars — and available National Brass products — with 
the confidence that they are engineered and built to give enduring 
performance. For your sales, for your customers, this warranty is your 


absolute assurance. 


DEXTER-TUBULARS conform with WPB Regulations, including Hardware 
Order L - 236. You are invited to write for full details. Let us send you 
the “Commander Line” Catalog illustrating DEXTER-TUBULAR Locks and 
Latches, and Cabinet Hardware that conform with Federal regulations. 
Write today — no obligation. 


Manufactured by NATIONAL BRASS COMPANY 


130 


GRAND RAPIDS, MICHIGAN 


HARDWARE AGE 





a ee ee ee ee 








ife 
ch. 


) it 


ing 
ur 


are 
Ou 
ind 


ns. 





— 


——— 





a ed 








| "y will m 

















ake these last 
as long os | can 






/ 


















HARDWARE 


Guards the Home Front 
















1943-44, the repair era... 


and the Hardware Man will make 
it possible 


1943 is fast becoming a repair age, a repair era. And this will 
also be true in 1944. 

Many patriotic “home -fronters”’ have now discovered that new 
articles are no longer available. So they’ve looked again at their 
old agricultural implements and household appliances and 
promised themselves, “I will make these last as long as I can.” 

But it takes more than wishful thinking for proper maintenance 
and successful repairs. Jt takes Hardware—screws, nuts, bolts, 
rivets and many other items. 

While it’s true that “Hardware guards the home front”, the 
Hardware Man must be allotted sufficient stocks for maintenance 


and repair—He must be Kept on the job! 





JONES Harnware Co. 



















HEADED AND THBPEADED 
PROOUOCTS 





THE NATIONAL SCREW & MFG. CO., CLEVELAND, 0. 
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BOSS * 


KEROSENE Wichibss 
STOVES « RANGES =m 


BOSS BLU-HOT 
Adjustable Wickless 
B-3WS COOK STOVE 


Back of Boss Victory Models is 
the same dependable manufac- 
turing which has made ‘‘BOSS”’ 
the Quality Leader, 














PRIZE WICKLESS 
NEEDLE VALVE 
STOVES... 


Made in both Table Model 
and High Leg Types. 


C-29-N Table Model 
C-28-N High Leg Model 


{ 
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For the 
Duration. 
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C-39-N Table Model 


sau ” Ss q Y V | > N Ss Nationally Famous For Cooking Efficiency . . . 
The Standard Of Value For Over 40 Years. 











RANGES « STOVES *« OVENS °¢ HEATERS 
THE HUENEFELD CO. CINCINNATI, OHIO 























